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HEADQUARTERS FOR L.P GAS INFORMATION SINCE 1931 


And may all your ink be black! We offer our best 
wishes for prospering business during this new year; 
and for health and happiness to you and yours. 
We'll do our best to help with the former. Suc- 
cess in that should help the latter. We pledge 
increasing facilities, improved methods as tech- 


nology permits, the best service advice and 


assistance you can get. Start right! Call 


Tulsa CHerry 2-7261 about a contract. 


ANCHOR 


PETROLEUM COMPANY - TULSA 

SALES OFFICES: Toledo, Sioux City, St. Paul, Shreve- 

port, Hattiesburg, Gulfport, Savannah, Oklahoma City, 

Houston, Midland, Long Beach, San Francisco, Seattle, 
Calgary 














tanks give you seven wanted features 


Every bulk plant or utility which stores LP-Gas in large volume can profit from 
these plus values built into every Hackney bulk storage tank: 


* Extra strength in construction. 


* Uniform, automatically laid welds —X-ray controlled for soundness, 
penetration. 


* Designed and tested to meet all ASME and NBFU requirements. 


* Smoother welds—less subject to attacks by corrosion; neater, easier to 
paint and keep clean. 


* Can be furnished fully equipped with top-quality, smooth-working valves 
and fittings... with ladder, platform, and steel saddle supports. 


* Supplied with foundation drawings to simplify installation. 


* Available in standard capacities as follows: 6000, 7500, 10,000, 12,000, 
18,000 and 30,000 gallons (W.C.). Other sizes made to order. Openings 
to meet your needs. 


For extra years of service and low maintenance costs, choose Hackney bulk 
Steel saddle supports optional storage tanks. Whether you need only one or two tanks, or enough for a 
for flat foundations. stand-by tank “farm,” send for details and prices. 


Pressed Steel Tank Company 


Manufacturer of Hackney Products 
1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch offices in principal cities 
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NEW FASTER FILLING SERIES 8594 


Includes high-capacity double back check filler 
valve, vapor equalizing and excess flow valve, serv- 
ice line shut-off valve, fixed liquid level gauge, 
liquid transfer connection protected by RegO Chek- 
Lok excess flow valve, and provision for liquid 
bafile or eduction pipe. Optional features: pres- 
sure gauge, single or two-stage pressure regulation, 
Tri-O-Seal inlet connection. Supersedes Series 2594. 


NEW FASTER-FILLING 
SERIES 8593 


Includes high-capacity double 
back check filler valve, vapor 
equalizing and excess flow 
valve, service line shut-off 
valve, fixed liquid level gauge, 
and provision for liquid baffle 
or eduction pipe. Optional 
features: pressure gauge, single 
or two-stage pressure regula- 
tion, Tri-O-Seal inlet connec- 
tion. Supersedes Series 2593. 


DO YOU KNOW 
it will poy you 
dividends to join! 


FA DOMEST 
NL 


NEW TOP-WRENCHING FOR 
ECONOMICAL INSTALLATION 
Tank fabricators will like espe- 
cially the top hex-wrenching section 
on these new MultiValve Assem- 
blies. This permits quick, conven- 
ient, cost-saving assembly with 
power wrenches. RegO has avail- 
able a special modified deep socket 
that goes on right over the filler 
cap, and fits snugly. Another RegO 
“first” to help you cut costs! 


EXCLUSIVE 


RegO Chek-Lok now 
standard on all Multi- 
Valve Assemblies sup- 


‘plied with Liquid Trans- 


fer Connections 
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Y BETTER THAN EVER! 


UNITS SERVE YO 


Faster filling than previous models... higher vapor return rate... new Chek-Lok. 


RegO brings you all three innovations plus long-recognized MultiValve unit ex- 
cellence. Already famous for use-proved economy and enduring, dependable 
service, new MultiValve units as RegO makes them mean even greater over-all 
convenience and savings. 


For the tank fabricator—easy socket-wrench installation, established field 
preference. For the fuel distributor—RegO quality, trouble-free filling in shorter 
time. For the user—reliability year after year...everybody benefits! On all 
types of installations, MultiValve units now serve you better than ever...and 
of course they’re made only by RegO! 


NEW FASTER-FILLING 
8475 & 8477 SERIES 


This single head, requiring only one 
tank opening, contains complete sys- 
tem controls. Regulator bracket is 
furnished, and pigtail is bent to shape. 
Both the Series 8475 & 8477 include: 
high-capacity double back check fill- 
er valve, vapor equalizing and excess 
flow valve, service line shut-off valve, 
safety relief valve, provision for 
liquid baffle or eduction pipe and 
slip-tube or float-type liquid level 
gauge. Fixed liquid level gauge, pres- 
sure gauge, and single or two-stage 
regulation are optional. Series 8477 
also includes a liquid transfer con- 
nection protected by a separate ex- 
cess flow valve with RegO Chek-Lok. 
Supersedes 1475 & 1477 Series and 
8575 & 8577 Series. 


*BASTIAN- BLESSING" 


4207 West Peterson Avenue, Chicago 46, Illinois 


REGO MULTIVALVE ASSEMBLIES FOR ICC CYLINDERS 
For ICC containers up to 420-lb. LP-Gas capacity and small ASME containers...Series 2555. For ICC con- 
tainers up to 200-lb. LP-Gas capacity, and having a 34” pipe-thread opening...Series 7555. For money- 
saving reliability it pays to specify RegO, whatever the service requirements. 
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REGO DOUBLE BACK 
CHECK FILLER VALVE 
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BALANCE YOUR LOAD THE 


“Keeping up-to-date" proves more and more to be an absolute essential to PROFIT in today's 
& progressive LPG bulk plant operation. Manufacturing tanks ... operating bulk plants ... and 


POPULAR Nor-Tex 2 running retail appliance stores has taught Nor-Tex much about PROGRESS and its direct relation- 
ship to » PROFIT. These bi have resulted in many helpful, time-saving product 


Mobile Storage and service ‘‘extras’’ and sharing them has won us many customer friends. 


Well-baffiled...Easy to ‘‘spot'’ 
with car, truck or tractor. 
Safely place your fuel right 
where you need it! Heavy duty 
axle with standard Chevrolet 
hub and 15” wheels. I-beam 
tongue... Recessed relief valve 
... 12%’ hose...and %” OIC ¥ 
valve and coupling. \ 


Sic 


























Nor-Tex Mobile Storage 
Carts are available in 
150 WG, 250 WG, 300 ; 
WG and 500 WG sizes. J » 


eR 


Hitch Your Profits 
To A Nor-Tex STAR Te CQ HAUL EXTRA GALLONS 








/ STANDARD 
Internal Relief Valve TWIN 


On All STAR Systems 


DOMESTIC TAN KS DELIVER MORE GALLONS 
Built to last a lifetime! The safest, finest fy é ley 5 
quality tank you can buy. Satisfaction \ q 
. Bui i} i Il, . 
“hag 2g ay lragadige-ogiegp er PAYLOAD 
SPECIAL 
Nor-Tex ROCKET 
Boosting Sales ~ WORK FEWER HOURS 
Everywhere . Vor-lex, 
Everyone is talking about 4 
— SO — a CUSTOM 
WRI v ea ON ; f i 
OR PHONE i} ~ sig Fn Pg aig pe’ TWIN 
FOR PRICES | of installation . .. occupies 
| only 72” diameter. 


DRIVE LESS MILES 


if } May We Morten, 
PRODUCTS | | Help You? 1) a 4: 


COMPANY | A Interested attention, ex- TWIN 
| perienced assistance 
and helpful suggestions 


are yours for the asking. EARN MORE MONEY 
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SELL PROFITABLE 
TRACTOR CONVERSIONS 


Balance your load by telling 
the advantages of LP-Gas in 
Internal Combustion Engines. It 
will help you sell conversions 
of all types of mobile and 
stationary equipment. Conver- 
sions save up to 60%, on fuel. 
Oil consumption is reduced 
5 80%. Engine wear reduced 
75%. Oil dilution and carbon 
deposits eliminated. 2 to 1 
engine life ratio. Replacement 
of parts practically nil. There 
are 78 Nor-Tex custom modeis 
available in 62 sizes. Tell their 
benefits and you'll sell them. 


4 mow W212: DELIVERY UNITS 


2500 WG Units Now Weigh Under 23,000 Ibs. Loaded! 


Every bulk plant operator is interested in these four new, axle limit. For day in, day out efficiency, durability, pay- 
sleek, LIGHTWEIGHT, streamlined, twin or single barrel load, fast loading, high rated delivery, perfect balance and 
Nor-Tex LPG Delivery Units with their high flow plumbing. appearance Nor-Tex delivery equipment can't be beat. 
Even 3000 WG units and over are within the 18,000 Ib. Nor-Tex engineering has greatly reduced over-all weight. 








You can now haul 
MORE GAS and LESS STEEL 
Aluminum 


Skirting | Than ever before! 
and » 
Cabinets 


§ Without obligation please send the following: . 
(Check Which) ( PRICES (0 Complete DETAILS — 

C) TRUCK TANKS [] TRUCK CHASSIS [] TRANSPO : 

[1 MOBILE STORAGE [] PONIES () DOMESTIC TANK 


Firm Sie se 


Address 
- Cit ____Zone__State_ 
i 
BS sie Se 


S tgud_______——"—_—__— iehepeniie enue 


—_ 
a ee 


. ‘ honTox 
Ideal In State ; y V ule 


| 7 ; & .ow. c PG : 
mposing Extra Savings! PY UIA 
Ton Mile Tax We Are Truck Distributors! a ptaw vO meer Eveey metDt 


P.O. BOX 1219 
N cm DENTON, TEXAS 
* 


DUpont 2-5416 
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Letters 


Pressure changes require 
regulator corrections 


Nicaragua 

In our previous letter (see No- 
vember 1958, page 10) we neglected 
mentioning to you that we distrib- 
ute L. P. gas in 100 lb propane 
capacity cylinders—239 lb wc— 
each cylinder filled with 100 lb net 
of gas regardless of the tempera- 
ture or liquid specific gravity. In 
other words, we deliver to the cus- 
tomer 100 lb of gas by weight, 
whether it is propane or 70 per cent 
butane-30 per cent propane mix- 
ture. 

In the very few instances that 
we have delivered propane, most of 
our customers have complained 
about the so many days less they 
got out of the cylinder. Once we 
switch to the mixture we do not 
have complaints of that nature. 

Would you be so kind as to ex- 
plain to us why 100 lb of the mix- 
ture lasts longer than 100 lb of 
propane? 

G: Z. O. 


There are two effects which may 
help to cause the apparent faster con- 
sumption of propane than the mixture 
used by your customers. 

It is assumed that your regulators 
and the appliances are adjusted for 
the pressure and composition of the 
mixture. 

At 60 deg. F propane will have a 
vapor pressure of about 92 psig while 
the 70-30 butane-propane mix will 
have a pressure of only 38 psig. At 
100 deg. F the propane pressure will 
be 172 psig and the mixture about 85 
psig. Refer to the pressure curves of 
your regulators and see what this 
does to the delivery pressure from 
your regulator. It may increase the 
regulated pressure as much as 1 to 
2 in. we. 

We estimate 100 lb of the mixture 
will deliver about 700 cu ft of vapor 
and 700 lb of propane will deliver 
about 862 cu ft of propane vapors. 
With a 2 in. increase in pressure, the 
862 cu ft of propane will go through 
an orifice about as quick as the 700 


cu ft of butane. So, if the regulator 
is not corrected to deliver the proper 
pressure, the propane gas will be used 
up as soon as the 700 cu ft of mix. 

The American Gas_ Association 
handbook, “Gaseous Fuels,” has con- 
siderable discussion and several for- 
mulae regarding the air injecting 
properties of gases in domestic type 
burners. It boils down to the expres- 
sion that, “. .. the air injecting ability 
of a burner varies as the square root 
of the mass velocity divided by the 
heating value per cu ft of the gas.” 

Based on the foregoing, it would 
appear that the propane, in addition 
to being delivered to the orifice at a 
higher pressure, has a higher air in- 
jection characteristic. A rough calcu- 
lation indicates this higher air injec- 
tion may amount to 8 per cent or 
more. This may be sufficient to build 
the excess air up to the point the 
burner will lose efficiency and require 
more time to do a specific job of 
heating. 

We suggest you check some of these 
items, especially the pressure. Then 
observe the flame carefully and adjust 
the air shutter to produce the proper 
flame when you switch from one fuel 
to the other. 

Run some burner checks of your 
own. First setting up with the mix- 
ture, then running the burner a like 
period of time without changing ad- 
justments and again after changing 
adjustments. You may use small con- 
tainers, accurately weighed, or a 
vapor meter if one is available to 
check it out.—Ed. 


Se 


Dirt particles may cause 
meter inaccuracies 
Australia 
Please give me your views and 
recommendations on a_ problem 
which we have encountered in 
pumping L. P. gas (commercial 
propane) at low flow rate. 
We pump propane from 25,000 


gal. storage tanks having fittings 
and relief valves operating at 250 
psi gauge through a pump driven 
by a 5 hp flame-proof motor at 1440 
rpm, the pumping system having 
differential by-pass operating at 
45-75 psi thence passing through 
a 1% in. L. P. gas liquid meter. 

The L. P. gas is pumped approxi- 
mately 1000 ft through a 1% in. 
pipe line passing through vaporiz- 
ing nozzles into the town’s gas 
stream. 

The rate of flow varies from 3 
gal. per minute to 12-15 gal. per 
minute, at different times, an at- 
tempt being made to achieve a con- 
stant rate for any one parcel. 

It has been found that errors of 
10 per cent under registration are 
obtained through the whole range 
of flows. We have attempted to re- 
calibrate the meter by the usual 
adjustment in the mechanism; by 
replacing the rotor with that of an- 
other similar meter; and by making 
a new rotor, but it appears that 
there is an inherent tendency to 
excessive slip at low rates of flow. 

We have noted that the Bowser 
“Xacto” meter figure 460/15 has 
a range suitable for the purpose, 
and being a multi-piston type 
should be less susceptible to slip. 

We would appreciate your com- 
ments and recommendations to 
overcome our difficulty and achieve 
proper metering accuracy. 

W. B. C. 


We do not believe that switching 
meters is going to be the answer to 
your problem. There are_ several 
things which may cause low registra- 
tion or under registration. 

The Bowser “Xacto” meter may be 
more accurate at extremely low rates 
of flow, but it, too, will become inac- 
curate if there is scoring of the meter 
chamber or pistons. Also, if the L. P. 
gas is such that gummy deposits form 
on the pistons and cause them to work 
hard, there will be slippage. 

We believe that the trouble may be 
two-fold. 

(Continued on page 12) 
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NOW AVAILABLE WITH 
REMOTE INDICATOR 


803 remote indicator supplied 
with 10 feet of tubing, fittings 
and bracket for installing out- 
side of kitchen window. 


Fisher has taken a fine regulator 
and made it even more useful 


Multiple cylinder systems are operated with 
full automatic changeover when the Fisher 
Type 965B is used. Service is continuous from 
one cylinder to the next. 


Optional remote indicator permits in-the- 








home check of gas supply. This extra measure 
of customer convenience means extra profit 
to you. 


For additional details on 
the Series 965B with Type 
803 remote indicator, or 
any LP Gas control equip- 
ment, write... 


IF IT FLOWS |. ANYWHERE IN THE WORLD...CHANCES ARE IT'S CONTROLLED BY... ciSsH cE ; 


—— 

















FISHER GOVERNOR COMPANY Marshalltown, lowa SINCE 1880 
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TYPE C112 


FARM TRACTORS 





ALL FISHER LPG EQUIPMENT IS BACKED BY MORE THAN THREE QUARTERS 
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LP-Gas Carburetion 
is your Fastest Growing Market... 





YOU CAN DEPEND ON... 


cFISHER: 


FOR QUALITY 
LP GAS EQUIPMENT 
AND 


FASTER SERVICE 


If your fuel volume is seasonal... if you’re 
looking for a real load balancer... look to 
the carburetion field. It’s a big market and 
it’s growing fast year after year—up to 30% 
INDUSTRIAL USES over last year. 

But, be prepared! This is one market where 
quality control equipment is imperative. En- 
gine fuel systems demand dependability. No 
system is better than its control equipment. 





Consider this—From Fisher you get fast, de- 
pendable delivery service on the best in motor 
fuel fittings at attractive prices—all backed 
by three quarters of a century of engineering 
know-how. Use this service to capture the 
combustion engine market. 





Fully descriptive bulletin No. LP-50 
is yours for the asking 


TAX! CABS AND CARS 


OF A CENTURY OF ENGINEERING KNOW-HOW... 


FISHER GOVERNOR COMPANY 


Marshalltown, lowa/ Woodstock, Ontario 






SINCE 1880 
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“The Loedmastet” UPC Trech Teak 


PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from —_ location. 


All operation is from one 








“i, | BULK PLANTS Pasley LPG and 

eS Ammonia type installations — a 

- ; turnkey job or engineering for 
" your own installation. Write, wire 




















d or call, 
BRCEANG BULK PLANT . 
ors -3 = — Also a complete line of accessory 





equipment. 





epg Modern adi: 


‘Pastels By Pasley” ‘3 dota, “Avolichle be tellin a] 


colors . . . (write for in 
Blush Peach Smoky Grey 
Seafoam Blue 

Mustard Lime Wedgewood Green 


Eureka Orchid Rose Beige 
Loke Blue Desert Rose 














“& 
: | 


The Pasley Mfg. & Dist. Co. 
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(Continued from page 8) 

How do you check the meter gal- 
lonage versus the total to arrive at 
a 10 per cent under registration? Do 
you base this on inventory and pur- 
chase figures or how is this estab- 
lished? On what basis do you buy 
your fuel? Do you buy the fuel on the 
basis of volume corrected to a certain 
temperature? 

In this country it is normal to buy 
it corrected to a 60 deg. temperature 
basis. Whenever the liquid goes 
through the meter, it registers the 
gallons or volume on the basis of the 
temperature at which it is going 
through the meter. If it is going 
through at say, 30 deg.F versus 60 deg. 
you would have a 4% per cent shrink- 
age in the volume of the fuel due to 
temperature. Also, vapor returned in 
the transport and vaporizing in the 
tank as liquid if withdrawn is a 
possible loss. 

The other cause is that small par- 
ticles of sand or grit and even weld- 
ing shot may get into the meter and 
score the metering chamber or cham- 
ber walls. These scorings, of course, 
will cause the liquid to get by without 
being properly metered. It also makes 
the piston or meter chamber move 
hard. Also, gummy materials that 
may be in the L.P. gas liquid will 
deposit on the metering chamber walls 
and the rotor or meter piston. This 
will cause it to bind and require more 
differential pressure to make it rotate 
or move. In doing this, it increases 
the amount of slippage or liquid that 
can by-pass the metering chamber and 
not be metered. This will happen with 
either type of meter. 

The metering chamber should be 
removed and carefully cleaned, re- 
moving all the sludge or gums that 
may have deposited on theerotor and 
in the chamber wall. If there is a 
rough spot caused by a piece of shot 
or sand on the wall, it may be cleaned 
off and smoothed up with some very 
fine emery cloth. This should be used 
carefully or it will cause inaccuracies. 

I have discussed this with the 
metering expert at the Bureau of 
Weights & Measures here in Cali- 
fornia, and Los Angeles County in 
particular. He concurs with the above 
and advises that he thinks you will 
have the same problem with another 
type of meter. 

We have had some installations of 
our own where we have had a great 
deal of trouble with the meter cham- 
ber and rotor or piston sticking. It 
was always caused by small gummy 
materials or welding shot or some- 
thing like that. Instead of the usual 

(Continued on page 16) 
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OUT FRONT styling for'59 
This is it! 


Cutelin Loe 


by TEMECO 


New trend-setting design! 


Styled by leading industrial designers, these magnificent new Temco gas heaters 
feature ultra-modern low silhouette . .. to sweep gracefully into the homes and 
the hearts of all America! Imperial color expression in new, high-temperature 
silicone paint finish for matchless beauty and durability. The ultimate application 
of modern convenience ... as Temco ‘‘opens the door” to greater operating 
ease with a complete Control Center located out front! 











New Vented Radiant Series New Vented Circulator Series 


Three handsome models, superbly finished in two-tone 
decorator colors with gold anodized trim. Combine 
circulation and radiation for greater heating efficiency. 
Ceramic radiants produce cheerful glow through flame- 
proof Pyrex front. Extruded hearth plates and sides of 
gold anodized aluminum. New optional fan attach- 
ment assures wall-to-wall carpet of warm heating. 


AGA Approved for 
natural, manufactured and LP gas 





CHANG, 

mw oe * 
fe Os % ‘ 
es ‘e e 
4 Pi 
‘ Backed by exclusive ~ 
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eramiclad 20-year Ceramiclad | 

Warranty! 
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“THE COMPLETE LINE OF 
GAS HEATING EQUIPMENT” 


ROOM HEATERS © FLOOR FURMACES + WALL HEATERS ¢ UNIT HEATERS ° WARM AIR FURMACES + All CONDITIONING + GAS WATER HEATERS 


Three to choose from ... in this magnificently designed 
series that features the beauty and durability of 
Temco's high-temperature silicone paint finish. New, 
streamlined heat chamber produces more efficient 


operation, along with new, improved 200 CFM optional 


blower attachment which delivers warm air ct floor 
level . . . assuring no hot blasts, no chilly drafts. 


Write for new 1959 Catalog! 


TEMCO, 


Talos 
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UNIT HEATERS 


Most Advanced Heater on the Morket 


Peerless delivers you all the performance you 
need to profitably sell gas unit heaters. These 
quality unit heaters are expertly engineered to 
provide maximum performance with both low 
initial and operating costs. Peerless includes fea- 
tures that afford peak efficiency—aluminized steel 
heat exchanger, live rubber motor mounting, our 
own foundry-produced cast iron burners, scien- 
tifically designed louvers for best heat direction, 
motors especially manufactured for unit heater 
application, and a high-quality steel jacket hand- 
somely finished in modern gray-green. 

A complete line of Peerless unit heaters is avail- 
able for any type requirement—fan and centrifugal 
blower types from 25,000 to 200,000 B.t.u. All 
Peerless heaters fully meet the requirements for 
the American Gas Association and can be used for 
natural, liquefied, petroleum, mixed or manufac- 
tured gases. 

Good unit performance means profits — to you. 
You'll get it with Peerless. 


Get the full Peerless performance story. Distributed 
by wholesalers coast to coast. Write, wire or phone 
for specifications and prices without obligation. 


tage * q ae 
cas | dhe modern fuel 
i 


( Rerless | THE MODERN HEATER B® 


© PEERLESS MANUFACTURING DIVISION 


OF DOVER CORPORATION 
LOUISVILLE 10, KENTUCKY 











REPRINTS 


from BUTANE-PROPANE 


... to help you sell— News 


to guide your staff— 
These important articles from past issues of 
BUTANE-PROPANE News are available as 
reprints, while they last, at the prices in- 
dicated. Quantity discounts (same reprint) 
10 to 49 copies, 20% ; 50 copies and up, 30%. 


(Check should accompany order) 
(In California add 4% sales tax) 


Agricultural 


Agricultural flaming 
Whirlwind in a feather 

factory (Nov., 55) 4 pages 10¢ 
Propane cuts cost of weed 

control on railway rights- 

of-way (March, ’56) 2 pages 10¢ 
How to slice yourself 

a share of the Stock 

Tank Heater market (Nov., 57) 2 pages 10¢ 


Industrial 


New savings in propane 
torch metal cutting 

Plumbers’ furnaces provide 
hot market 


(March, ’56) 16 pages 25¢ 


(July, ’57) 2 pages 10¢ 


(April, 56) 6 pages 15¢ 
Power 


Full report on Chicago’s 1050 
propane buses 
LPG precools California 
crops (March, ’56) 4 pages 10¢ 
Small bus fleet articles 
(San Antonio and 
Wichita) (Aug. & Sept., 56) 6 pages 15¢ 
His “Carburetion Fingers” 
pay off (March, ’56) 2 pages 10¢ 
My same-sized crew services 
twice the fleet since con- 
version to LPG (Sept., ’57) 2 pages 10¢ 
Have a Coke, 
courtesy of LPG 
Illinois taxicab fleet saves 
$60 per month per cab 
with LPG (March, ’58) 2 pages 10¢ 


Heating 


Selling LPG heating beyond 
the mains — the story of 
Cookgas 

Degree day counter saves 
the day (June, 56) 2 pages 10¢ 

We can have schools for less 
money, with gas heat 


General 


Gas is the Safest Fuel— 
NFPA fire loss report 
The house trailer problem 

is nearer solution 
Trial by fire 
Look for new highs in 

LPG sales in ’56 (Jan., ’56) 4 pages 10¢ 
The sale isn’t made until the 

cash is collected (Jan., ’58) 4 pages 10¢ 
Open letter to the President— 

Wipe out the REA 

(Feb. & March, ’58) 8 pages 15¢ 


BUTANE-PROPANE News 


198 S. Alvarado St. Los Angeles 57, Calif. 


(July, 56) 8 pages 20¢ 


(Nov., ’57) 4 pages 10¢ 


(Nov., 55) 4 pages 10¢ 


(Dec., ’55) 4 pages 10¢ 


(Jan., ’56) 4 pages 20¢ 


(July, ’57) 6 pages 15¢ 
(March, ’57) 2 pages 10¢ 
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ANY VIEWPOINT 


LMC Transports offer you more 


Year after year, more and more LPG dealers have 
given LMC products the strongest possible recom- 
mendation . . . that of re-ordering additional units after 
carefully checking the performance of their first LMC 
tank. 


From small units, for home delivery on the Plains, 
to 10,000 gallon transport tanks to haul loads in steep 
mountains LMC has pioneered many changes which 
are now standard features on all transport tanks. 


Many dealers who started with one single barrel 
LMC home delivery unit are now operating fleets of 
transport tanks, all engineered for economy by Lub- 
bock Machine. 


Write, wire, or phone today! Find out how easy it 
is to purchase on the Budget Plan or the LMC Lease- 
Purchase Plan. 





Box 1589 PO 2-5261 
LUBBOCK, TEXAS 


Budget or Lease- 
cost? Purchase Plan 
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YOUR SIGNS | 
OF THE TIMES 


when you sell 
Suburban Novent 
and Dynavent 
Gas Heaters 


And no wonder! One look at 
the list of features of these 
unique gas heaters and you'll 
know why .. . 


Completely vented without flue 
or chimney ® Easily installed in 
windows or outside walls ¢ 
Automatic with built-in or wall 
thermostats © Exclusive forced 
warm air system ¢* Even heat 
floor to ceiling * Burn no room 
air * Safe 


g AVE UP TO 30% 


IN FUEL COSTS 


Available in three sizes 
20,000 BTU -- 35,000 BTU 
and 45,000 BTU 
Approved by AGA, Leading Utilities 
and LP-Gas Marketers 


For brochure and name of nearest 
distributor write to Dept. BP-159 


SUBURBAN APPLIANCE CO. 


General Offices 
Whippany, N. J. 


Factory 
Dayton, Tenn. 
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(Continued from page 12) 

“Y” strainer with fine screen, we in- 
stalled a filter. In this case our trouble 
cleared up right away and it has func- 
tioned very well since. 

It would be expected after a year 
of operation that all the sand, gravel, 
shot, etc., would be out of the L. P. 
gas system. We have not found this 
the case, however, and are continually 
checking the screens in our strainers 
and cleaning them. Also, changing the 
filter elements when that is necessary. 
Even after five or six years we find 
little bits of welding shot getting 
through if these strainers are not 
kept in good condition. For a period 
of time, pipe dope, especially if used 
excessively, will find its way into the 
meter; and it is a gummy substance 
causing trouble.—Ed. 


Who makes home steam baths 


Wisconsin 

Do you know where I might be 
able to obtain information on mak- 
ing a home steam bath? I would 


use L. P. gas of course. 
H. W. 


We have been unable to find any 
authoritative information covering 
the construction of a home steam 
bath. 

Small steam generators, gas fired, 
can be obtained from Eclipse Fuel 
Engineering Co., Rockford, Ill. It is 
possible that they have information 
on home steam baths and where they 
can be obtained. Or they might have 
some information that will aid in your 
own construction of such a unit. 

Can any reader contribute informa- 
tion on this subject?—Ed. 


Pamphlet No. 58 covers 
cylinder filling densities 
Ohio 

We are permitted to place 100 lb 
of propane gas in a 100 lb ICC 
cylinder. We are permitted to place 
as much as 115 lb of butane gas 
in a 100 lb ICC cylinder. 

What rule or formula determines 
the maximum amount of propane 
or butane gas permitted in a 100 lb 
ICC cylinder? 

In some instances a _ propane- 
butane mixture is used. Propane- 
butane mixtures may be composed 


of various percentages of propane 
and butane. What formula may be 
used to determine the maximum 
amount of propane-butane mixture 
permitted in a 100 lb ICC cylinder? 
P. A, J. 


You will find the rule designating 
the amount of propane, butane or mix- 
tures of propane and butane that can 
be placed in a container set forth in 
NBFU Pamphlet 58, Section B.12 en- 
titled “Filling Densities.” Propane 
falls in the range .503 to .510 and 
butane in the ranges .557 to .592. 

The reason that a greater weight 
of butane can be placed in the same 
size container is simple. Butane is 
heavier per unit volume. A gallon 
of pure propane at 60 deg. F weighs 
4.23 lb. A gallon of butane, 4.87 Ib. 
A 100 lb ICC cylinder can hold a cer- 
tain volume safely. The space oc- 
cupied by 115 lb of butane will hold 
only 100 lb of propane.—Ed. 


113, 


Den't use AA tanks 
for storing L.P. gas 
Nebraska 


We have in this community a 
6000 gal. anhydrous ammonia tank 
that has no manholes. 

Can this tank be used to store 
propane in and, if so, what effect 
would there be on heating equip- 
ment burning the propane that was 
so stored? 

P. AC. 


We have generally tried to discour- 
age the interchanging of propane and 
anhydrous ammonia in storage tanks. 
It is difficult to completely remove the 
last traces of a product from a con- 
tainer unless special measures are 
taken. If the tank cannot be entered 
the risk is greater. And product mix- 
ing is not desirable. 

Anhydrous ammonia attacks copper 
and brass. As you know these metals 
are used extensively in L.P. gas 
equipment. Small concentrations or 
even traces are often as corrosive, and 
sometimes more so, than concentrated 
solutions. 

The anhydrous ammonia can attack 
the copper “pigtail,” brass parts in 
the regulator, copper tubing, orifices 
in the burners or parts in the burner 
controls and cause leaks or damage 
to parts of the equipment. This may 
lead to dangerous malfunctions of 
safety controls. As the gas burns, 
corrosive gases or condensates may 
form to attack parts of the appliance 
or vent pipes.—Ed. 
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for the Dinst “Jime... 


A COMPRESSOR THAT WON'T 
ith IN YOUR PRODUCT! 





Never before has there been anything like the new, Corken dry-cylinder 
compressor. It can’t contaminate your product with crankcase oil. 
Crankcase and compressor-cylinder are separate. And the almost 
frictionless piston rings hug the cylinder walls with such precision 
that they actually create more compression than before. 


Protected against liquid two ways: By the famous Corken liquid trap, 
and by the special relieving features built into the pistons 
and the suction valves. 


Practically maintenance-free; just change the crankcase oil twice a year. 


THERE’S A CORKEN Available as a stationary unit for bulk plant, or as a portable unit 
DISTRIBUTOR NEAR YOU for truck or transport mounting. 





CORKEN’S INC P.0. BOX 1062 © PH. FO 5-5517 
7 e OKLAHOMA CITY, 


GKLA. U.S.A. 
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PRODUCTION STORAGE TRANSPORTATION 


Wherever your location — whatever your size 


of operation — you can profit from Tuloma’s complete 


LP-Gas service. Tuloma’s truck and tank car 

fleets give dependable service from strategically 
located sources of supply. Experts trained in all phases 
of LP-Gas operation give your account — large or 
small—the close attention you want... “plus services” 


for aggressive LP-Gas distributors and dealers. 


WRITE, WIRE OR CALL THE TULOMA OFFICE NEAREST YOU 


TULOMA GAS PRODUCTS COMPANY 


Pan American Building ¢ Phone CHerry 2-3261 e Tulsa, Okla. 


DISTRICT OFFICES 


Williamsburg, Virginia 
Moorehead, Minnesota 
Salt Lake City, Utah 
Billings, Montana 

Des Moines, Iowa 
Russell, Kansas 
Houston, Texas 
Midland, Texas 
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beyond the mains ([// 


DO YOU TAKE YOUR NEW YEAR'S RESOLUTIONS SERIOUSLY? If you do, don't 
forget to include one to this effect: "I hereby resolve to render the finest 
service possible in 1959." 


Service, you know, is really all you have to sell. Your customers can 
always go elsewhere for their gas, and they can probably buy just as good a 
gas at just as good a price from your competitor. They can buy appliances 
that will match yours feature for feature. But they can't buy identical 
service. So, in the long run, the measure of difference between a good . 
dealer and a mediocre one is the quality of the service rendered. How do you 
stack up? Are you the good dealer or the mediocre one? 


If you're a good one you establish a sound basic service policy. Within 
this framework, you establish good working practices. You hire the best 
men you can afford (and you can't afford NOT to hire good men). Then you 
give them the best training available. 


Unfortunately, this is an area where many dealers have not been too 
strong. They have hired "bodies" and have sent them out into the field with 
a minimum of indoctrination. The men were not necessarily fitted for the 
work, nor were they experienced. 


From time to time, industry leaders have attempted to correct the sit- 
uation. One of the more productive efforts along this line was the series 
of classes which the United Gas Improvement Co., a gas utility, put on 
for LPG servicemen in Harrisburg, Pa. There have been other courses else- 
where, using a different approach. 


But all of these "resident" programs have drawbacks. Getting the man 
and the course together at the right time and in the right place is not 
always possible. How many dealers with three or four-man service crews 
could spare even one man for any length of time? 


Now for the first time, something is being done to provide the training 
so badly needed. The answer lies in home study courses, and suddenly the 
industry has broken out in a rash of them. There's the LPGA course. There's 
the industry training school set up by Earle Clifford in Maine. There's 
the Pyrofax program which Clifford authored, and which is deseribed else- 
where in this issue. And there are undoubtedly others. Now, for the first 
time, the individual serviceman will be able to achieve the status of ex- 
pert without leaving his own home. 


Does this indicate a growing realization that the industry has begun 
to come into maturity? We think so. Growth will never again be as spectac- 
ular as it was a few years ago. Dealers have expanded fast and have had 
their growing pains, but today they stand on the threshold of maturity. 
With maturity comes responsibility. 


Service is your No. 1 responsibility. If you would live up to it, 
give a thought to your servicemen. Remember, they are the face of the com- 
pany; they're the ones who are in most frequent contact with the customer. 


Resolve that, through careful hiring and thorough training--from one 
source or another--in 1959 you will present to your public the best face 


you can. 
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A strong hand at the helm for 1959 


HE year 1959 promises to be 

another big one for L. P. gas. 
But how big a year it will be for 
any particular L. P. gas company 
depends on how straight a course 
the man at the helm is able to 
steer. Unlike past boom years 
when a firm could reap hugh profits 
by merely floating with the cur- 


rent, good profits during 1959 will 
go to dealerships which have 
strong hands on the wheel. 

Most economic barometers point 
upward—but not too fast. Home 
building is expanding. Consumers 
are beginning to buy again, with 
appliances high on their lists. Yet 
farm income, high in 1958, is ex- 


pected to drop during 1959. And 
costs will continue to rise. 

This “Management & Planning 
Issue” is designed to help the 
skipper chart a course for the year 
which will steer clear of high costs 
while using plenty of sales fuel. 
The result should be smooth sail- 
ing all the way. —M. A. B. 


‘ Beginning in this issue: An important new series 


How to protect 
your capital 
and make it 

grow 


JANUARY, 1959 





BUTANE-PROPANE News takes pride in aanouncing — beginning 
in this issue — a series of five articles on a subject long demanded 
by L. P. gas dealers across the nation: how to protect your 
capital and mcke it grow. This series, based on actual opera- 
tions, was written especially for BPN by LPG financial wizard 
J. Gordon Allard and has been reviewed by leading LPG dealers 
and financial experts. Subjects to be covered include adequate 
profits, safeguarding capital accumulation, future —— 

selling out, how to obtain public financing, and how public - 
ing works. To begin this important series, just turn the page. 
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How to Protect Your Capita 


aS es 


By J. GORDON ALLARD 


Are you earning a ‘satisfactory profit’ ? 


O you are wondering whether 
it would be better for you to 
sell to or merge your business with 
a “combination,” finance your 
future expansion by selling stock or 
taking in partners, or continue as 
you now are. Most LPG operators 
are faced with this problem. But 
many have tried to sell, merge, or 
expand and have run smack up 
against a condition for which they 
could not provide a satisfactory 
answer. They just couldn’t make a 
deal that would recover their pres- 
ent investment or guarantee their 
future security. The potential in- 
vestors or financiers refused to be- 
lieve that the business was worth 
the price at which it was valued by 
the owner. What was wrong? Why 
couldn’t the parties agree on a sat- 
isfactory value? What is a going 
business really worth? 

A potential purchaser, whether 
he is offering cash or the exchange 
of securities through a merger, 
must look at your business strictly 
on the basis of what it will earn 
for him. He must look at the earn- 
ings that will be left to reward 
investors and to finance growth 
after he has paid the taxes that will 





related activities. 





PART ONE 


A description of adequate and satisfactory profits in the 
liquefied petroleum gas industry. 

An analysis of how an L. P. gas dealer's total income should 
be divided between profits from gas sales and profits from other 


An analysis of how the profits from other activities should 
be divided in order to be desirable and sound. 

A discussion of a hypothetical operation showing (1) the 
investment in fixed assets, (2) the required total income, (3) 
the required income from gas sales, (4) the total expenses, (5) 
how to determine the average selling price of gas, (6) the 
desirable distribution of income from other sources. 

Seven examples of actual operations demonstrating satisfac- 
tory and unsatisfactory results. 


apply under his operation. This 
may or may not be enough to re- 
cover the capital that you have in- 
vested in your business. 

To an investor, assets can only 
be accepted at their cost value if 
the business will earn proper re- 
turns on that value. Tanks, build- 
ings, vehicles and stock have no 
real value as such. They take on 
value in relation to the ability of 
management to produce profits 
through their use. 


Earnings talk 


This relationship of value to 
earnings governs the situation 
whether you are planning to sell 
part or all of your interest to some 
large consolidation, part of your 
interest through the sale of corpo- 
rate shares, or part of your interest 
by taking in partners. Your local 
banker or any other money lender 
looks at the same relationship when 
you try to borrow money. He must 
be reasonably sure that the interest 
will be paid and the loan will be 
returned on schedule. 

The most important factor in 
financing a business is good old 
fashioned profits. The investor and 











the money lender want to see a sus- 
tained record of satisfactory earn- 
ings. Only the speculator will pro- 
vide finances on expected future 
profits, and he will always collect 
his pound of flesh for taking the 
chance. The pound of flesh may be 
a substantial part of the investment 
that you have already put into the 
business. 

Take the case of a large corpora- 
tion with stock in the hands of the 
public. If the stock is going to per- 
form satisfactorily and if the corpo- 
ration is going to be able to obtain 
new equity financing (sell addi- 
tional shares of stock) for growth, 
expansion, and continued operation, 
the corporation must be able to 
offer as good or better an oppor- 
tunity for investment and divi- 
dends as other corporations in the 
same business. Furthermore, the 
profits for either a small business 
or a large corporation must be com- 
petitive with business earnings in 
general. Investors are not going to 
buy shares in the L. P. gas indus- 
try when there are better oppor- 
tunities for security, dividends, and 
growth in other fields. 

The most important function of 
profits in a competitive economy is 
to provide both the incentive and 
the funds for business growth 
whether it be a small business 
owned by one man or a huge cor- 
porate enterprise that has served 
the public for many decades. Profits 
are the food for growth, and unless 
a business grows it is eventually 
doomed to failure. 


Proper accounting and analysis 


The importance of proper ac- 
counting and analysis should also 
be emphasized. The income state- 
ment tells the dynamic story of how 
things are moving. The balance 
sheet, on the other hand, tells the 
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static story of how things stand 
on a given date. A financial report 
that carries the necessary informa- 
tion properly segregated makes it 
possible for us to analyze and com- 
pare a company’s performance over 
a period of years. We are also able 
to make monthly and quarterly 
comparisons between years and can 
quickly learn: 

Whether the company is on the 
way up or on the way down in earn- 
ings and sales; 

The outlook for future earnings, 
based on trends; 

Whether the various categories 
of expense are being held in line, 
or whether the company is getting 
off the beam in some direction; 

Whether the profit margins are 
being held where they should be; 
and, whether the sources of income 
are being maintained in their prop- 
er relationship. 

Also, through analysis, we can 
compare the performance of our 
company with other companies in 
the same line of business. What are 
the profits in other companies on a 
given amount of invested capital? 
How do our expenses compare with 
others? How does our yearly 


growth compare with others in the 


same general area or similar areas? 

Specifically in the L. P. gas busi- 
ness, both the sales and cost of sales 
should be segregated between gas 
sales and income from other sources 
such as appliances, other equip- 
ment, tank leases and rentals, ser- 
vice income, etc. Also, attached to 
the operating statement should be 
the annual gallonage listed by 
months with a classification of the 
gallonage, i.e., bulk, cylinder, in- 
dustrial, wholesale, automotive, own 
use, export, etc. 

An income statement containing 
the correct information presents a 
detailed picture of “how things are 
moving” and makes possible inten- 
sive analysis and comparison so we 
can tell a good company from a sour 
one, an enterprising management 
from a sleepy one, an attractive in- 
vestment from a risky one. 

So far we have discussed the im- 
portance of adequate profits and of 
accurate accounting and analysis. 
These would generally apply to any 
and all businesses. Now let’s take a 
look at the L. P. gas industry and 
examine some examples of good and 
not-so-good operations. 
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What is “satisfactory profit’? 


First, how do we determine what 
is a satisfactory profit and what is 
not? As in all businesses (exclusive 
of monopolies), your competitors 
determine a great many things for 
you and profits are no exception. 
The best companies in any industry 
are obviously those that are able to 
consistently show the soundest 
earnings and these companies set 
the pace for everyone else in the 
same industry. The L. P. gas deal- 
er, therefore, if he is going to be 
in the ball park, must be able to 
show earnings in relation to his 
invested capital which are about the 
same as the average earnings of 
the best operators in the industry. 

In searching for a common de- 
nominator for the purpose of com- 
paring earnings of various LPG 


companies, the fixed asset invest- 
ment at cost can be used, because 
this item is substantially the same 
at any given time for all companies. 
Older companies will have less in- 
vested but they are faced with in- 
creasing costs as they expand and 
replace equipment, and no two com- 
panies are exactly alike. The 
amount invested in fixed assets to 
handle a given amount of gallonage 
will vary considerably between 
companies, as will almost every 
other factor, depending upon the 
type of operation. Is it predomi- 
nantly bulk distribution or cylin- 
der? Does the company have a 
great number of large consumers, 
industrial or otherwise? Do a 
majority of the customers own 
their tanks and cylinders, or does 
the company own them? Is the com- 
pany serving principally domestic 
accounts? Or does it concentrate 
on industrial business, or perhaps, 
farm business? What is the geo- 
graphical location of the company? 
The answers to all these questions 
must be taken into consideration 
when analyzing a company. How- 
ever, regardless of the answers, all 


companies are faced with the same 
problem of showing a satisfactory 
return on their investment. 


How much profit is satisfactory? 


Just what, then, would be con- 
sidered a satisfactory profit in this 
industry? A study and analysis of 
many retail LPG operations over 
the past 10 years shows that the 
most efficient and generally the 
soundest businesses will consistent- 
ly produce as a net profit before in- 
come taxes an amount equal to at 
least 20 per cent or more of their 
fixed asset investment at cost. This 
figure is after all expenses. The 
net before taxes is used because 
there is a wide variance between 
companies with respect to their tax 
structure, but their performance 
can be accurately compared on a 
“before tax” basis. 

It should be mentioned here that 
there are two expense items—in- 
terest and depreciation — which 
have a decided effect upon the net 
earnings and they may differ con- 
siderably between companies. In- 
terest may be proportionately in 
relation to the size of the company 
far greater in one operation than 
another, but this does not neces- 
sarily affect the earning power of 
the company. Depreciation may dif- 
fer widely as some operators use a 
very high or “fast” schedule while 
others use a much lower or “slow- 
er” rate. Those companies using a 
fast schedule will have a compara- 
tively high depreciation figure, and 
since it is an item in the expense 
column, they may not be able to 
show earnings before taxes in ex- 
cess of 20 per cent on their fixed 
asset investment. For this reason 
it is necessary to take a close look 
at the “cash flow” in a company. 

The term “cash flow,” as it is 
commonly used, refers to the net 
profit after taxes plus the deprecia- 
tion. Since we are looking at com- 
panies on a before tax basis, we 
will use the term “cash flow before 
taxes,” which would be the net 
profit before taxes plus the de- 
preciation. It is quite possible, with 
two companies of about the same 
size and annual gallonage, that one 
using a very slow rate of deprecia- 
tion would show a much higher net 
profit before taxes than the other 
using a much faster schedule. But 
their cash flow might be nearly 
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identical. In other words, one may 
have a very low depreciation figure 
which thus has the effect of in- 
creasing the net income before 
taxes while the other may have a 
very high depreciation figure which 
would correspondingly reduce the 
net. As a practical matter, there- 
fore, the earning power of the two 
companies would be considered the 
same since they both have about the 
same amount of cash in the busi- 
ness before taxes. 


Why 20 per cent? 


Why the 20 per cent figure? It 
should be emphasized that this 
amount is to be regarded as mini- 
mum in order to produce satisfac- 
tory earnings except with interest 
or depreciation situations as noted 
above. The very efficient companies 
will show an amount varying be- 
tween 25 per cent and 33 per cent 
and occasionally more. The United 
States government is now the silent 
partner of every American busi- 
ness, in many cases taking more 
than 50 per cent of the taxable in- 
come. In this situation, over half 
of the 20 per cent earnings must 
be paid to the government. This 
leaves the company with slightly 
less than 10 per cent as a net profit 
on its investment with which to pay 
dividends and have something left 
to be retained in the business for 
expansion and other purposes. With 
common stock dividends usually— 
under normal conditions—paying 
at least between 4 and 6 per cent, 
there certainly isn’t very much 
left for the business. Even many 
high grade corporate bonds now are 
returning in excess of 4 per cent. 

It is, of course, realized that 
many businesses are not in this 
high tax bracket for a variety of 
reasons. However, if you are an 
individual owner and the time ar- 
rives when you desire to sell, 
merge, or otherwise secure your 
capital accumulation, your net prof- 
it more than any single factor is 
going to determine what you will 
receive for your business, except 
under very abnormal or unusual 
circumstances. 

As mentioned earlier, regardless 
of what your particular tax situa- 
tion happens to be, the potential 
buyer will in all probability be 
faced with at least a 50 per cent 
tax rate and the net return on his 
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J. Gordon Allard, author of 
this five-part series, holds a B.A. 
degree in business administration 
and finance from Pomona (Calif.) 
College. 

He established and supervised 
Signal Oil & Gas Co.'s LPG deal- 
er organization and worked with 
company dealers on management 
and financial problems. He inves- 
tigated and analyzed the finan- 
cial status of numerous LPG deal- 
ers throughout the Western and 
Mountain states and the South- 
west, 

Mr. Allard was a financial con- 
sultant for Calor Gas Service Inc., 
San Francisco, and is currently an 
independant business consultant. 





investment in your business is go- 
ing to be calculated on that tax 
basis. The same thing applies in 
the case of a merger. 


Income of typical operation 


Now let’s take a look at what 
might be regarded a typical retail 
LPG operation and examine its 
sources of income and what the per- 
centagewise relationship of these 
sources should be. 

Observation of many sound and 
profitable companies shows that at 
least 50 per cent or more of the 
total net income is derived from 
profits on gas sales, except under 
temporary or very unusual circum- 
stances. 

Using a hypothetical example for 
illustration, suppose we have a 
retail business, the distribution of 


which is predominantly domestic 
bulk, selling one million gallons an- 
nually, with a fixed asset invest- 
ment at cost of $150,000. This is 
equivalent to 15 cents per gal., 
which is about the amount of in- 
vestment required, on the average, 
for this type of operation, al- 
though many companies will have 
less, and others more, depending 
upon varying circumstances. If we 
are going to have a net profit be- 
fore taxes of at least 20 per cent 
on this investment, we are required 
to earn not less than $30,000 which 
is 3 cents per gal. If at least 50 
per cent of this income is to be de- 
rived from the sale of gas, we need 
a profit of $15,000 or 11% cents per 
gal. on gas sales. 

Now that we know what our 
profit on gas must be, the next 
thing to determine is how much 
total revenue we need from the sale 
of gas in order to produce that 
profit. The first factor to consider 
is the total expenses for a 12-month 
period. In this example we will 
assume that these amount to $80,- 
000, equivalent to 8 cents per gal. 
This amount should be considered 
maximum for this type of opera- 
tion. Efficient operators will usual- 
ly have a lower figure. 

Practically all of the expenses in 
an average LPG company are re- 
lated to the selling and distribution 
of gas, therefore all expenses should 
be charged against the gas sales. 
Usually the expense involved in pro- 
ducing income from other sources 
is negligible. If the gas income is 
not sufficient to cover all of the ex- 
penses plus an adequate profit, the 
company is usually headed for 
trouble. 


Three items determine price 


Going back to our example, we 
know that we must cover expenses 
amounting to 8 cents per gal. 
($80,000) and profit of 14% cents 
per gal. ($15,000). This simply 
means that our average gross prof- 
it, or margin on gas sales, must 
equal the sum of the above two 
items, or 9% cents per gal. ($95,- 
000). In order to determine how 
much total revenue we need from 
the sale of gas we simply add 914 
cents to the cost of the gas de- 
livered at our bulk plant, and that 
figure is what our over-all average 
selling price must be. 
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In this example, suppose the de- 
livered cost of gas is 6% cents per 
gal. ($65,000). Then 9% cents 
plus 6% cents equals 16 cents per 
gal. or $160,000. This figure is our 
required total revenue from gas 
sales and 16 cents per gal. must be 
our average selling price as long 
as the above costs and expenses 
remain as they are. 

Incidentally, operators should 
check their average gross margin, 
or profit, on gas sales each and 
every month as this is the one fig- 
ure which should not fluctuate. If 
your margin is not sufficient, then 
you should attempt to increase it 
by raising prices if this action is 
possible. If this cannot be done 
and you are stuck with too low a 
margin, then your only alternative 
is to reduce expenses sufficiently to 
give you the proper income from 
gas sales and a total net profit equal 
to 20 per cent. 


Other income 


The additional] 11% cents per gal., 
or $15,000 profit, which we require 
in this example will be derived 
from other sources which are usual- 
ly divided into four principal cate- 
gories, namely: 

1—Income from tank leases and 
rentals of equipment. 

2—Profit on appliance § and 
equipment sales. 

38—Service income. 

4—Miscellaneous, 
include such items as: 

a. Discounts earned. 

b. Interest and dividends re- 
ceived. 

c. Bad debts recovered. 

d. Profit on the sale of capital 
assets. 

An average percentagewise divi- 
sion of this other income, which 
sound and profitable companies 
usually have, will be approximately 
as follows, the dollar figures apply- 
ing to our hypothetical example: 


which would 


1—Income from tank 
leases and rentals of % 
equipment 65 
2—Profit on appliance 
and equipment sales 23 3450 
3—Service income 10 1500 
4—Miscellaneous 2 300 


100 $15,000 


$9750 


Items 1 and 2 are obviously the 
most important, making up 88 per 
cent of the total other income. 
There is an exception, however, and 
that applies to companies using 
meters rather than leasing custom- 
er tanks. In this instance the 
amount which shows up as other in- 
come derived from tank leases in 
other companies is reflected in the 
selling price of the gas through the 
minimum monthly meter charges. 

To illustrate, suppose our hypo- 
thetical company used meters ex- 
clusively and had no lease or rental 
income at all. Theoretically, the 
amount shown above as income 
from tank leases would appear in 
the average selling price of the gas 
which would thus increase the 
price, and the gross margin as well, 
by the same amount or $9750. Our 
profit from gas sales, then, would 
amount to $24,750 equal to 2.475 
cents per gal. instead of $15,000 or 
1% cents per gal. The other in- 
come would be reduced by the same 
amount so that it would be rela- 
tively small at $5250 equivalent to 
0.525 cents per gal. But the two 
combined make up the total income 
of $30,000, equal to the 3 cents 
per gal. which we require. 

Percentagewise, instead of being 
divided 50-50, income from gas 
sales now represents 821% per cent 
of the total income while the in- 
come from other sources accounts 
for only 171% per cent. Successful 
companies using meters extensively 
will usually show about this per- 
centage division of income. 





their capital accumulation. 


ships are concerned. 





Coming next month in part two of this series .. . 
A discussion of how owners of L. P. gas businesses should safeguard 


Five principal considerations with which owners of successful dealer- 


A discussion of five specific problems confronting the owners of 
successful businesses showing (1) how these problems affect the security 
of their capital accumulation and jeopardize its being kept intact and 
(2) how these problems can be minimized and alleviated. 








Profit from appliances 


There is one more factor which 
should be mentioned and that is the 
opportunity for profit from the sale 
of appliances and equipment. This 
is an important item and from all 
present indications, the years ahead 
present the LPG dealer with even 
more opportunity in this regard. 

Manufacturers are _ projecting 
strong demand for major items 
such as ranges, refrigerators, wash- 
ers, dryers, water heaters, space 
heaters, air conditioners, furnaces 
and incinerators. One top manufac- 
turer predicts that the appliance 
industry will double in size by 1967 
through the industry’s efforts to 
hold down prices with mass produc- 
tion. Also, it should be noted that 
there has been a 10 per cent rise 
in home building even in a so-called 
recession year. 

Because of the typical variations 
between L. P. gas operations, it is 
obviously very difficult to generalize 
and set forth definite percentage 
relationships which would  uni- 
versally apply to every company. 
The principles which have been dis- 
cussed here are very fundamental 
and more or less describe the 
boundary lines within which a 
sound and profitable LPG business 
should operate. Each company will 
have certain peculiarities, situa- 
tions, and problems all its own and 
each business must be analyzed in- 
dividually in order to determine its 
degree of efficiency, its actual and 
potential earning power, and just 
how satisfactory or unsatisfactory 
its performance is. 

Included with this article is a 
page of figures taken from the in- 
come statements of actual opera- 
tions. Although each one is differ- 
ent in almost every respect, you 
will note that the most successful 
companies operate within the 
boundary lines described above. 
The unsatisfactory operations are 
outside those boundaries in one 
respect or another. All of these op- 
erations are retail companies with 
predominently domestic bulk dis- 
tribution. For comparative pur- 
poses, the first example shows the 
figures used in the discussion of the 
hypothetical company. The annual 
gallonage is given in each instance 
in order to establish the size of the 
operation. . 
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ALES of L.P. gas in 1958 ap- 
~ pear to have increased 652.3 
million gal. or 9.4 per cent over 
1957, raising total sales to 7591.4 
million gal. This is 30 per cent 
above the average annual L.P. gas 
sales increase of 500 million gal. 
(for the years 1950 through 1958). 
The trend as shown in the chart 
in Fig. 1 should continue, prin- 
cipally due to the tremendous do- 
mestic, motor fuel, and chemical 
potential still existing. 


Domestic and commercial 


Sales were up 467.23 million gal. 
or 15.2 per cent over 1957 to 3534.3 
million gal. Table 1 shows that 
this equals 46.5 per cent of total 
sales which compares with 44.2 per 
cent of total sales in 1957 and 45.2 
per cent in 1956. The domestic 
market continued to account for 
nearly one-half of all L.P. gas 
sales. 


Motor fuel 


Sales were up 16.2 million gal. 
or 2 per cent over 1957 to 821.2 
million gal. Table 1 shows that 
this equals 10.8 per cent of total 
sales, indicating that the growth 
in the motor fuel market has kept 
pace with the growth of the in- 
dustry. 


Industrial and miscellaneous 


Sales were up 63.1 million gal. 
or 9.2 per cent over 1957 to 748.4 
million gal. This equals 9.9 per 
cent of total sales. The trend of 
industrial and miscellaneous sales 
is slightly upward. 


Gas manufacturing 


Sales were up 23.3 million gal. 
or 10.1 per cent over 1957 to 254.5 
million gal. This amounts to 3.4 
per cent of total sales which is ap- 
proximately the percentage of to- 
tal sales shown for the past five 
years. 


Chemical manufacturing 
The sale of L.P. gas as a raw 
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LPG sales up 9.4% in 1958 


1958 LP-GAS SALES UP 9.4% 
TO 7,591,400,000 GALLONS 


AVERAGE ANNUAL LP-GAS SALES 
INCREASE-1950-58 500,000,000 
GALLONS PER YEAR 
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FIGURE 1. 














By GEORGE R. BENZ, W. F. DeVOE, and PAUL W. TUCKER 
Phillips Petroleum Co., Bartlesville, Okla. 


material for the manufacture of 
chemicals was up 136.9 million gal. 
or 7.9 per cent over 1957 to 1869.2 
million gal. This amounts to 24.6 
per cent of total sales as com- 
pared with 25 per cent in 1957 and 
17.9 per cent in 1950. Fig. 1 
shows that chemical manufactur- 
ing has increased an average of 
135 million gal. a year since 1950. 


Rubber components 


The volume of L.P. gas con- 
sumed in the manufacture of syn- 
thetic rubber is down 54.4 million 
gal. or 13 per cent from the 
amount used in 1957 to 363.8 mil- 
lion gal. This use amounts to 4.8 
per cent of the total L.P. gas sales 
as compared to 6 per cent in 1957 
and 8.9 per cent in 1951. 


Domestic and commercial 


In February and March, 1958, 
an unusual, prolonged cold spell in 


the South and southeastern part 
of the United States resulted in 
an abnormally high demand for 
L.P. gas, principally for house 
heating. It is estimated that ap- 
proximately 230 million gal. of the 
467.23 million gal. increase in the 
domestic and commercial market 
over 1957 occurred primarily be- 
cause of this cold spell. This il- 
lustrates the tremendous effect 
weather has on the L.P. gas busi- 
ness. It is estimated that the do- 
mestic and commercial market for 
L.P. gas in 1958 totaled 3534.3 
million gal., up 15.2 per cent or 
467.23 million gal. over the 3067.07 
million gal. sold in 1957. 

The most important factor in 
domestic growth continued to be 
house heating. Central gas heat 
is becoming more and more popu- 
lar, and new customers continued 
to convert to L.P. gas for house 
heating from other fuels. 
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In most areas of the country, 
the conversion of 100 lb cylinder 
customers to bulk distribution con- 
tinued. When domestic customers 
expand their use of L.P. gas be- 
yond the cooking and water heat- 
ing load they “graduate” into the 
bulk type of distribution. 

The use of L.P. gas in agricul- 
ture continued to expand, increas- 
ing the summer L.P. gas load. 
Some of the agricultural uses are 
for irrigation pump engines, crop 
and grain drying by both custom 
dryers and individual farmers, 
farm tractors, and weed burning. 

Normal growth continued to ac- 
count for part of the increase in 
the domestic market. New bulk 
plants were constructed and cus- 
tomer installations were increased. 

More and more homes are en- 
joying the convenience of modern 
gas appliances and are being 
dressed-up by outside gas lights. 

In the house heating field the 
trend of converting from _indi- 
vidual space heaters to central gas 
heating continued. 

According to industry reports, 
residentiai gas air conditioner 
sales exceeded 7000 units in 1958, 
compared te approximately 2500 
units sold in 1957. Although most 
of the air conditioners sold use 
natural gas, the sales figures indi- 
cate the growing demand for L.P. 
gas units. Several types of gas 
air conditioners are available on 
the market and others are in ad- 
vanced stages of development. 


Motor fuel 


L.P. gas for motor fuel use con- 
tinued to represent more than 10 
per cent of the total L.P. gas mar- 
ket. It is estimated that L.P. gas 
used for motor fuel increased 16.2 
million gal. or 2 per cent over the 
amount used in 1957, despite re- 
ductions in two of the principal 
motor fuel uses. Motor fuel used 
for irrigation pump engines fell 
far behind previous years due to 
heavy rainfall in the principal ir- 
rigation areas. Reduced oil well 
drilling resulted in less L.P. gas 
used for this purpose. Other mo- 
tor fuel applications offset the 
above reductions and resulted in 
an overall gain for the year. The 
estimated 821.2 million gal. used 
for motor fuel in 1958 compares 
to 805.06 million gal. in 1957. 

Substantial gains continue to be 
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made in the use of L.P. gas in in- 
dustrial tractors and lift trucks, 
cargo truck refrigeration units, 
ready-mix concrete trucks, farm 
tractors, taxicabs, and small fleet 
trucks. 

Materials handling equipment 
continues as the fastest growing 
individual market for L.P. gas mo- 
tor fuel. A majority of the indus- 
trial tractor and lift trucks on L.P. 
gas are now factory-equipped for 
LPG, and conversion of gasoline 
units to L.P. gas continues. An 
increasing number of the airlines 
are converting their industrial 
tractors to use L.P. gas for motor 
fuel. 

L.P. gas is the dominant and un- 
excelled fuel for cargo refrigera- 
tion units in the trucking indus- 
try. Railroads are using L.P. gas 
both to drive mechanical refrig- 
eration units on refrigerator cars 
and to provide power to operate 
electrically-driven circulating fans 
in the ice refrigerated cars. 

The use of L.P. gas in farm 
tractors represents the largest 
volume motor fuel use. It is esti- 
mated that the L.P. gas motor fue! 
sales for farm tractor use in- 


creased 5 per cent over 1957. Over 
12,000 of the tractors produced in 
1958 were factory-equipped for 
L.P. gas, and the conversion of 
gasoline tractors to L.P. gas con- 
tinues at a vigorous pace. 

Early in 1958, the LPGA pub- 
lished a _ directory listing over 
4000 service stations and bulk 
plants selling L.P. gas for motor 
fuel.. More stations, however, in 
good locations, are needed to con- 
tinue the expansion of the L.P. 
gas motor fuel market, particu- 
larly in the East, Southeast, and 
Northwest. 


L. P. gas appliances 


During the greater part of 1958 
the sales of L.P. gas appliances 
fell behind the same period in 
1957. This situation was a con- 
tinuation of the decline in all 
durable goods sales which de- 
veloped in 1957, but last quarter 
1958 indications were that the tide 
had turned. Sales improvements 
were in evidence and there was 
good reason to believe that the bot- 
tom of the appliance sales curve 
was passed. New family forma- 
tions, home building, and an in- 
crease in replacement buying ap- 
pear to be the strengthening fac- 
tors as industry goes into the year 
of 1959. 

Domestic L.P. gas range sales 
for 1958 were about 355,400 or 20 
per cent of all domestic gas range 
sales. Built-in gas ranges con- 
tinued to be popular and sales 
were well ahead of 1957 with an 
increase of over 10 per cent. To- 
tal shipments of all gas built-in 
units in 1957 were 197,200. 

Automatic L.P. gas water heater 
sales for 1958 are estimated to be 
283,300 which almost equals the 
292,707 shipped in 1957. In 1958, 
L.P. gas water heater sales repre- 
sented approximately 11 per cent 
of all automatic gas water heater 
sales. 

L.P. gas vented recessed wall 
heaters reached 55,500 units or 
nearly 15 per cent of all vented 
recessed wall heaters. L.P. gas 
floor furnace sales were 20,700 
units, or 25.8 per cent of the 80,- 
200 gas floor furnace sales. 

Sales of direct heating equip- 
ment for use with L.P. gas reach- 
ed 382,800 or 27.4 per cent of to- 
tal direct gas heating equipment 
sales (1,397,000 units). 
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Warm air furnace sales were 
795,400 units with 73,200 L.P. gas 
units (a little under 10 per cent of 
the total). Conversion burners 
reached a total of 156,000 units 
with 4700 units for use with L.P. 
gas (3 per cent of total). 


Industrial and miscellaneous 


Industrial and _ miscellaneous 
uses consumed an estimated 748.4 
million gal. of L.F’. gas in 1958. 
This is a 63.1 million gal. or 9.2 
per cent increase over 1957. This 
appears particularly impressive in 
view of the generally reduced in- 
dustrial activity. However, the 
unusually cold weather resulted in 
heavy use of L.P. gas standby 
facilities. Use of L.P. gas in the 
secondary recovery of crude oil 
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(included here this year) is esti- 
mated to have increased over 20 
per cent this year. This is a 
promising use but difficult to pre- 
dict at this time. Interesting, of 
course, is the fact that much of 
the volume “used” in secondary 
recovery operations will, no doubt, 
be “produced” again. The high- 


way construction program con- 
tinues to make asphalt aggregate 
drying plants a very attractive 
load builder for many dealers. 


Gas manufacturing 


The gas utilities used an esti- 
mated 254.5 million gal. of L.P. 
gas which is an increase of 10.1 
per cent or 23.3 million gal. over 


that used in 1957. This increase 
was primarily due to the unseason- 
ably cold weather during the first 
quarter of the year—particularly 
in the Southeast. The gas utility 
companies continue to be inter- 
ested in large-volume L.P. gas 
storage facilities, both above- 
ground and underground, with one 
large volume refrigerated storage 
facility being added during the 
year. 


Chemical manufacture 


Despite the business recession, 
the sale of L.P. gas as a raw mate- 
rial for the manufacture of chemi- 
cals and chemical intermediates 
gained 7.9 per cent or 136.9 mil- 





HOW THE 1958 MARKET WAS DIVIDED 


DOMESTIC 
AND 


COMMERCIAL 
Total Sales: 3534.3 million gal. 


15.2 per cent increase 


The February-March cold spell in 
the South and Southeast resulted in 
an abnormally high demand for LPG 
househeating. And househeating con- 
tinued to be the most important fac- 
tor in domestic growth. Use of LPG 
for agriculture continued its expan- 
sion. 


ENGINE 


FUEL 
Total Sales: 821.2 million gal. 


2 per cent increase 


LPG used for carburetion continued 
to represent more than 10 per cent 
of the total LPG market. Heavy 
rainfall cut use of LPG for irrigation 
in 1958, while reduced oil well drill- 
ing resulted in less LPG used for that 
pee Gains in other uses offset 
osses. 


INDUSTRIAL 
AND 


MISCELLANEOUS 
Total Sales: 748.4 million gal. 


9.2 per cent increase 


Increased use of LPG in this cate- 
gory is particularly impressive in 
light of reduced industrial activity 
during 1958. Some of this gain, how- 
ever, is due to heavy use of LPG 
standby in the unusually cold 1958 
winter. Asphalt plants made good 
load builders. 





MANUFACTURING 


Total Sales: 254.5 million gal. 


10.1 per cent increase 


This gain is attributed to the un- 
usually cold weather during the first 
quarter of the year. Utilities con- 
tinue to be interested in large volume 
LPG storage. 
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CHEMICAL 
MANUFACTURING 


Total Sales: 1869.2 million gal. 


7.9 per cent increase 


This is a higher percentage gain than 
that experienced by the chemical in- 
dustry as a whole. Feedstock for 
polyethylene continued as the most 
rapidly growing chemical market. 


SYNTHETIC 
RUBBER 


Total Sales: 363.8 million gal. 


13 per cent decrease 


A decrease in new car production plus 
a decrease in synthetic rubber and 
butadiene inventories were responsible 
for the drop in LPG sales to the rub- 
ber industry. 
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TABLE |. PRINCIPAL USES OF LPG SHOWN AS % OF TOTAL SALES 


Principal Uses 1950 =: 1951 1952 


Domestic 58.1 51.2 50.6 
Motor fuel 3.7 6.9 8.3 
Industrial and misc. 6.5 6.4 7.6 
Gas mfg. 7.2 6.6 5.8 
Chemical mfg. 17.9 20.0 19.4 
Rubber components 6.6 8.9 8.3 


TOTAL 


1953 1956 


100 Per Cent 





lion gal. to a total of 1869.2 million 
gal. This is a much greater per- 
centage gain than that enjoyed by 
the chemical industry as a whole, 
whose gain in volume produced 
has been estimated at 2 per cent 
over that of 1957. 

Feedstock for polyethylene man- 
ufacture continues to be the most 
rapidly growing chemical market 
for L.P. gas, although production 
capacity has temporarily outstrip- 
ped demand. While ethylene oxide 
and ethyl alcohol continue to rank 
first and second in ethylene re- 
quirements, polyethylene is almost 
on a par with ethyl alcohol and is 
gaining rapidly on ethylene oxide. 
One of the features of the past 
year has been the increase in 
ethylene production from butane 
and propane as compared to pro- 
duction from ethane or recovery 
from refinery gases. 

An interesting and entirely un- 
expected development in the de- 
mand for polyethylene the past 
year arose from the “hula hoop” 
fad. It has been estimated that 
through October, over 16 million 
of these hoops were made of poly- 
ethylene. While this demand was 
not a major factor in the increased 
market for polyethylene, it illus- 
trates the point that availability 
and adaptability of this polymer 
encourages new uses of an unpre- 
dicted nature. 

The consumption of propylene 
for chemical and chemical inter- 
mediates also continued to _ in- 
crease. Almost 60 per cent of this 
was used in the manufacture of 
isopropyl alcohol. Other petro- 
chemicals and intermediates con- 
suming propylene, such as propy- 
lene trimer, tetramer, and higher 
polymers were in increased de- 
mand. Propylene oxide and its 
derivatives have found a promis- 
ing market in the manufacture of 
urethane foams used as cushioning 
materials. 


Butadiene, produced from re- 
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finery butylenes or normal butane, 
suffered a major loss in its pri- 
mary markets, synthetic ‘rubber 
and latex. As a result, more ef- 
fort was directed to its use as a 
chemical intermediate in the man- 
ufacture of nylon, isosebacie¢ acid, 
rubber base paints and fungicides. 


Rubber components 


The use of L.P. gas in the man- 
ufacture of synthetic rubber com- 
ponents decreased an estimated 13 
per cent during the year 1958 to a 
total of 363.8 million gal. This 
gallonage decrease of 54.4 million 
gal. can be attributed to the fact 
that new car production was 
greatly reduced in 1958 plus the 
fact that inventories both of syn- 
thetic rubber and butadiene were 
reduced during the year. Actually, 
it is estimated that the production 
of synthetic rubber was down over 
16 per cent. The reason that L.P. 
gas usage for synthetic rubber 
components held up better than the 
production of synthetic rubber is 
that butadiene capacity in opera- 
tion in 1958 included a higher per- 
centage of capacity requiring nor- 
mal butane feedstock than in pre- 
vious years. 


Supply 

Overall production of L.P. gas 
at natural gasoline plants and re- 
fineries increased approximately 2 
per cent during 1958. Twenty-six 
new plants came on stream during 
the year and several existing fa- 
cilities were expanded. It is esti- 
mated that thirteen new plants 
will be added in 1959. 

Canadian L.P. gas _ production 
capacity is expanding rapidly, but 
the effect of this capacity on the 
U.S. market is as yet an unknown 
factor. 

Underground storage capacity 
for L.P. gas continues to grow. 
The available underground storage 
capacity now totals over 1.6 bil- 
lion gal. which is an increase of 


almost 20 per cent over 1957 with 
an additional 100 million gal. cur- 
rently under construction. Addi- 
tional underground storage is in 
the planning stage. 


Transportation 


Improvements of L.P. gas trans- 
portation facilities were high- 
lighted during the year by conver- 
sion of the Little Big Inch pipe- 
line from natural gas to refined 
petroleum products (including 
L.P. gas) service with a capacity 
of 185,000 bbl per day. 

Pipeline movement of L.P. gas 
was further increased by the ad- 
dition of lines carrying natural 
gas liquids as well as compara- 
tively short pipelines to carry 
chemical plant feedstocks, partic- 
ularly in the Gulf Coast area. 

The rail transportation picture 
was improved somewhat by the 
fact that railroads rejected an au- 
thorized rate increase in ten south- 
eastern states. In addition there 
will be substantial general rail 
freight reductions in effect early 
in 1959. Although more L.P. gas 
was shipped by rail in 1958 than 
1957, the active L.P. gas tank car 
fleet was reduced by the end of 
the year. 

Water transportation of L.P. 
gas continues to receive consider- 
able attention. Three new inland 
waterway barges were placed in 
service during the year and one 
new ocean-going tanker is under 
construction and scheduled for de- 
livery early in 1959. 

Movement of L.P. gas by trans- 
port trucks continued to grow at 
a rapid rate with transports hav- 
ing a water capacity of 10,000 gal. 
becoming more and more common 
with the more widespread use of 
high strength steels and the em- 
phasis that is being placed on re- 
duction in dead weight of these 
units. 


Safety developments 


Pamphlet 58, the L.P. gas indus- 
try bible, published by both the 
National Fire Protection Associa- 
tion and National Board of Fire 
Underwriters, was again revised 
to keep pace with new develop- 
ments in equipment and safe op- 
erating techniques in the industry. 
ven more significant was the sub- 
stantial revision of NFPA Pam- 
phlet No. 59, covering L.P. gases 
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at utility gas plants, to recognize 
and properly provide for use of 
containers having a water ca- 
pacity of up to 200,000 gallons in 
such facilities. While this is a 
step forward, further increases 
are necessary to allow economical 
and practical size containers. 


Advertising and sales promotion 


The National LP-Gas Council 
completed its eighth year of op- 
eration as the recognized adver- 
tising and public relations agency 
of the industry. Significant in- 
creases in membership of all seg- 
ments of the industry—producers, 
marketers, and appliance and 
equipment manufacturers — en- 
abled the Council to record growth 
in both number of participants 
and dollar volume of contributions, 
and made it possible for this or- 
ganization to increase its adver- 
tising and public relations service 
for the industry as a whole. 

The Dealer Sales Aid section of 
the Council produced and distrib- 
uted items of interest and assis- 
tance to the marketers, making it 
possible for them to tie into the 
national advertising and sales pro- 
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motion activities at the local level. 
Ambitious plans for 1959 have been 
formulated to increase public ac- 
ceptance and interest in L.P. gas. 
The L.P. gas industry’s out- 
standing performance record dur- 
ing the severe cold spell experi- 
enced in the early part of the year 
earned it both recognition and re- 
spect. Not only was the consum- 
ing public, for the most part, sup- 
plied with all of its L.P. gas re- 
quirements, but many industrial 
and gas utilities kept their opera- 
tions going only because of the 
existence of standby and peak 
shaving L.P. gas installations. 


Outlook 


Even though business activity in 
general was at a reduced level 
throughout the major part of the 
year, L.P. gas sales increased 30 
per cent more than the average 
increase of recent years. With the 
economy showing definite recovery 
trends, there is every indication 
that 1959 will be another good 
year. 


The trend to suburban living will 
probably continue and new home 
construction appears very bright. 
The aggressive L.P. gas distri- 
butor has an excellent opportunity 
to build his load because of the 
increasing demand for heating and 
air conditionin:. 

There are numerous unexploited 
summer load builders wherever 
L.P. gas is used. A few of these 
are crop drying, flame weeding, 
tractor fuel, summer air condition- 
ing, asphalt heating, and aggregate 
drying which mean added profit and 
load balancing. Those in the indus- 
try who practice good business 
management have confirmed the 
fact that load balancing is a neces- 
sary ingredient to profitable opera- 
tion as an L.P. gas distributor. In 
this highly competitive industry, 
continuation of good management 
practices, aggressive selling, and 
providing a superior service to the 
user will result, as ever, in a grow- 
ing and prosperous L.P. gas indus- 
try. a 





Marketed Production of L. P. Gas 


DOMESTIC AND 


ae COMMERCIAL (1) 


INDUSTRIAL AND 
MOTOR FUEL MISCELLANEOUS 





In- % ln. 


Volume crease Volume crease 


223 
404 7.2 


4,523 314.6 2,600 


Ta. % In. 


Volume crease Volume crease Volume 


400 1,500 


RUBBER 
MANUPACTURETG ANUP ACTURING COMPONENTS 
% In- % Ta- B- 


crease 


Volume crease Volume 


18,017 81.4 
76,855 36.2 
141,400 32.6 
313,456 40.2 
1,060,156 (4) 


11,800 100.0 
21,380 20.9 
40,823 36.0 
134,018 53.1 
445,617 29.2 


2,200 46.7 
47,894 47.6 
62,610 3) 

124,482 32.8 
254,590 7.3 


4,000 60.0 

7,581 20.4 
11,175 19.3 
20,285 31.4 
45,879 22.3 


26,792 
34,671 


151,985 162,085 


1,276,766 20.4 
3,482,567 22.8 
4,227,275 21.4 
4,477,379 5.9 
4,932,009 10.2 


533,262 19.7 
2,022,464 24.3 
2,166,813 7.1 
2,266,178 4.6 
2,479,180 9.4 


256,577 0.8 
225,638 33.4 
269,408 19.4 
338,959 25.8 
374,233 10.4 


53,849 17.4 
251,694 5.2 
281,692 11.9 
259,697 -7.8 
222,430 14.4 


224,291 
624,468 
844,507 
870,990 
967,427 


208,787 
228,485 
374,864 
370,997 
390,501 


307,735 
406,210 
418,101 
418,189 
363,800 


129,818(2) 

289,991 123.4 
370,558 27.8 
498,238 345 


5,125,533 3.9 
6,122,718 19.5 
6,635,763 8.4 
6,939,121 4.6 
7,591,400 9.4 


2,626,808 6.0 
2,801,379 6.6 
3,001,021 7.1 
3,067,070 2.2 
3,534,300 15.2 


547,204 9.8 
651,821 19.1 
773,471 18.7 
805,056 4.1 
821,200 2.0 


401,615 7.3 
556,371(S) 38.5 
630,273 13.3 
685,313(7) 8.7 
748,400 9.2 


191,932 ~13.7 
213,760 11.4 
212,293 -0.7 
231,155 8.9 
254,500 10,1 


1,050,239 
1,493,177(6) 
1,600,604 
1,732,338 
1,869,200 


(1) Househeating and other household and farm uses. Included also is LP-Gas sold by domestic distributors but used for c 
(2) For all years prior to 1950 the Motor Fuel volumes are included in the Industrial and Miscellaneous volumes. 

(3) Not ble due to gation of ch 1 manufacturing. 

(4) Not ble due to incl of rubber components. 

(S) Includes more complete coverage of refinery fuel. 

(6) Includes more plete coverage of LPG mixture streams containing ethane and methane. 

(7) Includes volume used in secondary recovery of petroleum. 














REMARKS: In this table total sales for all years except 1958 were obtained from U. S. Bureau of Mines reports. Distribution for the years 1935 to 1957 inclusive, 
was obtained from the same source. All other volumes were estimated by the writers. The total sales volume includes all LP-Gas (propane, butane, and propane- 
butane mixtures) when sold as such. Until 1944 the sale of pentane when sold for any purpose other than motor fuel blending was included. Since then it has been 
excluded. It does not include butane when blended with heavier petroleum fractions for motor gasoline purposes. Inter-company sales transactions such as 
purchases of LP-Gas by one company from other companies and resold as LP-Gas have been eliminated in order to avoid duplication of sales figures. 





JANUARY, 1959 





fl. 


~ 





i We pWashington Report 


From BUTANE-PROPANE News Washington Bureau 


Let's look at 1959 


By NEIL REGEIMBAL 


SIAMESE government, with 

one body (Congress) pulling 
toward the left, and the other (the 
White House) pulling toward the 
right, will mark Washington ac- 
tivity in 1959. 

The effects on business will be 
both good and bad. Some startling 
legislation is in prospect from a 
Congress overwhelmingly controlled 
by Democrats fresh from a land- 
slide victory at the polls last No- 
vember. In both Senate and House, 
the Democrats hold a majority very 
close to the two-thirds needed to 
override any Presidential vetoes. 

Political experts expect the first 
months of 1959 to see a constant 
jockeying for position, with plenty 
of fighting between the legislative 
and the executive branches of the 
government. 

In the long run, this head-butting 
will tend to kill most so-called ‘‘con- 
servative” proposals of the Presi- 
dent for budget cutting and more 
realistic interest rates for rural 
electrification loans and cooperative 
taxation. Some of the “liberal” 
spending and legislative plans of 
Congress, however, will have to be 
modified to get past the White 
House, and the result is likely to be 
some legal monsters spawned in a 
mutation usually termed legislative 
compromise. 

For the Democrats, their top- 
heavy power in Congress is a mixed 
blessing. It always intensifies prob- 
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lems of party discipline for the 
majority, but causes the minority 
to close ranks and vote more often 
as a solid bloc. 

Here’s the outlook for some of 
the major legislative proposals af- 
fecting L. P. gas dealers and busi- 
nessmen generally: 


* REA curtailment 


President Eisenhower is again 
expected to urge Congress to in- 
crease present subsidy interest 
rates (2 per cent) on REA and 
similar loans to cover their costs 
to the government. In addition, he 
will again urge the co-op power 
projects, started and operated thus 
far with government funds, be sent 
to regular commercial markets for 
at least a part of their financing. 

But congressional insiders give 
such legislation almost no chance 
of passing, in view of the makeup 
of the new Congress and its ex- 
pected liberal bent. A strong grass 
roots campaign in support of these 
proposals might, however, force 
some slowdown in this government 
subsidy even though legislation can 
not be enacted. 


* Farm co-op taxation 


This is another program likely to 
die at the hands of the new 86th 
Congress. Treasury Secretary Rob- 
ert B. Anderson and key conserva- 


tive lawmakers have already begun 
pushing for legislation which will 
put these co-ops (most of which sell 
merchandise to farmers at cut rates 
in competition with private busi- 
ness) on a more-equal taxpaying 
footing with other business. But 
removal of the present tax exemp- 
tion stands little or no chance of 
passing. 


se TVA expansion 


President Eisenhower last year 
managed to head off a drive to cut 
the massive, subsidized Tennessee 
Valley Authority loose from the 
government and permit it to go 
further into competition with pri- 
vate firms. This year, however, he 
is not expected to be able to block 
the move. 

The TVA gained many friends in 
Congress as a result of the Novem- 
ber elections. Such TVA stalwarts 
as Sen. Estes Kefauver (D.), Tenn., 
have already announced they’ll push 
hard for legislation which would 
permit the TVA to sell its own 
revenue bonds. This would permit 
it to collect funds for expansion 
without any congressional check on 
the need for such expansion. Thus, 
the voters may well loose the last 
vestige of control over this govern- 
ment power empire. 


* Taxes 


Some of the most bitter political 
fights in 1959 will come over vari- 
ous tax proposals. In the final out- 
come, however, there is little chance 
for any major changes. 

The Democrats have already 
mapped a drive to eliminate what 
they term “loopholes” in present 
tax laws. This program, they say, 
will take two years—a year to un- 
cover them all, and another year 
to secure passage. Already on the 
list are a reduction in the 27% per 
cent oil and gas depletion allow- 
ance; a reduction in the use of capi- 
tal gains taxes to replace ordinary 
taxes; an increase in taxes on divi- 
dends and interest, and a possibility 
of increased taxes on foreign in- 
vestment. 

A tightening up of farm co-op - 
taxation, already discussed, is also 
mentioned by some of these Demo- 
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ON EACH BULK TRUCK... 


Save up to $2,215.00 a year 


with Beaird Jet Filled: LP-Gas Systems 





HOSE SAVING HORIZONTAL FILLING 
CONNECTION—Prevents accumulation 






of snow, water or trash in valve open 
ing. Reduces operator fatigue—speeds ; ; : ‘ . 
filling National figures prove that it costs nine cents a minute to keep one bulk 


' truck on the road. Filling a standard dip tube type 250-gallon LP-Gas system 

He a - ‘ o 3 requires nine minutes and costs the dealer 81 cents. Yet it can be done in only 

iti ; i two and eight/tenths minutes, for a savings of 54 cents, when the dealer takes 

a not 2 eae \Y full advantage of the faster filling rates possible with Beaird Jet Filled LP-Gas 
ay aT | Systems. 


Designed to fill at maximum pump rate (up to 70 gallons per minute) 
without a vapor return line, Beaird Jet Filled LP-Gas systems turn pump rated 
SAFE LIQUID WITHDRAWAL OPENING capacity into full usable capacity. With this combination, a high capacity pump 
—with new Rego Chek-Lok excess flow and Beaird systems, savings up to $2,215.00 a year in filling time are possible 
valve—for economical truck and tractor Salis tonne Heniile “a he 
fueling. Built-in excess flow valve held with each bulk truck you operate. 
shut until released by insertion of shut- ; 
off valve Money saving filling rates are only one of the many advantages dealers 
have when they standardize on Beaird LP-Gas systems... here are other plus 
features: Highest Quality Construction « UL Approval ¢ Moisture-free- 
complete dehydration « Dealer Merchandising Aids ¢ Stocking Point 
Program * Long Term Financing for Lease Plans « Complete Range of Sizes. 


| \ te Send for Bulletin +2669 today ... the filling rate charts show how much 


you can save with your bulk truck plus Beaird Jet Filled Systems. 


FAST JET FILLING—Saves  gas,. re 
quires no vapor return hose. Fills at 
full bulk truck pump capacity 


BEAIRD 


THE J. B. BEAIRD COMPANY, INC. =) 


A Subsidiary of American Machine & Foundry Company 
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— LP-Gas Storage 


Conder, ele 


This amazing new GE Resotron X-Ray machine, now installed at 
All X-Ray film and every ; Beaird, sees through an entire 360° circumferential seam at a single 
inspection report made on exposure. Twenty-nine times faster than ordinary X-Ray equipment, it 


a Beaird pressure storage S : . 
vessel is retained in a file is also many times more powerful. 


at Beaird for five years. . . ; os 
The importance of the Resotron can best be judged when it is 


realized that over 323 feet of X-Ray film are exposed and minutely 
examined on a single 30,000-gallon Beaird pressure storage vessel. 
Beaird dealer o—- _ . ; 
is available from 2, Full 360° X-Ray is just one of the many advanced inspection and 
w. g. to 30,000 w. g. fabrication procedures in Beaird’s system of “Controlled Quality” 
capacity. Other sizesto Construction. It starts in the engineering department where modern 
200,000 w. g. available onstruction. starts in the engineering departme here mode 
to your specifications. design combines with 40 years manufacturing experience in developing 
safe, dependable pressure storage. In purchasing too, strict adherence 
to specifications is followed in obtaining all materials. 


As the vessel is built, every task from forming to shaping and joining 


ae oan tae r; agg is carefully supervised. Constant checking by skilled Beaird inspectors 
for safe storage of Butane, / . and a resident insurance inspector assures highest quality construction. 
Propane and Anhydrous > ; ; 
Ammonia as well as all fi All Beaird pressure storage vessels are stress relieved, thoroughly 
— pressure stored pro- : tested and certified before leaving the Beaird yards. 

7 x > Why accept less safety? Check with Beaird on “Controlled Quality” 


pressure storage vessels for your next installation. 


THE J.B. BEAIRD COMPANY, INC. 


another ott , 
———— . —_ A Subsidiary of American Machine & Foundry Company 


Shreveport, Louisiana Clinton, lowa Stockton, California 





cratic leaders. 
agree that this is one proposal that 
will be dropped before any final bill 
is passed. 


But most observers 


Drives to both increase and de- 
crease regular taxes are floating 
around the halls of Congress. The 
Eisenhower Administration is split 
on the matter. Some Administra- 
tion officials have publicly supported 
tax cuts this year in order to spur 
the economy. Others. however, are 
backing higher taxes to dry up 
some excess funds, to reduce the 
massive $12 billion federal budget 
deficit expected this year, and thus 
ease inflationary pressures. 

Most Democrats, however, appear 
ready to favor a big tax cut if they 
get the chance. They figure this 
will be a real boon in 1960 when 
they attempt to add the White 
House to their list of recent election 
victories. Democratic leaders have, 
for the time being, ruled out im- 
mediate tax cuts. 


Reductions in corporate and ex- 
cise taxes, sponsored by the Repub- 
licans, are being scrapped. These 
are too often touted as “business 
tax cuts,” and won’t be pressed this 
year. There will be lots of talk 
in 1959 about instituting a new na- 
tional manufacturing excise tax to 
replace present selective excises. 
This proposal, sponsored mostly by 
Republicans, has too many enemies 
to succeed. © 


* Housing 


Congress and the Administration 
are going to vie in 1959 to see 
which can come up with the biggest 
new housing bill. Whoever wins 
the contest, one thing is certain: 
The housing industry will get an- 
other hefty shot in the arm; sup- 
pliers, including those selling 
ranges, furnaces and other appli- 
ances, and. firms supplying such 
items as L. P. gas, will also benefit. 


The Eisenhower Administration 
is ready to propose a program 
which will include a major increase 
in the government’s authorization 
to insure home mortgages. This is 
expected to top $4 billion to keep 
up with mounting requests for 
FHA and GI home mortgage in- 
surance. The Democratic program 
will call for a large increase in pub- 
lic housing authorizations; a new 
program of college housing under 
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direct government loans at 3% per 
cent, and a $500 million a year 
urban renewal program. 


* Postal rates 


Another sharp increase in mail 
rates is possible. Despite rate 
boosts which went into effect in 
1958, the Post Office Department 
is continuing to lose money at a 
staggering rate. The deficit for 
this fiscal year (ending next June 
30) is expected to hit almost $400 
million. This is up sharply from 
earlier estimates. Expenses, the 
Department says, have been rising 
faster than rates. 

There is a strong indication that 
the Department will ask for an- 
other one-cent boost in first class 
mail rates. This would bring the 
rate to five cents. A hike in parcel 
post rates is now pending. Other 
changes which will help reduce the 
deficit are also a strong possibility. 


* Minimum wage 


Union leaders, counting the No- 
vember elections as a sweeping vic- 
tory, are preparing an all-out drive 
to raise the present $1.00 an hour 
minimum wage to $1.25. This in- 
crease would be combined with ex- 
tension of the minimum wage-hour 
law coverage to types of firms now 
exempt, including larger retail 
stores and service and wholesale 
firms. 

With a clear majority in Con- 
gress, the unions stand a good 
chance of winning some, if not all, 
of their proposed “liberalization” 
of the minimum wage-hour law. 

Several groups of businessmen, 
including organized retailers, are 
preparing a campaign to try to stop 
the union drive. They argue that 
the effect will be to drive some firms 
out of business, thus hurting em- 
ployment. They also point out that 
the smallest firm, even though it re- 








tains an exemption, will be faced 
with higher costs because it will 
have to meet higher wages in its 
competition for help. Their chances 
for success are considered dim. 


* Fair trade 


New federal fair trade legisla- 
tion, replacing shop-worn and sag- 
ging state laws, is a clear possibility 
in 1959. Legislation to permit re- 
sale price maintenance on a na- 
tional scale made some headway in 
the last Congress. Traditionally, 
these proposals have drawn support 
from both Republicans and Demo- 
crats who have championed the 
small business segment of the econ- 
omy. Thus, there is a good chance 
that a measure will succeed on the 
crest of an expected small business 
drive this year. 

Most likely is a measure drafted 
by small business advocates and in- 
troduced in 1958 by Rep. Oren Har- 
ris (D.), Ark., and Sen. Hubert 
Humphrey (D.), Minn. This would 
permit manufacturers to control 
the resale price of merchandise 
much as they now control trade- 
marks. 


* Small business 


Additional legislation aimed spe- 
cifically at helping small firms is ex- 
pected to pass the new Congress. 
Further liberalization of small busi- 
ness taxes is a major possibility. 
This might be done by lowering the 
present basic corporation tax rate 
of 30 per cent to 22 or 20 per cent 
on the first $25,000 of profits a year. 
Another possibility is permitting 
small firms to deduct from taxes on 
up to $30,000 or $50,000 a year in 
profits plowed back into a business. 


* Depressed areas 


Legislation to boost depressed 
areas, similar to that vetoed by 
President Eisenhower in 1958, 
stands a good chance of becoming 
law in 1959. Democrats sponsoring 
the program are expected to pass 
such legislation and probably will 
be able to override a Presidential 
veto if one comes again. This legis- 
lation would provide some $300 
million to help areas with chronic 
unemployment get back on their 
feet through loans and grants. 
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Let's look at 1959 ... Drop in farm income, battle to hike 
gasoline taxes, and danger of growing inflation 





* Farm 


With farmers facing a drop in 
net income in 1959—after two years 
of rising income—some new and 
broader farm legislation is in pros- 
pect. 

The size of the Democratic con- 
trol of Congress also strengthens 
the possibility of more aid to farm- 
ers. Democrats have long been se- 
vere critics of GOP farm policies, 
and now are expected to develop 
their own programs. Agriculture 
economists predict that farm in- 
come will fall by 5 per cent in 1959, 
without extra government help. 


* Gasoline taxes 


Firms making extensive use of 
trucks, such as L. P. gas dealers, 
are facing another hike in gasoline 
taxes. Congressional experts are 
predicting a real free-swinging bat- 
tle to develop in 1959 over an Eisen- 
hower Administration proposal that 
the Federal gasoline tax be raised 
by 1 or 2 cents a gal. The proposal 
is touched off by the prospect that 
the new highway building program 
will run short of funds—by as much 
as $1 billion by 1960, and another 
$1 billion in 1961—unless new 
revenues are developed to pay for 
the cost of the new roads. 

In the past, at least, the highway 
program has been paid for out of 
special taxes levied on gasoline, 
tires, and other products consumed 
by those who use the highways. 
There is some talk of foregoing 
higher taxes on these products and 
dipping into general government 
revenues, but most fiscal experts are 
against this since the governmnt 
is already running some $12 billion 
in the red in the current fiscal year. 


* Labor 


The twin-pronged question of 
union power and corruption will 
touch off some explosive battles in 
the new 865th Congress. Business- 
men are likely to come out on the 
short end when the final smoke of 
battle clears. The fight over new 
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labor legislation will pinpoint just 
how much control of the national 
legislature the unions really won in 
the November elections. 

Labor leaders now are sponsoring 
a bill similar to the Kennedy-Ives 
bill defeated in the last Congress. 
Most business groups consider this 
measure meaningless as far as 
curbing undue union power or 
cleaning up some of the racketeer- 
riddled labor organizations. The 
few amendments to the basic Taft- 
Hartley Act which this measure did 
contain would have weakened the 
act, business groups say, and act- 
ually strengthened the union 
strangle-hold over the _ nation’s 
economy. 

Sen. John L. McClellan (D.), 
Ark., chairman of the Senate 
Rackets Committee, is preparing 
his own legislation to press in 1959. 
The McClellan measure will be 
stronger than the Kennedy-Ives 
bill, but probably still fall short of 
the reforms and controls which 
most businessmen have sought. 

One of the most explosive mea- 
sures which the business commu- 
nity will probably demand in the 
new year is a proposal which would 
put unions under control of the 
antitrust laws. This, they say, 
would prevent unions from “gang- 
ing up” to break one or more firms, 
and would put them on an equal 
“individual” footing with the busi- 
ness firms with which they are deal- 
ing. 

This plan, however, stands little 
chance of passing. 

The fight will settle probably on 
business efforts to have included in 
any labor bill a provision prohibit- 
ing so-called organizational picket- 
ing, or picketing by strangers not 
employees of the firm in question, 
and strong bans on secondary boy- 
cotts. 


* Economy 


There will be little in the way of 
legislation aimed specifically at 
boosting the economy. Most gov- 
ernment economists believe that 
business is on a definite upturn that 


will carry through 1959. For the 
year as a whole, a gain of better 
than 7 per cent over 1958, which 
was hurt by recession in the first 
few months, is forecast. 

But they also see a danger of 
growing inflationary trends accom- 
panying the upturn. Although 
prices remained fairly steady last 
fall, wages continued to rise. With 
further wage hikes in prospect in 
1959, and the possibility looming 
of strikes in some major industries, 
including steel, this price stability 
could break at any time. Price 
hikes would follow, and the result 
would be another squeeze on profits. 


There will probably be talk in 
Congress of imposing standby 
wage, credit, and price controls, so 
that the government could clamp 
them on whenever inflation threat- 
ened to get out of hand. There is 
little possibility, however, that this 
will progress past the talk stage. 


* Political action 


The stirrings of businessmen as 
a group into active politics started 
during the fall election campaigns 
and is expected to continue in 1959. 
Major business groups are already 
setting up programs of political ac- 
tion which their members may fol- 
low—as individuals. This drive, if 
it continues, may have a counter- 
balancing effect on trends as they 
are now predicted. 


One of the most pressing needs in 
this campaign, according to politi- 
cal strategists, is to get business- 
men to act between elections. While 
the unions continually bombard 
members of Congress with demands 
for passage or defeat of various 
proposals, the business community 
too often is sitting and fussing 
mentally—but not taking action. 

Businessmen should continually 
be writing, wiring, phoning or talk- 
ing to their home state congressmen 
and senators, and to committee 
chairmen on their views, needs, and 
demands as each congressional ses- 
sion progresses, these experts ad- 
vise. * 
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Upgrading servicemen 





Pyrofax Gas launches 


new home study course 


OW well do your servicemen 
know their business? 

This is a question mark that 
Pyrofax Gas Corp. is constantly 
concerned about. In trying to as- 
sure that its franchised dealers will 
be able to give a favorable answer 
at all times, the company has long 
carried on an extensive training 
program. 

Its latest tool, fashioned in 1958, 
is a Gas Service Home Study 
Course for its dealers and their per- 
sonnel. This is a course planned to 
make the serviceman a better quali- 
fied employee, one who will build 
good will for his employer by do- 
ing a more expert job on the appli- 
ances and equipment he services. 
Almost equal in importance is the 
fact that it will give him a stronger 
sense of participation, a pride in 
his work, and a bond with his com- 
pany. 

The program fulfills a need for a 
supplement to the classroom train- 
ing which Pyrofax has in the past 
offered to servicemen in the divi- 
sions. This training was in the 
form of service schools held locally 
whenever and as often as regional 
needs required. Additional field 
training has also been given on new 
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and specialized fields for utilization, 
such as carburetion, conversion, 
metal cutting, etc. These programs 
are being continued with no letup 
in emphasis. 

But blanket coverage of em- 
ployees was needed. It had to be 
coverage that was not dependent 
upon schedules and availability of 
the designated instructors. It had 
to be planned to permit employees 
to work on their own time and at 
their own convenience, and it had 
to be suitable for both new em- 
ployees and old. 

In general, the company’s train- 
ing program has been rooted in 
two central locations. One is at the 
engineering and development lab- 
oratory at Millwood, N. Y., the 
other at the Linde Air Products 
plant at Speedway City, Ind. Here 
there were resident classes, which 
servicemen as well as supervisors 
were invited to attend. 

But Pyrofax wanted a curricu- 
lum which all servicemen could 
study at home. W. H. Scott, the 
company’s service manager, planned 
and outlined a series of seven 
courses, and contracted with Earle 
Clifford, a leading LPG educator, to 
prepare them for Pyrofax gas dis- 
tributors. 

Ultimately, in collaboration with 
Pyrofax service training personnel, 
Clifford developed a seven-course 
program of study, broken down as 
shown in Fig. 1. 

These courses are conducted 
along the lines of conventional cor- 
respondence courses. A lesson at a 
time is issued to the employee. This 
includes an examination sheet 





- course. 


MASTER 
SERVICEMAN 


Servicemen who qualify earn a Master 
Serviceman rating, allowing them to wear 
this sleeve emblem. 


which he mails in when he has com- 
pleted the lesson. The sheet is then 
graded and returned to him with a 
copy of the next lesson. On comple- 
tion of a course, he is eligible to 
move on to the next one. 

To stimulate a serviceman to be- 
gin the course and, more important, 
to complete it, Pyrofax has estab- 
lished some strong incentives. First 
of all, the cost is low—a $10 deposit 
is all that is required for each 
But this is returnable if 
the student is conscientious: if he 
satisfactorily completes the first 
course in 16. weeks, the $10 is re- 
funded, or applied on the next 
course if he wishes to continue. As 
each course is completed within the 
prescribed time, the deposit is re- 
peatedly made returnable or ap- 
plicable on the succeeding course. 
If the entire school is finished, and 
each course is finished within the 
16 weeks allotted, the original $10 
is returned for him to keep. 

Secondly, successful completion 
of the first three courses (21 les- 
sons), combined with certain other 
accomplishments, will bring recog- 
nition of a sort that appeals to 
every employee. It qualifies the ser- 
viceman for a special top rating 
as “Master Serviceman,” entitling 
him to wear a “Pyrofax Gas Master 
Serviceman” sleeve emblem and to 
carry a master serviceman card in 
his wallet. 

The other activities required for 
this rating are: 

1. He must have had at least one 
year’s experience in servicing and 
installing gas equipment and appli- 
ances. 
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Fig. |HOME STUDY CURRICULUM 


COURSE NO. 

rig gas pices 

. LPG characteristics 
handling 

. Safety regulations related to fuel 
handling 

. Accessories: 
valves, etc. 

. Pressure regulators 

. Cylinder installations 

. Tank installations 

. Fuel delivery, cylinder and bulk trucks 


COURSE NO. 2 


Basic Engineering Fundamentals 
1. Properties of L. P. gas 

2. Mathematics for the gas man 
3. Measurement of fuel gases 

4. The gas laws 
5 
6 
7 
8 


related to fuel 


excess flow 


relief valves, 


. Vapor pressures of L. P. gases 

. Vaporization of LPG 

. Sizing of heating systems 

. Seasonal heating zosts with LPG 


‘COURSE NO. 3 


Combustion 

1, Combustion of gases 

2. Atmospheric burner design 
3. Orifice capacities 

4. Capacities of burners 

5. Building pipe burners 

6. Venting gas appliances 


COURSE NO. 4 

Gas Controls 

1. Safety pilots 

2. Gas thermostats 

3. Electric thermostats 

4. Electric gas valves and limit controls 


5. Self-generating controls 
6. Basic principles of electricity 


COURSE NO. 5 


se Appliances 

. Gas ranges 

2 Water heaters 

3. Gas refrigerators 

4. Space heating with LPG 

5. Clothes dryers 

6. Incinerators 

7. Agricultural application of LPG 
8. Commercial appliances 


COURSE NO. 6 

Industrial Utilization of L. P. Gas 

. Opportunities for LPG in the industrial 
field 

2. Fundamentals of combustion 

3. Gas burners and combustion systems 

4. Combustion safety equipment 

5. Heat application fundamentals 

6. Temperature and pressure controls 

7. Competitive fuels and conversions 

8. Typical industrial applications 


COURSE NO. 7 

L. P. Gas Carburetion 

. LPG and internal combustion engines 
Basic engine principles 

Fuel combustion in engines 

Types of carburetion systems 

The fuel supply system 

The ignition system 

Engine testing equipment 

. Converting engines to LPG 

. Installation, adjustment and trouble 
shooting 

. Sales and economic factors of LPG 
carburetion 


PON OM RW 


° 





2. He must have attended a Pyro- 
fax one-week service school. 

8. He must have personally in- 
spected at least 25 customer instal- 
lations during the past year. 

This last requirement was set up 
in part to promote the Pyrofax in- 
spection program (see Fig. 2). In 
this program, dealers are urged to 
send out postcard mailers offering 
to perform the following six checks 
at a special price set by the dealer 
himself : 

1. Adjusting all burners and 
pilots. 

2. Testing gas valves. 

3. Checking oven temperature 
controls. 

4. Checking flues. 

5. Checking piping. 

6. Checking cylinder and regu- 
lating equipment. (The last three 
are done “at no additional charge.”’) 

This program itself carries an 
additional reward for the service- 
men in the form of a semi-annual 
competition for prizes. A point sys- 
tem has been set up whereby each 
inspection is worth six points and 
each gas appliance sale resulting 
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from an inspection is also worth 
six points. The two servicemen in 
each division earning the highest 
and second highest point totals in 
each half-year period win prizes of 
$100 and $50 respectively. 

The Master Serviceman Classifi- 
cation also entitles the employee to 
a tangible benefit by making him 
eligible to win the annual “Dis- 
tinguished Master Serviceman 
Award,” a gold watch engraved 


with his name. This is presented 
yearly to the single most outstand- 
ing serviceman in each division. To 
be considered for this honor, the 
master serviceman must have main- 
tained a consistently high level of 
performance in his work. 

Aside from these incentives, the 
employee will have the personal 
satisfaction of having accomplished 
something requiring a good deal of 
effort and concentration. He will 
have made himself more valuable to 
the dealer for whom he works, 
thereby putting himself directly in 
line for a later promotion. He will 
have solidified his own position, not 
only with his employer but within 
the industry itself. 

The emblem is something that 
can be worn with a great deal of 
pride. 

The entire program is aimed at 
upgrading the quality of service 
throughout the entire network of 
Pyrofax dealers. Accordingly, the 
distributor himself has also been 
placed in a position to win recog- 
nition for his efforts. In each divi- 
sion, an outstanding distributor is 
selected annually. His reward is a 
plaque, given him on the basis of 
his ability to retain present custom- 
ers, his participation in various 
“customer retention” campaigns, 
the quantity of completed inspec- 
tion cards he sends in, and his ser- 
vice personnel’s participation in all 
phases of training. 

The campaign is an extremely im- 
portant one in the Pyrofax scheme 
of things. For the company knows 
full well that, aside from the qual- 
ity of the gas delivered, the dealer 
has only one thing to sell: Service. 

e 


GAS APPLIANCES NEED INSPECTION REGULARLY! 


Are YOURS o 


elsisebhstale Mohmecele) 


efficiency? 


The best way to keep any appliance in peak condition, prolong its life, 
reduce fuel bills and avoid breakdowns is to have it checked at least once a 
year. Our trained servicemon will call at your home on his next regular trip in 
your locality and attend to any adjustments that may be necessary. The 


special price for this service is just $ 
It includes: 


1. Adjusting all burners and pilots 


2. Testing gas valves 


3. Checking oven temperature controls 
AND AT THE SAME TIME, AT NO ADDITIONAL CHARGE TO YOU, 
WILL: 


OUR SERVICEMAN 
4. Check fives 


5. Check piping 


6. Check cylinder and regulating equipment 
TAKE ADVANTAGE OF THIS SERVICE INSPECTION. 


RETURN THE ATTACHED POST CARD TODAY! 


bd 


Fig. 2. Postcards such as this promote the Pyrofax inspection program. 
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SMALL, locally-edited news- 

paper has had a large part in 
helping Allen Butane Gas Co., Den- 
ton, Texas, to experience one of the 
best sales years in its history. 

The newspaper, a tabloid that 
varies in size from 8 to 16 pages, 
is issued periodically to tie in with 
the company’s special and seasonal 
sales programs. Editorial consists 
of news of local events in the 
area and articles that tie in with 
the special subject of the issue. 
Advertising in each issue promotes 
the company’s gas service and spe- 
cial appliance sales programs. 

Each issue is distributed as a 
supplement in the Denton Record- 
Chronicle and by mail throughout 
the company’s service area. The 
supplement is printed as a special 
section of the Record-Chronicle 
while the mailed copies are called 
Allenews. 

The idea for the newspaper was 
worked out with our advertising 
agency, Warren K. Bredlow Adver- 
tising Agency, and the local Den- 
ton newspaper. The first issue, 
called “Allen’s 21st Anniversary 
Celebration,” was published in the 
spring of 1958. Since then we have 
printed nine more issues; the most 
recent of which are our Thanks- 
giving and Christmas issues. 


Should be simple, well planned 


In working out the tabloid news- 
paper idea we have followed the 
same principles that have guided 
us in all our sales and advertising 
programs. We feel that the most 
effective sales program is one that 
is simple, well planned, and de- 
signed solely to best accomplish the 
desired end—the sale of gas and 
appliances. Our theory is that sales 
programs need not be new or sen- 
sational. Instead, we feel that such 
programs should be based on sales 
and advertising principles that have 
been used successfully over the 
years and have proved to be sound. 
Once established, we feel these 
principles should be applied con- 
sistently and vigorously in order to 
be most effective. 

In the words of Warren K. Bred- 
low, who has had a vital part in 
guiding and carrying out our ad- 
vertising and sales programs for 
many years, “There is nothing in- 
genius about taking something that 
has become a success up to this 
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The Christmas edition of Allenews shown 
above featured Christmas recipes by 
Denton, Texas, housewives. 


We publish our 
own newspaper 


to sell gas 





By H. R. (BUCK) PEMBERTON ~* Vice President 
Allen Butane Gas Co., Denton, Texas 





‘Average operating cost per mile for our 
lO Ford bob-tails is only 4.5 cents’ 


says L. T. Ortego 
Office Manager 


Superior Butane Co., Inc. 


Opelousas, Louisiana 











“Operating economy, dependability and high resale value keep us 100% Ford! 


“Our F-600 Ford trucks, carrying 1500-gallon 
butane tanks, have proven very economical. 
The 4.5-cents-per-mile figure includes all fuel, 
oil, parts and labor costs. That’s especially good 
when you consider that the truck engine puts 
in plenty of pumping time, both on loading and 
on deliveries—hours of running that don’t show 
up on the speedometer. 


“We run other Fords ranging from F-100 
pickups to F-800 tractors. Maintenance costs 
are lower than on other trucks we’ve used, and 


the ready availability of Ford parts minimizes 
downtime. Ford’s high resale value is another 
reason we use them . . . makes it profitable 
for us to trade every 24 to 30 months. 


“Our 15 Ford trucks are on call 24 hours a 
day, and the worse the weather the more our 
trucks run. In the winter they’ll go up to 72 
hours steady without stopping the engine... 
we just change drivers. In the past we’ve used 
about every make truck and have found Fords 
best for our work.” 
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Every Ford has 


SAFETY GLASS 


in every window 


Go FORD ward for savings with ‘59 Ford Trucks! 


Whatever your job . . . wherever you do it—you’ll requires less than half the operating effort 
find Ford trucks are engineered and built to do it needed for the previously used type. 
better! And the ’59 improvements in the Mediums 
and Heavies, for example, will bring still more 
benefits to your operation. 


Increased payloads and longer axle life 
with new, higher-capacity front and rear 
axle options. 

Greater operating economy with new, 
faster rear axle ratios and wider choice of 
transmissions. 


Factory installed tractor package custom- 
fitted to Ford trucks for safer, more 
dependable braking. 


More efficient parking brake of the inter- Yes, the new ’59 Ford trucks are here to take you 
nal expanding type has approximately Ford-ward for savings, Ford-ward for modern style 
50% greater stopping and holding ability, and stamina. See your Ford Dealer today! 


LESS TO OWN...LESS TO RUN...LAST LONGER, TOO! 


over a copy of Allenews in a planning session with Warren K. Bredlow, Warren K. Bredlow 


Advertising Agency. 





point and expanding upon it.” Our 
approach to the tabloid newspaper 
promotion is a good example of 
how we have applied this theory in 
practice. 

Allen Butane Gas Co. distributes 
gas in a five-county area that ex- 
tends from 50 to 75 miles in all di- 
rections from Denton, which is lo- 
cated about 40 miles northwest of 
Dallas. The company operates five 
retail stores in the area. Allen Bu- 
tane is associated with the North 
Texas Tank Co., Nortex Products 
Co., A & A LPG Transport Co., and 
Bapco Inc. The latter, a financing 
company, is the most recent addi- 
tion to the group of companies. 


Tie in with special event 


Each issue of the tabloid news- 
paper is timed and edited for a spe- 
cial or seasonal sales event. Issues 
have been built around such special 


sales promotions as a “Young 
Homemakers” sale, a “Stock Re- 
moval” sale, a “Trade Up” sale and 
a “Food Freezer” sale. Seasonal 
issues have been built around 
Mother’s Day, the area fair, a fall 
festival, Thanksgiving, and Christ- 
mas. 

Once a theme for a special sales 
event has been decided upon, the 
tabloid newspaper becomes a part 
of a complete sales campaign built 
around the idea. Each store is dec- 


42 


orated to conform with the sales 
event, and special sales promotional 
ideas are devised to tie in with the 
campaign. 

Meetings are held with represen- 
tatives of the Denton Record- 
Chronicle to set up the editorial 
content of each issue. Following 
our policy of keeping our programs 
simple in order to make them effec- 
tive, we try to place emphasis on 
editorial that will be of greatest 
local interest to our readers and, 
at the same time, give them some- 
thing that will be helpful. We be- 
lieve that “all news is local,” and 
we make every effort to keep our 
editorial on a down-to-earth level. 


Kitchen helps and recipes 


A great deal of editorial in each 
of our issues has had to do with 
kitchen helps and new recipes. 
Whenever possible we try to get 
local persons in our area to tell us 
about their own favorite recipes, 
or about some unique idea or hint 
how they have saved time or money 
around the house. 

For instance, in our “Fall Festi- 
val” issue we used a front page 
article on a recipe for banana 
cream pie that was devised by 
Mrs. Straughan, a local housewife. 
The article also told about Mrs. 
Straughan’s family and their hob- 
bies, and included a picture of her 


in her kitchen. Our “Food Freezer” 
issue carried a recipe on ham and 
eggs with frozen french fries. 

To tie in with our “Young Home- 
makers” issue we picked a young 
couple as being representative of 
all North Texas prospective brides 
and grooms. Our front page article 
on the couple told of their prospec- 
tive marriage. We used pictures 
of them inspecting various gas ap- 
pliances in advertising that ap- 
peared in the issue. Other articles 
in the same issue gave hints on 
homemaking for young couples 
about to be married. The issue 
even included a list of suggested 
wedding gifts, which, of course, in- 
cluded some gas appliances. 

Our “Area Fair’ issue was 
timed for the North Texas State 
Fair, and carried several news 
stories and pictures on the fair. 
This gave us a golden opportunity 
to use an interesting and worth- 
while article on the use of LPG 
in farm tractors. 


Subtle approach to sales 


In planning the editorial for our 
ussues we never overlook the possi- 
bility of making a subtle approach 
to sales. For instace, in our “Food 
Freezer” issue we carried a front 
page article on the antiquated ice 
card. In other issues we have car- 
ried articles on how a pending rise 
in the price of steel will necessi- 
tate an incvease in the price of ap- 
pliances, and on how oil quotas 
affect the price of butane. 

And, of course, we are always 
anxious to tell about our own op- 
eration. In our “Trade Up” issue 
we used an article on our newly- 
installed mobile radio system, and 
how it would be used to speed up 
the delivery of gas. 

After the editorial is planned 
and laid out for an issue, reporters 
from the Denton Record-Chronicle 
take over and prepare the material. 
Articles are written and pictures 
are made in accordance with the 
plans we have decided upon. 

While work on the editorial is 
progressing, we plan and lay out 
the advertising for each issue. The 
theme of the advertising ties in 
with the subject of the issue. Indi- 
vidual advertisements are built 
around the various brands of ap- 
pliances that we sell, and each 
gives prices and special offers for 
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the sales event. Our “Food Freez- 
er” issue as well as our “Fall Fes- 
tival” issue featured our line of 
food freezers. Our “Trade Up” is- 
sue featured kitchen ranges. 

The advertisements vary in size 
from double page spreads to small 
partial page advertisements on mi- 
nor appliances. No advertising is 
used on the front page, but the 
back page is all advertising. The 
center spread of the newspaper is 
always a two page advertisement. 
In some issues we use a page of 
bargain “close out” items. 


Two-phase distribution 


After the editorial has been com- 
pleted and the advertising pages 
made up, a “dummy” copy of the 
newspaper is prepared for the 
}rinter. Printing is done by the 
Denton Record-Chronicle. About 
15,000 cepies of the newspaper are 
printed with a Record-Chronicle 
masthead. These copies are inserted 
into one of the regular issues of 
the newspaper as a supplement for 
distribution to the newspaper’s 
regular subscribers. The masthead 
is then changed from Record- 
Chronicle to Allenews, and an addi- 
tional 50,000 copies are run for 
mail distribution throughout the 
company’s service area. These 
copies are distributed by bulk mail 
to every rural home in the area 
not receiving the daily Record- 
Chronicle. 

Additional copies of the news- 
paper are distributed by the com- 
pany’s driver-salesmen to their cus- 


tomers and prospects. The Thanks- 
giving issue was printed and dis- 
tributed in early November, and 
the Christmas issue in early De- 
cember. 

We feel that our tabloid news- 
paper has been a worthwhile proj- 
ect in a great many different ways. 
For one thing, it has served to co- 
ordinate and pull together the va- 
rious elements of our sales cam- 
paigns. Although the newspaper is 
only a part of each sales event, it 
is the one basic, company-wide pro- 
motion piece that includes every- 
thing about the event. As such it is 
of value to our own sales people 
as well as our customers and pros- 
pects. 


Excellent response 


We know that the newspaper is 
read and that it sells for us be- 
cause people from miles around 
come to our stores in response to 
the advertising in each issue. A 
great many of them purchase mer- 
chandise we would not have sold 
without first getting them into our 
stores. 

The newspaper is also evidence 
to those in our service area that 
Allen Butane Gas Co. is a reputa- 
ble and well-established firm with 
which to do business. Not only 
this, but it is also evidence of our 
interest in the people in our com- 
munity. These people are inter- 
ested in the news items about 
themselves and their neighbors, 
and appreciate the fact that we go 
to the time and effort tc publish 





One of Allen Butane's appliance stores is shown below. Store displays tie in with the current 


theme of the dealership's newspaper. 
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Want a copy of Allenews? 


Back copies of Allen Bu- 
tane's tabloid newspaper, 
Allenews, are available to 
any L. P. gas dealer inter- 
ested in seeing one. To re- 
ceive a copy, at no charge, 
drop a note to the Editor, 
BUTANE - PROPANE News, 
198 So. Alvarado St., Los 
Angeles 57, Calif. 











and distribute our own newspaper 
for them. 

One advantage came to light that 
we had not anticipated. While the 
newspaper and our other merchan- 
dising plans attracted customers, 
the resultant increased buying in 
Allen stores has attracted manu- 
facturers with offers of lower 
wholesale prices because of volume 
buying. Today we are in a position 
to buy more quality merchandise at 
lower prices than ever before. 


Local ad manager glad to help 


For these and other reasons we 
feel the tabloid newspaper program 
has been a worthwhile one for us, 
and one that we would recommend 
to other L. P. gas dealers. Some 
dealers might be in a position to 
do a more elaborate job than we 
have done, while others, because of 
their smaller size, may find it nec- 
essary to operate on a. smaller 
scale. Your own local newspaper 
advertising manager will gladly 
help you along these lines in every 
way he can. 

The important point to remem- 
ber is that the newspaper alone will 
not do the entire job. It is only a 
part of an overall sales campaign 
that must be backed up b; vigor- 
ous selling and all the other ele- 
ments of any sales program. 

In-so-far as the newspaper itself 
is concerned, you must remember 
that you are dealing with the day- 
to-day events of the people in your 
area. Therefore, the editorial must 
be selected and written at this level. 
Again, the newspaper is only a 
selling tool, and if it is going to do 
its part of the job you must have 
readers. And to get and hold read- 
ers you must publish items that 
your customers and prospective 
customers will find interesting and 
worthwhile. a 
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FOUND: $30,000 


An open letter to BUTANE-PROPANE News 


URING a one-year period our relatively small 

L. P. gas business serving 1800 customers 
increased its available working capital more than 
$30,000. 

To accomplish this we did not have to borrow any 
money. We did not take in any new partners or sell 
any stock. We had this capital al! the time, but it 
was on the books as overdue accounts instead of being 
in the bank or in saleable inventories. We just installed 
the kind of credit control program that we should 
have been using all the time, and presto—we came 
up with the money that we so sorely needed for the 
improvements and expansion that we were planning. 
This extra working capital did not cost us a cent. 
In fact, the steps that we took saved us a considerable 
amount of what we had formerly been losing in un- 
collectable accounts. 

Fantastic? We do not think so. From what we now 
know, we believe that a high percentage of the small 
LPG dealers around the country could perform a 
similar miracle by installing standard credit and 
collection procedures, as we did. And much to our 
surprise we did not lose any of our good customers. 
The cold fact is that getting our credit policy under 
control and letting people know that we are in the 
credit business has brought us many new customers. 

But best of all, the new program has saved us from 
paying taxes on income that we have not y t received 
—and some of which we might never get. 

Our accounts receivable had been a source of worry 
for a long time. There was too much of our profits 
tied up in these accounts. Another worry to us was 
that we had no definite credit plan. The fact that the 
total amount of our money contained in receivables 
had reached $71,902.31 proved we were good salesmen. 
But we had hit a level in our business where I felt 
that this total should be going down instead of 
continuing to climb. 
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The total of $13,195.24 of this $72,000.00 that was 
90 days and over 90 days delinquent didn’t help the 
picture either. It proved that although we were good 
salesmen, we were poor credit managers. We kept 
on selling and trying to collect. 

One day I had occasion to discuss my credit opera- 
tion with a management consultant, W. E. (Bill) 
Locke of San Francisco. He specializes in assisting 
business firms that want to solve a retail credit prob- 
lem, or prevent such a problem from ever happening. 
Bill explained his program, which was a package he 
delivered to a dealer. He would come to the plant and 
put his plan, which he called a “Standard Plan of 
Systematic Credit Management,” into common prac- 
tice. He would show us the way. He would not do the 
credit and collection job for us—just show us how to 
do it ourselves. 

Now, I really thought I had cause to worry. I agreed 
with Bill that we not only should collect our delinquent 
accounts but should also install the necessary pro- 
cedures to prevent such an accumulation from happen- 
ing in the future. But his suggested plan seemed much 
too drastic. I was almost sure that such a program 
would cost us many customers. We are in a highly 
competitive trade area. Our customers would be flock- 
ing to our competitors. I assure you that I was wrong. 

Our first step was to call my employees together and 





L. P. gas dealer Maris Ward wanted additional 
operating capital for expansion of his growing 
business. He found it right in his own books which 
showed almost $72,000 in receivables. By institut- 
ing a planned collection system, he brought in 
$30,000 right away and there is much more to 
come. Here is how he did it. 
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ooo FCOMMWOLK 


Successful calf roping requires teamwork between man and horse. 


A successful LP-Gas business requires teamwork between supplier 
and customer. 


The Sid Richardson Gasoline Co. gives to its customers that 
cooperation — 


—For nearly ten years we have maintained an unsurpassed 
record for on-time shipments. 


—Top quality product at competitive prices. 


—No company-owned wholesale or retail outlet competition. 


Why not select a Richardson contract and enjoy these teamwork 
benefits? 


Std Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING |= © — FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS B. E. PATTON 
5123 NO. NEW JERSEY 1118 GREEN STREET 6446 XERXES SO. 
INDIANAPOLIS, INDIANA ABILENE, TEXAS MINNEAPOLIS, MINN. 
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tell them our plans. There was no advantage to be 
gained by hiring a credit specialist and not following 
his advice. Each employee was instructed to do exactly 
as they would be told to do. They would be taught to 
do their part in credit selling, account collections, 
taught how to do it and how to co-operate with our 
credit manager, a person yet to be selected. 

I organized our dealership myself in 1946. Our 
average of 1800 accounts proves us to be in the same 
class with many LPG dealers with plants in towns 
where they have easy access to the usual local and 
rural consumers. Our three gas delivery trucks, de- 
livering well over a million gallons of gas a year, and 
two servicemen, comprise the part of my staff in daily 
contact with my customers. None of my men have 
been trained in credit selling or in collection. 

Not unlike many LPG dealers, most of our sales 
were being made on a credit basis. Under such cir- 
cumstances, a dealer needs efficient and dependable 
credit control that he can have confidence in. We also 
do a large appliance business. We are the Whirlpool 
dealer in this area. We do a substantial business in 
automatic washers, dryers, water heaters and gas 
ranges. Since efficient credit management practices 
include knowing your customers, from a standpoint of 
their ability to pay, our plans for improvement of 
our credit department would also benefit our appliance 
department. We would reduce the ever-existent possi- 
bility of repossessions. Used appliances are usually a 
headache. 

Our specialist said he would spend about a week 
with us at the start. I didn’t think very much could 
be done in so short a time. Again I was wrong. The 
next step was to select a member of my staff to be the 
credit manager, and to teach him the mechanics of 
good credit management. 

Among the forms our consultant provided was an 
initial letter that was mailed to each customer ex- 
plaining our newly adopted credit plan. This letter 
paved the way for our next steps which included the 
necessary effective follow up forms, proper methods 
and types of result-getting collection letters that 
could be used without incriminating the dealer. 

Proper techniques in telephone collection effort, skip 
tracing methods, and above all, proper aging of re- 
ceivables and the classification of receivables were all 
introduced. 


Classification is the proper method of account 
analysis to determine a customer’s net worth to the 
dealer—from a standpoint of account value. In other 
words, what value should the dealer place on each 
account to intelligently decide the customer’s net 
worth to the dealer as to future credit sales. Should 
the customer be traded up because he is a proven 
excellent credit risk? Should he be traded down be- 
cause he is shaky, or should he be closed to further 
credit because he is unworthy of credit? This phase 
of our project was the most difficult to install. I have 
grown up in this area and I have many friends on 
the books. I was naturally biased in my opinions. J 
wanted to sell them more and more merchandise. This 
partiality was easy to overcome. I merely followed 
instructions. I passed the buck on to my credit man- 
ager. I stayed out of the credit department. Now it is 
easy to get along with my friends. 
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Our results were not obtained from the first visit 
by our consultant. He made a few supervisory visits 
back, and we were soon on our way. 

Let me sum up the results of our big step, which 
incidentally, we now know was in the right direction. 
Our delinquency has been reduced from 40 per cent 
to less than 25 per cent. Our delinquent dollars have 
been reduced from $29,160.55 at the start, to $13,093.- 
11. Our total receivables has dropped from $71,931.03 
to $41,029.83. We have lost about six customers that 
can be blamed on our change-over, and four of these 
accounts that we know were unworthy of more credit. 
We are much better off without them. Our staff is 
trained in credit management, and I am not called 
upon to be the credit manager and take my time away 
from the many duties of a manager. Our drivers and 
servicemen know their job and its relation to our 
credit policy. 

A most important part of this program, that cannot 
be overlooked, is that when we had $72,000 on our 
books we were not in as good a position as we are now 
to carry our old time customers—if they were faced 
with financial adversity. Being in a position to grant 
credit to the worthy, grant an old customer an exten- 
sion of time to pay, and our using our salesmen for 
sales and service, instead of credit, has gained for us 
the respect of our customers. We are now in a much 
better position, financially. 

Of course, we still have quite a ways to go to re- 
duce our delinquency down to 15 per cent, which is 
our goal. We would then be collecting 85 per cent or 
our receivables each month, and maintaining our cash 
sales advantage. Many of our slow credit payers have 
been converted to cash buyers. We told them they 
would have to pay cash, and by golly, they have. It 
seems that we have quite a few former credit buyers 
who are happy to be on a cash basis. Something that 
we believe almost unheard of. 

Let me add this. If we had not taken this step in 
the right direction, it is certainly understandable that 
our receivables would have kept on climbing and earn- 
ing nothing. Our charge-offs would certainly have been 
greater than they are now, which incidentally, are 
confined to the few customers who skip from rental 
property and cannot be located. Their account bal- 
ances are now controlled. The amount necessary to 
charge off is very small. 

Our customers are like customers everywhere. They 
want to buy on credit. And we want to sell credit. 
The $31,000 represented in our reduction of receiva- 
bles is now operating capital. With this, we have been 
able to make some good investments. Among them, we 
have opened a branch office, and have purchased a 
competitor’s outlet, which is being absorbed into our 
main plant. We also have a full time salesman that 
we can now afford. 

I believe it is every dealer’s duty to progress with 
the industry. He should grow and expand, which of 
course, takes money. Take my advice. Look for addi- 
tional operating capital in your credit department.@ 


MARIS WARD + Managing Partner 
Ward's Propane Service 
Crescent City, Calif. 
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Motivation theory can sell 


load building appliances 


N L. P. gas dealer once told me 
that the nature of his busi- 
ness has doomed him to be broke 
until that happy day when he could 
sell out. Each new customer he 
obtained drained off some more of 
his ready cash immediately, while 
the return of that cash would be 
postponed in a monthly amortiza- 
tion of the customer installation. 
LPG dealers do have a ravenous 
capital investment program in 
tanks, plumbing, and transporta- 
tion facilities. This is money that 
goes out fast but comes back slow- 
ly. And the problem becomes more 
acute the more successful the deal- 
ers become. 

Thus, the missionary work and 
acquisition of new customers must 
be tempered somewhat by con- 
scientious application to business 
in the sale of additional load build- 
ing appliances to customers who 
already have a complete installa- 
tion. 

The question is: “How can we 
best sell additional load building 
appliances?” And the answer is 
not “Keep banging away at your 
prospects.” It is, instead, “Use 
properly applied motivation.” 

I was interested in Dr. Ernest 
Dichter’s analyses on motivational 
impulses which fit our current sit- 
uation. “I have been going through 
some of the standard literature on 
salesmanship. Like a plot of a 
western movie, most of it follows a 
classic groove. I can hear the re- 
frain now: Determination is what 
makes an apparently beaten fighter 
hang on doggedly to fight one more 
round—and suddenly discover the 
strength to land the one final punch 


By W. R. LAWRENCE JR. * President 
Phillips & Buttorff Corp. 


that puts his adversary down for 
the count. The winner never quits 
—and the quitter never wins.” 

You can’t quarrel with this 
thesis, of course, it is so trite that 
any child would indorse it. “I can 
tell you this though,” he said, “if 
this is the main tool in your sales’ 
kit, you are in for some unhappy 
surprises. Things are changing— 
today’s buyer is bewildered by our 
abundance and technical progress. 
He is afflicted with ‘misery-of- 
choice.’ The shadow of a crack has 
appeared in our hitherto solid wall 
of confidence in the continuing 
boom of the American economy. 
You will notice a growing tendency 
to postpone buying—to stall, and 
it is through motivation that pro- 
crastinating buyers will be moved 
to action.” 

Dr. Dichter put a quick label on 
the forces both conscious and sub- 
conscious in human minds by stat- 
ing that “all basic human motiva- 
tions boil down to the desire to stay 
alive as happily as possible.” How 
do you appeal to this desire? There 
is a past concept of salesmanship 
today built around the theme of 
conflict—with the customer and 
salesman as adversaries. This 
comes out in the language of sales 
people as—“Aim for the heart” or 
“Disarm your prospect”. 

But pure klobbering today is 
absurd. Those sales scientists who 
are currently dissecting the cus- 
tomer find that the modern sales- 
man should base his activity firmly 
on educational techniques appro- 
priate to the situation where 
“misery-of-choice” prevails, which 
simply means that the modern 


salesman must be a problem solv- 
ing partner. 

The customer does not simply 
wish to buy something. He wants 
to solve a problem. Consequently 
there must be no cause of conflict; 
instead—one of problem solving 
partnership. Buyer and salesman 
focus on a common goal—the ful- 
fillment of the customers’ needs. 

The customer is confused. You 
must know what you are talking 
about and how it applies to the 
customer’s problems, so by all 
means, make use of literature 
which thoroughly acquaints the 
customer with a product or service. 

The modern salesman must be a 
teacher. He must help the cus- 
tomer achieve a genuine satisfac- 
tory relationship with the product. 
This means that he anticipates any 
question the customer will ask and 
have a satisfactory answer, in- 
cluding how to take care of the 
product—easily and cheaply. 

The modern salesman must be 
a protector and offer a haven to 
the unsecure buyer. A customer 
needs to be able to say of him: “I 
know I can go to John X for ad- 
vice. He will give me a straight 
story even if it costs him a sale.” 
The customer needs to be able to 
tell his troubled friend to get hold 
of John—“He’ll take care of you, 
he has never let me down yet.” 

The modern salesman must be 
personally involved. Buying de- 
cisions happen more quickly when 





To sell more LPG appliances, 
solve your prospects’ problems 
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More leisure time is a prime motivation for almost every housewife. She can have it with 


“set it and forget it" controls. 





the customer finds out that the 
salesman is personally interested in 
the merchandise he is selling, that 
he has had experience with it, that 
he too has been involved in prob- 
lems of similar nature to those of 
the customer. 

Sometimes a slight change in the 
manner of approach can mean the 
difference between a_ successful 
sale or none at all. There is a 
story of the “prosperity” sales ap- 
peal of one company in selling 
their air conditioners. They for- 
merly used the words “You de- 
serve sleeping in comfort.” Now 
that people appear to be adopting 
the Spartan approach and _ post- 
pone buying, the company re-stated 
their appeal as follows: “You can’t 
afford to be tired all day.” What 
was formerly pushed as a luxury, 
is now called an absolute necessity. 

Progress with new products or 
products unfamiliar to the cus- 
tomer often leaves the customer 
behind because they may demand a 
knowledge of processes, materials, 
and usages for which he has no 
background at all. Newness is sold 
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when the salesman shows, through 
the use of his product or service, 
that the customer will be able to 
make some aspect cf his life dif- 
ferent from here on out. 

The psychology of pricing today 
is of the greatest importance. Such 


psychology has been  mis-inter- 
preted to the point where it has 
been extremely costly to the deal- 
ers (in appliances particularly). 
What are the customers’ recent at- 
titudes with regard to prices on 
appliances he buys? Complaints 
about rising costs are general. 
Some people subconsciously wish 
for a recession, hoping that it will 
bring prices down. 

Slashing prices, however, is not 
the inevitable or even the most 
efficient solution. There are good 
reasons to believe that if prices did 
start coming down fast, most con- 
sumers would feel that this is only 
a beginning, and would sit back to 
await further reductions. The im- 
portant thing is to give a feeling 
of stability and confidence through 
maintenance of prices as indica- 
tions of true value. 


The salesman should anticipate 
the buyer’s possible difficulties. 
Quite naturally, nobody wants to 
give the impression that his prod- 
uct is dangerous or in any way un- 
satisfactory, but it is equally fool- 
hardy to work on the assumption 
that everything will always turn 
out all right. It is necessary to 
explain in correct and concise lan- 
guage the principles involved in 
the functioning and performance 
of this product, or process, or 
safety measure. 

It is important to list the typical 
mistakes most often made, advise 
your customer, and guard against 
their occurrence from the very 
start. Frankness is always best 
and it is important that you dis- 
cuss the inevitable small things 
that can and will go haywire. 

Do your best to make the cus- 
tomer proud of his purchase—be 
it a water heater, a gas range, or 
a new gas furnace. See that you 
reap the full benefit of his pride in 
your product and his willingness to 
tell his friends about it. By all 
means, remember the customer by 
re-establishing contact with him 
after the first thrill of the new pur- 
chase is over. Several simple de- 
vices can accomplish this. One of 
which is to inquire how the new 
furnace is operating, or to remind 
him of the expiration of the guar- 
antee on his range so that any 
adjustment or correction can be 
accomplished within the period. 

All of which leads me to another 
vital suggestion which, to my way 
of thinking, is as important as all 
steps listed before—provide qual- 
ity appliances and give prompt and 
helpful service in your capacity as 
a counselor to the customer. There 
is always a tendency on the part 
of a dealer, when he thinks he 
might lose a sale, to suggest an 
inferior product for price reasons 
alone. Forgetting as he does so 
that this folly will come home to 
roost at a later date through re- 
peated service calls. 

The product must stay sold. 
L. P. gas dealers’ problems with 
respect to service calls are increas- 
ingly costly due to long trips to be 
made into rural areas, and no 
dealer with a substantial outlay in 
tanks and equipment can afford to 
adopt a “hit-and-run-policy” in the 
sale of appliances and equipment. 
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Mississippi Tank T-1 Transport owner says... 
‘We add only T-1 units 
umn the fuilires" 


John Dowdle, Secretary-Treasurer 


DOWDLE-JONES, INC., Columbus, Miss. 


“The outstanding performance of our Mississippi Tank Load-King Transport has 
convinced us that the way to higher profits is through the use of T-1 steel equip- 
ment,” says Mr. John Dowdle. “In season, our Mississippi Tank T-1 Transport 
hauls an average of 175,000 gallons a month from the bulk plant, which is 
located 350 miles away. The unit is engineered so that we can get maximum 
payloads in every state where we opera 


ti) a 
Paymaster” \win-Delivery 
_ Streamlined and beautiful, this unit is qual- 
ity-engineered for perfect balance, max- 

imum payloads and long, efficient service. 
Available with rear cabinets and full skirting 

in capacities from 1200 to 2300 was. 


MISSISSIPPI TANK COMPANY, Hattiesburg, Miss. 


Show me how Mississippi Tank T-| steel transports can pay 
for themselves in just a few months. 

Also send information on: 

——PAYMASTER TWIN DELIVERY 

——TITAN T-I DELIVERY (3,075 WG CAP.) 

——BULK AND DOMESTIC STORAGE TANKS 





| 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hattiesburg, Miss. Tel. JUniper 3-0262 


NAME 
COMPANY .... 
ADDRESS ... 


CITY and STATE... 
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I am sure many dealers are al- 
ready using a technique adopted by 
L. P. gas dealers in parts of Ten- 
nessee but it bears repeating: They 
institute an alliance between them- 
selves and natural gas utilities. Of 
course, this is a friendly alliance 
to the extent that when a customer 
moves from rural L. P. gas home 
to the city, or vice versa, the los- 
ing gas supplier would notify the 
other so that an immediate call 
could be made to overcome the elec- 
trical competition which follows 
the first step the customer makes 
in a new move through his request 
for turning on the electricity. 

Considerable attention must be 
directed by all of us in an effort to 
obtain specific and qualified pros- 
pects. You know better than any- 
one else that the dealer who waits 
for customers to come into his 
establishment is not only wasting 
his time but is dodmed to extinc- 
tion. While the term “qualified 


prospects” has been greatly over- 
worked and is subject to many di- 


vergent definitions, the simplest 
description of a qualified prospect 
is that individual who has the need, 
who has the money, and who can 
be motivated to action. His de- 
cision to buy your product will be 
determined by how earnestly you 
can convince him that your appli- 
ances should be No. 1 on his pur- 
chase priority list rather than 
somewhere down the line. 

In both city and rural areas we 
come upon a typical American 
phenomena. We see hundreds of 
decrepit, unpainted shacks and 
houses practically falling apart— 
but on each we find a shiny $75 
T.V. antenna, a late model auto- 
mobile parked in front, and a new 
washing machine on the _ back 
porch. None of these items con- 
tributing to the fundamental proc- 
esses of staying alive, but as I said 
before, helping to stay alive “hap- 
pily.” In the kitchen will be a 
burned out coal and wood stove or 
a greasy range 15 years old. 

We find the same situation in 

















Pride of ownership is powerful motivation for Mr. and Mrs. Homeowner. And they can 


be justly proud of an all-year air conditioning system for their home. 
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the better homes—the same old 
ranges in the kitchens where the 
neighbors can’t see them. It is 
hard for me to believe that there is 
not a deep-seated desire on the part 
of the housekeeper for a better 
automatic range to relieve her 
many hours spent in the kitchen. 
It’s up to you fellows to get there 
with your product ahead of the 
new car and television salesmen! 
Sure, the husband thinks the old 
range “good enough’—he doesn’t 
have to slave over it. 

Our own company has spent 
more sales executives’ time in the 
past year on the subject of. com- 
petent prospecting than-on almost 
any other effort. Our motivation 
was the fact that the biggest and 
most successful businesses today 
have been built by going after the 
prospect rather than hoping the 
prospect will come to them. The 
astounding success of the life in- 
surance companies will attest to 
that! 

I should like to comment on the 
fine job many segments of the LPG 
industry are doing in the battle 
against Government competition in 
business, and with your particular 
target—the KEA. I should like to 
add a word of caution, however, 
and perhaps some brutal realism, 
for, in your monumental task 
ahead, you will find it very difficult 
to get anywhere by appealing to 
the public’s sense of fairness on 
the issues involved. You must find 
out the public’s selfish interest and 
work on it toward the desired end. 

It is obvious that, while your se- 
rious problem is the existing tactics 
of the REA, there are also more 
than 2000 other businesses in 
which the Government is engaged 
in direct competition with private 
enterprises. Cooperate and enlist 
the support of all because the job 
ahead is too great for small groups. 
Remember that the farmer does 
not particularly care whether your 
industry survives or not, and he 
can quickly get the mistaken idea 
that you are trying to do him out 
of his electric power. There are 
more farmers than L. P. gas deal- 
ers and nobody fights with Santa 
Claus! Talk to him about his in- 
terests in combating Government 
competition on issues affecting him 
and he will help you on your prob- 
lem. = 
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Announcing Honeywell’s new 


WATER HE 


The world’s finest 
Water Heater Controls 
are now even finer... 


Here’s why: 


* Pressure regulator built right into control! 
—properly located in gas stream. Models 
available without pressure regulator. 


Safe lighting interlock prevents accidental 
turning of gas cock to off position once it 
has been put in pilot position. And pilot 


can only becocked in pilot position of knob. Deluxe model, V5131. Available 


with long or short element or tube— 
Universal Duofilt filter—the same filter re- re ay = with or without pressure regulator. i 
sists clogging by both dust and gum, works ee ae 
on all gases. Included at no extra cost. 

AGA listed. 


et 


Top setting of both temperature and gas 
cock gives greater convenience, eliminates 
stooping and squatting. 


In Water Heater 
Controls—you 
have more to sell 
when you sell 


Honeywell 





No stoop- 
no squat- 

° because the 
settings om 
are = 
top 


H 1 i Standard model, V5130. Available 
N oneywe S new tne with long or short element or tube, 


> of Water Heater Controls are sigs apse shame wand 
made to sell easier, 4 
sell more! 


Now you can offer water heater controls 

that are not only strikingly handsome, but 

also offer the latest improved features, 

such as built-in pressure regulator—plus 

greater convenience and ease of adjust- 

ment. _—_ 
Honeywell’s all new Water Heater Con- ede aa ew 

trol line is available at no increase in price. * ya eT 

Get complete information by calling your 

local Honeywell office. Or write Honey- 

well, Dept. 80, Minneapolis 8, Minnesota. 

*Slight additional charge for models featuring built- 

in pressure regulator. 
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The entire accounts receivable file of this 
Austin, Texas, LPG dealership is maintained 
compactly in this Kardex cabinet. Visible 
edges show name, address, and credit 
status of every customer. 


Accounts receivable system gives 


Spiller Butane double mileage 


HE Spiller Butane Co., Austin, 

Texas, has been getting double 
mileage out of a new accounts re- 
ceivable system. The system is in- 
creasing sales and at the same time 
keeping closer control over com- 
pany operations. 

Spiller Butane has been serving 
the Austin area for more than 20 
years. Roland W. Daily, owner, 
reports that the bulk of the com- 
pany’s service today is within a 
35-mile radius of the city, taking 
in both rural and city customers 
beyond the natural gas line. About 
15 per cent of its L.P. gas deliv- 
eries go to industrial accounts— 
for gravel rock crushers and ready- 
mix concrete trucks, and for ag- 
ricultural uses such as heating hog 
feed according to a state law and 
providing heat for brooder houses. 

Primarily, Spiller’s products are 
directed toward residential custom- 
ers, and it is in reference to these 
that its visible accounts receivable 
system is providing valuable as- 
sistance in the sales program. 

The new system works this way: 
when customer delivery is made, 
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the driver fills out an invoice in 
his book. The customer gets a 
carbon of the invoice, the driver 
keeps the original, and a tissue 
carbon remains in the book. When 
the driver checks in to the office, 
the original is edited and balanced 
against the cash or charges turned 
in. The invoice book, when it is 
used up, is kept as a control. 


The accounts receivable file is 
set up in Remington Rand Kardex 
units. These are visible records 
which show the account’s name and 
address at a glance. The visible 
Kardex pockets, assigned one to 
each customer, expedite location 
of a particular account for posting. 
If the customer is Elmo James, 
the clerk simply pulls out the slide 


Spiller Butane Co. owner Roland W. 
Daily reports increased sales and 
better control thanks to his new ac- 


counts receivable system. 





of the Kardex cabinet in which 
the “J’s” are located. Then, quick- 
ly scanning the visible edges of 
the pockets, she locates Elmo James 
and double checks by comparing 
the address on the visible edge 
with the one on the invoice. To 
post, she has only to lay back the 
cards at that point. 

There are actually two records 
assigned to each account: a top 
card for details, and a bottom card 
for accounts receivable informa- 
tion. The bottom card has columns 
for recording date of purchase, 
ticket number, gallons purchased, 
debit, and the balance. Entering 
this information is, in effect, the 
debit posting. al 

When payment is made, the date, 
ticket number, credit and balance 
are posted on the next line. The 
final entry always lists the balance, 
and provides a ready record for 
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preparation of monthly statements. 

In the visible margin at the bot- 
tom of the pocket is a movable 
Graph-A-Matic signal which can 
be adjusted over one of four set- 
tings: inactive, cash, credit, or past 
due. By moving the signal over 
the correct setting at the time of 
posting, it is possible to tell just 
by looking over an entire slide of 
accounts the status of any particu- 
lar one, or get a general picture 
of the entire accounts receivable 
file. 

The upper card carries detailed 
credit, sales and statistical infor- 
mation. When an account is open- 
ed, the following information is 
listed: name, address, employer, 
credit references and standings, 
tank size and type of gas used, the 
delivery man’s name and route 
number, and the types and brands 
of appliances used. 
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A look inside the Kardex file shows that each customer actually has two cards. 
Top card gives detailed information for sales analysis and follow up. Bottom 
card carries account status. 


This detail card also has space 
for an eight-year monthly gas con- 
sumption record. Whenever the 
card is posted, the clerk enters the 
monthly total of gallons used in 
the upper card. In the event the 
customer has made a purchase of 
a new gas appliance, the delivery 
man notes it on the ticket and this 
too is entered on the detail card. 
Thus, there is a visible comparison 
record covering a period of eight 
years, showing gas purchases and 
appliances owned by the customer. 

If gas sales to that customer 
should drop, the fact will show up 
immediately on the card, and the 
Spiller salesman can follow up on 
it. By the same token, if the cus- 
tomer is using a gas refrigerator, 
hot water heater, and heating unit 
but no gas range, the salesman will 
know he has a logical prospect for 
a gas range. 

The detail card has proved most 
successful in Spiller’s selling pro- 
gram, and also as a means of closer 
control over the company’s opera- 
tions. Through the monthly gas 
record, for example, Spiller can 
eliminate or adjust deliveries that 
are a drain on service. If a cus- 
tomer’s detail card indicates an 
average monthly gas use of 195 
gal., but his tank size is only 150 
gal. the delivery man will often 
make deliveries more than once a 
month. The cost of delivery be- 
comes needlessly high, especially 
if the customer is situated in an 
out-of-the-way place. With the 
Kardex system, Spiller can spot 
such accounts and install a greater 
capacity tank. 

The Kardex equipment in use 
provides ample room for expan- 
sion. Setting up new accounts is 
a simple process, with detail and 
accounts receivable cards easily in- 
serted in the Kardex pockets. 

In total, the new system is pro- 
viding Spiller with five major ad- 
vantages: accounts receivable and 
credit information quickly and 
easily available through the visible 
margins; sales statistics keyed to 
a sales program, providing sales- 
men with all the information neces- 
sary to do their job; flexibility for 
expansion of services; the status 
of each account immediately visible 
through the Graph-A-Matic signal ; 
and both accounts receivable and 
detail information at finger-tip 
control. s 


BUTANE-PROPANE News 











Sa ae 2 


The new 50/50 Advertising Plan’ Join forces with a company already recog- 
for Sinclair distributors has gained _ nized for “The Famous Five” INTEGRITY, 
immediate and enthusiastic accept- REPUTATION, QUALITY, SERVICE and 
ance. This selling tool is already PERFORMANCE. Wire, write or telephone 
working for distributors through- for complete information today. 

out the country. 


The TRUFLAME 50/50 advertising is being 
seen by thousands. Its impact is being felt 
by distributors whose cash registers are ring- 
ing up additional sales. Consumers are 

identifying the TRUFLAME emblem as a SINCLAIR 


sign of the highest quality and service. 





If you need the support of a company that 
can assure you of an adequate supply of 
product, professional engineering, on time 
delivery ... plus the prestige of a nation- 
ally advertised trade name, call Sinclair. 


ee 
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a jmeagrmme | Sinclair Oil and Gas Company Si NCLAIR 
a GAS | 


| Liquefied Petroleum Gas Sales Department 


.-=— 4 PE 5 | Sinclair Oil Building, Tulsa, Oklahoma A Great Name in Ol 
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Schmitz 


attracts 


attention 


By KEN KIRKPATRICK 


PG dealer Carl Schmitz, Lamar, 
Mo., makes sure that people 
notice his business place in the 
heart of town. Schmitz easily at- 
tracts the attention of visitors to 
Lamar’s business district with a 
rotating, 900-gal. LPG tank 
mounted atop the Schmitz Appli- 


. 
Mr. Schmitz is hav- 


ing several minia- 
ture tanks like this 
built to mount on 
fence posts near 
roads entering La- 
mar, Mo. The tanks 
are turned by the 
wind. 





This 900 gal. LPG tank, which revolves at 10 rpm atop the Schmitz Appliance Co. build- 
ing, has been an effective advertising siqn for owner Carl Schmitz. 


ance Co.’s two-story building. 

Wording on the sign was kept 
brief so that people could read the 
entire message easily as the tank 
revolves. Painted on both sides of 
the tank are the two words 
“Schmitz Propane.” 

The specially-constructed, 850 Ib 


tank turns at a constant 10 rpm. It 
is now powered by a 1/6 hp motor, 
but it can be turned by 1/70 hp 
motor. 

A support made of two automo- 
bile frames welded together sup- 
ports the weight of the tank. The 
turning mechanism is the hub of a 
truck wheel. The automobile frame 
support places the weight of the 
tank on building walls rather than 
on the roof. The entire assembly 
weighs 1100 lb. 

Lights illuminate the sign at 
night. Automatic controls turn the 
lights on at 7 p.m. and off at 12 p.m. 

The shell of the tank is of light 
metal, but the heads are real. The 
dome is simply a cover. The entire 
cost of the revolving tank sign was 
about $400. 

Mr. Schmitz is capitalizing on 
the novelty of his ingenious adver- 
tising sign by building additional 
small signs to be mounted on fence 
posts beside major roads_ into 
Lamar. These small units will be 
mounted on truck hubs also, and 
they will be powered by a windmill- 
like set of vanes welded to the 
truck rim. Schmitz plans to follow 
this idea further by painting a 
tank design on his delivery trucks 
so that the familiar tanks reading 
“Schmitz Propane” can be seen as 
his trucks travel in and around 
Lamar. @ 
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They laughed atthe first tank... 
or (v0 > iteasncreala will replace the he ate 
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THE MODERN 


MASTER PROPANE TANK 


Manufactured by THE OLDEST PROPANE TANK 
MANUFACTURING PLANT IN THE WORLD 


Back in the 30’s they laughed at “those daffy looking tanks.” That was when 
the first Master domestic tanks made their appearance. From the start they 
were a success, despite the men who thought bottle delivery was the only way. 
The domestic tank started a new, practical, economical way to deliver gas that 
built volume ... simplified dispensing. Master Tank & Welding, believed to be 
the oldest manufacturer, who is still in business, of domestic propane tanks in the 
world, will continue to produce THE FINEST TANK MONEY CAN BUY. 


SOLD from QUINCY, ILLINOIS or DALLAS, TEXAS 


Order your storage and transports from 
the Master plant nearest you. 
Shipments made by truck, railroad 


or low cost river barge. 
o Sa \ => 


MASTERPIECES OF \ TANK & \ a WELDING , 
STEEL FABRICATION . 


2000 S$. Front St. © Quincy, Illinois © BAldwin 3-5014 
P. O. Box 5146 © Dallas, Texas © Riverside 7-2441 
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How to 
work 


without 


straining 





HETHER you’ve suffered 

from a pulled muscle, sprain, 
Charley horse or a_ backache, 
chances are you could have pre- 
vented it. Over 250 thousand 
workers — and who knows the 
thousands of housewives and white- 


collar people—injure their muscles 
through bad work methods each 
year. 

Translated into time lost from 
work, such aches and pains cost the 
nation dear. And in terms of per- 
sonal anguish, only the common 





and playing—without strain. 


to bend. 


carry it to excess. 
signals of fatigue. 


into the act. 


self tense. 





Follow these four simple rules, and you'll find yourself working— 


1. Use your strong leg and arm muscles when you lift—not your 
back. It has enough to do just supporting you and allowing you 


. Gear your activity to your age and physical condition. Physical 
effort, in moderation, is an excellent body builder, but don’t 
Stop and rest when you feel the danger 


. Build up your muscles—but in easy stages. And don’t just con- 
centrate on your biceps; get as many of your muscles as you can 


. Change your working position as often as you can. If your job 
is a sedentary and stationary one, watch your posture. Periodi- 
cally rest the set of muscles in constant use; don’t let your- 








cold causes more general discom- 
fort. 

Anybody who has ever suffered 
a sprained ankle knows how much 
pain can come from a ligament 
stretched too far. Anybody who 
has suffered from a Charley horse 
knows the pain of a muscle spasm. 
Anybody who has cracked his 
funny bone knows how pain radi- 
ates along a squeezed nerve. 

No laughing matter. Yet our 
choice up to now has been to grin 
and bear it. Most of the $70 mil- 
lion spent each year on external 
pain killers has been invested in a 
vain offering to the aching back. 

Like the cold, everybody talks 
about pain, but no one is quite cer- 
tain precisely what it is, where it is 
real and where only psychically ap- 
parent. They do agree, at least, 
that it involves stimulation of the 
nerve which causes a contraction of 
the surrounding muscle tissue and 
blood vessels, thereby impeding cir- 
culation. A vicious circle. Such im- 
peded circulation increases pain 
and contraction. While we may 
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Lower Battery Drain—No need now for heavy duty Completely transistorized receiver and 


batteries and generators. Current drain on “stand-by” po wer supply. rh Another Motorola First/ 
is 1/3 that of tube-type receivers, 1/15 with battery 


Here is 2-way radio with efficiency and reliability never before 
approached in mobile radio. No more tubes in the receiver 
—no more vibrators in the power supply . . . all are replaced 
by long life, dependable transistors. No longer is it 

necessary to idle the vehicle to keep the radio operating. 
Savings in gasoline, engine wear and batteries add up fast. 

: Ce , Let us prove to you how MoTrRACc radio will cut your radio 
size of other models. Mounting in tight quarters easier operating costs . . . while giving you reliability never 
than ever. before possible. Write today. 


MOTOROLA 2-WAY RADIO 


Motorola Communications & Electronics, Inc. e A Subsidiary of Motorola Inc., 4501 Augusta Bivd., Chicago 51, III. 
MOTRAC is a trademark of Motorola Inc. 


saver switch. 


Greater Reliability —Transistors, printed circuits and 
new design all greatly increase reliability. 


Smaller, Lighter—Approximately 1/2 the weight, 1/3 the 
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How to work without straining. . . The best 
medicine is a dose of prevention 





take Hippocrates’ “He who allays 
pain, heals” with a grain of salt, it 
is certain that relief of pain can 
introduce the healing process by 
relaxing the nerve and allowing the 
tissues to repair themselves. Pri- 
marily, of course, pain serves as a 
signal to alert us when tissue is 
damaged, 

The best medicine is a dose of 


prevention since we bring most 
muscular aches and pains on our- 
selves, both on and off the job. 
It’s simple enough. Just think a 
moment about the way you are con- 
structed. Your support and your 
movement are controlled by your 
skeleton which is composed of 
bones and strong bands, called liga- 
ments, that hold the body together 





the best way to grasp it. 


of a shoe apart for balance. 


. Get a good grip. 


directly over feet. 


balance. 


feel strain or pull. 


muscle. 


truck or conveyor. 
sudden strain on the muscles. 


rest. 


mediate rest stop. 


your body. 





Do's and don'ts for working without strain 
DO 


. Inspect load to make sure you can handle it yourself and decide 
. Get a firm footing close to the object to be lifted; feet the length 


. Bend knees and crouch down to the object. 
. Keep the back almost vertical and feet apart. 


. Straighten knees slowly, rise, keeping load close to the body and 


. Lower load just like you lifted it. 

. Lift the load waist high and rest it on a support to get a better 
grip before raising it shoulder height. Bend the knees to give 
added power for the final lift. 

. Rest frequently when carrying load for a long time. 
person is more subject to strain, sprain, tripping and loss of 


. Stop, reduce the load by making more trips or get help when you 
. Grasp sacked material by diagonal corners and swing to one 


shoulder with a boost from the knee. 
. Take care of muscular aches and pains immediately. Rest the 


DON'T 
. Be a show-off. Do get help when you need it, or use a dolly, lift 
. Use quick, jerking movements. They may cause injury by putting 
. Carry a load for long periods of time without frequent stops for 
. Carry load balanced on the hips. 
side, thrown off balance. One arm gets all the strain. 
. Lift with your legs straight, back bent. 


. Move object directly from floor to shoulder height without inter- 


. Twist around. Do get the load up and shift your feet to turn 


A tired 


The body must be bent to one 








at the joints. Extensively distrib- 
uted over the skeleton to provide 


; power ‘for movement and to give 


form and substance to the extreme- 
ties are the muscles. They are at- 
tached to the bones with strong 
fibrous bands, tendons. This com- 
plex structure is given direction 
and set into motion by the nervous 
system. A magnificent creation, 
supple and strong. 

It can be trained to run a mile in 
four minutes, lift weights as heavy 
as 800 Ib., jump higher than itself, 
and other extraordinary things. 

But, oh, how we abuse it! We 
use our muscles — very often the 
wrong ones — when we should be 
using our brains. We let our 
muscles get out of condition, and 


‘then suddenly put them to strenu- 


ous use. The sedentary worker, who 
is not usually in shape, likes noth- 
ing better than a strenuous two 
week vacation. While the manual 
worker, who does a lot of lifting 
and is in good condition, likes to 
spend his spare time as motionless 
as he can. His aching back, the 
day he gets back on the job! We 
sit erect in the same position for 
hours, torturing our lower back 
muscles which must support the 
whole weight of our upper torso. 
We allow one set of muscles to 
grow fatigued from weariness and 
another weak from lack of exer- 
cise. Yet we think nothing of call- 
ing on these undeveloped muscles 
to exert tremendous effort at a 
moment’s notice. 

We defy gravity simply by stand- 
ing on our hind legs. Our back 
muscles have to work hard as long 
as we are awake just to hold us up. 
And the housewife who picks up 
a sack of sugar or the stenographer 
who lifts a typewriter subjects the 
muscles in her back to tensions of 
a half ton or more. 

Most common source of muscular 
aches and pains are poor lifting 
methods. In fact, one work injury 
out of four results from poor han- 
dling of materials. Just consider: 
When you straighten up from a 
bent over position, the strain on 
the muscles, vertebrae, ligaments 
and discs in your back can amount 
to more than a quarter of a ton. 
If you lift with your back at the 
same time, the weight of the object 
is multiplied by 15 times or 
more. & 


BUTANE-PROPANE News 





“FARMERS WANT DEPENDABLE SUPPLY, 
AND TEXACO HAS NEVER LET US DOWN” 


“T’ve been in the LP-Gas business since 
1946, and my Texaco contract is the 
finest I’ve ever had,” says A. J. “Bud” 
Mueller of Farmer’s LP-Gas Service, 
Estelline and Brookings, South Dakota. 

“The Texaco people have a helpful 
understanding of my problems, and help 
me iron them out. Also, we’ve always 
had dependable, on-time deliveries, which 
are mighty important to us and our cus- 
tomers. Texaco LP-Gas is a superior 


product, too, and has won complete 
acceptance here.” 


5 reasons why it pays to be 
a Texaco LP-Gas Distributor 


1. A product of highest quality — mois- 
ture-free. 

2. Dependable and efficient delivery, in 
a new fleet of tank cars, from 25 strate- 
gically located production areas. 

3. Immediate acceptance. Texaco LP- 


Gas is sold under the nationally-known, 
famous trade-mark, the Texaco red star 
with the green “T.” 

4. One of the largest producers of LP- 
Gas, The Texas Company is the only 
petroleum company to build up success- 
ful distribution of its products in all 48 
states. 

5. Profitable and proved sales policies. 
Texaco does not compete with its inde- 
pendent distributors of LP-Gas. 


Team your name with Texaco and profit. Some areas are still open for a 
sound and profitable business with Texaco LP-Gas. Let us tell you how. 
Call or write today .. . The Texas Company, LPG Sales Division, P.O. 
Box 2420, Philtower Bldg., Tulsa, Okla., Dlamond 3-4101; 3350 Wilshire 
Blvd., Los Angeles 5, Cal., DUnkirk 5-0515. 


GAS 


LP 
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National Propane acquires 
Arrow Gas and subsidiaries 


The acquisition by National Pro- 
pane Corp. of the assets of Arrow 
Gas Corp. and subsidiary com- 
panies of New Mexico, Texas and 
Utah, was jointly announced re- 
cently by H. N. Forman, president 
of National Propane and Robert O. 
Anderson, president of Malco Re- 
fineries Inc., the majority stock- 
holder of Arrow. 

In Arrow’s last full fiscal year 
the company had revenues in ex- 
cess of $5 million and sold some 60 
million gal. of L. P. gas, of which 
one-third was at retail and two- 
thirds represented wholesale vol- 
ume. National Propane’s approxi- 
mate total revenues are presently 
$14 million and its gallonage is 
approximately 55 million. 

National Propane indicated that 
the purchase of Arrow would be 
accomplished without the sale or 
issuance of equity securities by 
National. 

Arrow’s present management 
will continue to operate the busi- 
ness. The management is headed 
by O. L. Garretson, executive vice 
president and general manager. 


Pyrofax Gas creates new 
sales-training post 


W. A. Sanford, manager of the 
Pyrofax Gas Corp. New England 
division, has been appointed to the 
newly created position of manager- 
field sales training. At the same 
time it was announced that D. F. 
Hynes had been appointed to suc- 
ceed Mr. Sanford as New England 
division manager. 

In his new post, Mr. Sanford will 
be responsible for preparing and 
executing both new and tested sales 
methods designed to improve the 
efficiency of the techniques used in 
the selling of “Pyrofax” gas and 
appliances. He will also be re- 
sponsible for supervising the sales 
training of Pyrofax Gas Corp. field 
and distributor personnel. 
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William T. Harper named 
BPN's eastern editor 


William T. Harper of Philadel- 
phia has been named the new 
eastern editor of GAS and BUTANE- 
PROPANE News, succeeding William 
Clark, who was recently promoted 
to the editorship of BPN. 

Mr. Harper is a former news- 





W. T. Harper 


paperman, having spent 14 years 
on the staff of the Philadelphia 
Inquirer, the city’s morning news- 
paper. He holds a bachelor of 
science degree in communications 
from Temple University in Phila- 
delphia. 

Mr. Harper, a native Philadel- 
phian, is married and has five 
children. 


AGA's Gas Appliance 
Service Manual expanded 


Two new sets of covers offered 
with the latest supplement to the 
AGA’s Gas Appliance Service 
Manual permit subscribers to di- 
vide the reference book into three 
loose-leaf volumes on the servicing 
of water heaters and incinerators, 
clothes dryers and ranges. 

With publication of the supple- 
ment, the manual has been expand- 
ed from its original 400 pages to 
750 pages. Instructions are in- 
cluded for servicing both new and 
non-current gas appliances and 
controls. 

The new supplement enables ser- 





vicemen to divide the manual into 
a dryer section covering 19 makes 
of dryers and their controls, a 
range section on servicing 32 makes 
of ranges and controls, and a water 
heater and incinerator section 
covering 28 makes. 

A descriptive folder with price 
schedules and order form is avail- 
able from the Utilization Bureau, 
AGA, 420 Lexington Ave., New 
York 17, N. Y. Subscription prices 
for the nine issues of supplement 
service range from $3.75 for a 
single set to $2.25 per set in quan- 
tities of more than 100. The price 
of the basic manual also is $3.75 
for a single copy or $2.50 in quan- 
tities of more than 100. 


LPGA's new statistic book 
now available to industry 


The L. P. gas industry’s produc- 
tion, transportation and sales sta- 
tistics have been brought up to 
date in the newly released edition 
of Market Facts, issued by the 
Liquefied Petroleum Gas Associa- 
tion. 

Market Facts charts many phases 
of industry development from the 
1930’s, when L. P. gas became com- 
mercially important. Other sets of 
data are shown for a five year 
(1952-57) period. 

The 24-page booklet uses tables 
and charts to portray sales by end- 
uses, methods of transportation, 
shipments of key items such as 
tanks and regulators, and sales of 
appliances. Market Facts is pre- 
pared by LPGA’s market research 
committee, of which C. J. Bender, 
Trinity Steel Co., Dallas, is chair- 
man. Marvin M. Romanek is the 
staff market analyst. 

Copies of Market Facts may be 
obtained from LPGA, 11 S. LaSalle 
St., Chicago 3, Ill. Price: $1.50. 


Tables turned on Mark 
Anton at company party 


As Mark Anton, president of 
Suburban Propane Gas Corp., pre- 
pared to award inscribed watches 
to four employees who had com- 
pleted 25 years of service with the 
company, he found himself being 
called to the podium for a surprise 
presentation. The board of direc- 
tors at a special meeting held in 
his absence had passed a resolu- 
tion to present Mr. Anton with a 
testimonial of their appreciation. 

Mr. Anton was founder of Sub- 
urban Propane, one of the first L. 
P. gas companies to be established ; 
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Handsome new Convention Hall at Virginia Beach is heated 
and air-conditioned with LP-Gas. American 80B Ironcase 
Meter, with Reliance type HPH Regulator, measures the 
gas that keeps conventions and large meetings comfortable 
all year ’round. LP-Gas cooking facilities are also being 
installed in the municipally-built hall, 


AMERICAN’ LP-GAS METERS 
BUILD LOADS FOR... 


Using the most up-to-date LP-Gas distribution methods, 
progressive Virginia Beach Gas Corporation brings its cus- 
tomers completely convenient gas service. Virginia Beach 
Gas Corp. serves the city of Virginia Beach. Its sister com- 
pany, Beach Gas Corporation, distributes bottled gas to the 
suburban area near Virginia Beach. Together, the two com- 
panies serve 2500 customers — all residential or commercial. 

Virginia Beach Gas Corporation’s customers have re- 
warded the company’s superior service by continually in- 
creasing their loads, helping the company grow and prosper. 


AMERICAN 


METER COMPANY 


INCORPORATED CESTABLISHMED t8308 


Attractive, lightweight Abninumease Meters bring GENERAL SALES OFFICE: Philadelphia 16, Penna. « Albany * Alhambra « Atlanta © Baltimore 

city-type” gas service to Virginia Beach, Virginia. Birmingham * Boston * Chicago * Dallas * Denver + Erie * Houston * Kansas City * Los Angeles 
AL-110 meters build customer confidence through- Minneapolis * New York * Omaha ° Pittsburgh * San Francisco * Seattle * Tulsa * Wynnewood 
out Virginia Beach Gas Company’s 26 miles of iN CANADA: Canadian Meter Company, Ltd., Milton, Ontario * Calgary * Edmonton + Regina 
distribution lines within the city. The company SUPPLIERS TO THE GAS INDUSTRY for Ironcase, Tinned Steelcase, Aluminumcase, and Welded 


distributes about 800,000 gallons of propane each Steelcase Meters * American-Westcott Orifice Meters * Instruments * Reliance Regulators 
year through underground gas mains. Apparatus » Valves 
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Mark Anton, president of Suburban Propane 
Gas Corp. (center), receives recognition 
for 30-year-old company. In addition to 
testimonial resolution of board of directors 
presented by board member, Sylvester C. 
Smith, Jr. (left), he received “the shoe 
string on which he started" and “the boots 
into which it has grown." Handing Mr. 
Anton the boots is Joseph Lurker, third em- 
ployee of the company (preceded only by 
his father and one brother). Mrs. Anton 
beams as Mr. Anton discloses sincere sur- 
prise and pleasure at the honor bestowed 
on him. 








one of the two founders and the 
first president of the LPGA in 
1931; and the recipient of the first 
Distinguished Service Award. 

The board also gave Eugene 
Howick, administrative vice presi- 
dent, a testimonial document ex- 
pressing its “appreciation and 
thanks for his many years of ser- 
vice to the corporation and to the 
L. P. gas industry.” 

Employees who were honored for 
their 25 years of service were Mrs. 
Ruth Swenson Neville, director of 
district offices; Louis A. Katz, as- 
sistant to the administrative vice 
president; George R. Williams 
analyst, and Edward L. Peter, 
member of the firm’s maintenance- 
engineering staff. Their enroll- 
ment raises membership in the 
Quarter Century Club to 48. Mrs. 
Neville is the first woman so hon- 
ored in the company’s 30 year 
history. 


Arkla Gas Co. acquires 
Reynoids Gas Regulator 


Arkansas Louisiana Gas Co. re- 
cently announced the purchase of 
Reynolds Gas Regulator Co., of 
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Anderson, Ind. Purchase price for 
the company “in its entirety, was 
$1 million,” the announcement by 
the gas company’s board of direc- 
tors said. 

The announcement said also that 
the acquisition would lead to the 
establishment of a factory employ- 
ing 100 persons within a year in 
Arkansas. 

Reynolds is a leading producer 
of regulators and gas control dev- 
ices for utilities and LPG indus- 
tries. Established 38 years ago, 
the company manufactures all types 
of gas regulators. 

W. R. Stephens, Little Rock, 
Ark., board chairman and presi- 
dent of Arkansas Louisiana, said, 
“I am authorized by the board of 
directors to announce that Floyd 
Gaunt, of Anderson, a vice presi- 
dent of Reynolds, will continue in 
the same capacity and act as gen- 
eral manager of this manufactur- 
ing outlet. 

“The board has determined that 
the Anderson factory will continue 
its operations and that a new and 
modern factory producing the same 
products will be established in 
Arkansas.” 

Mr. Stephens said that as pres- 
ently contemplated by the ALG 
board, the new factory will be of 
sufficient specifications to provide 
manufacturing facilities for other 
gas burning appliances and regu- 
lating devices. 

While operating details for the 
Reynolds company have not finally 
been determined, Mr. Stephens 
stated, it probably would be a di- 
vision of Arkla Air Conditioning 
Corp., a wholly owned subsidiary 
of Arkansas Louisiana Gas Co. 

Arkansas Louisiana began its 
diversification program 18 months 
ago and activities added to its bus- 


iness operations include: all-year 
gas air conditioning equipment, gas 
lighting, cement manufacture, 
chemicals, horse-drawn buggy 
equipment and pipeline construc- 
tion — all through wholly-owned 
subsidiary companies. 


Philco enters the mobile 
home industry market 


Philco Corp. recently announced 
its decision to put its experience in 
the home appliance field at the ser- 
vice of the mobile home industry. 

A special department has been 
established to handle this activity, 
headed by John L. Utz, general 
manager of special market plan- 
ning. Working with him is Robert 
C. Digges, manager of special sales, 
who will be responsible for sales 
of Philco products to mobile home 
manufacturers. Continuing em- 
phasis will be placed on working 
with the Mobile Home Manufac- 
turers and Dealer Associations to 
help foster the growth of the in- 
dustry. 

Top Philco officials expressed the 
conviction that the company’s full 
line of home appliances is tailor- 
made for the mobile home manu- 
facturer and the mobile home 
owner. The present line features 
the Duomatic washer-dryer, the 
split-level oven and the new “pre- 
dicta” television receivers. 

All Philco products installed in 
mobile homes will be protected by 
the same arrangements for free 
labor and warranty parts replace- 
ment during the warranty period 
as those covering Philco products 
in stationary homes. 


Simplified pressure vessel 
code is now available 


The latest edition of “The Un- 
fired Pressure Vessel Code Simpli- 
fied” by Robert Chuse is a simpli- 
fied analysis of the ASME Unfired 
Pressure Vessel Code. It makes the 
Code easy to use. 

The 1958 edition contains, in its 
48 pages, simplified charts for in- 
ternal and external pressure, shell 
thickness, flanged and dished head 
thickness, flat head thickness, flat 
cover plate thickness and openings 
and reinforcements. It also includes 
new charts on external pressure on 
heads, stamping, head and shell 
volumes, welding qualification po- 
sitions, new information on mag- 
netic particle and penetrating oil 
tests, plate identification, non iden- 
tified material, articles on Canadian 
pressure vessel requirements, the 
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Cities Service 
barge’s huge tanks, shown during installation launches great new 


below. Walls of each tank are over an inch thick. 


Each weld had to be X-rayed and the entire tank 4 
was run through an annealing furnace for stress = as river arge 


relieving under intense heat. 


“ \ ~ 
Saddle Arrangement above was used to support 


Another reason why Cities Service LP-Gas 
delivery is tops throughout the Midwest! — 


With a capacity of 10,000 barrels of LP-Gas, Cities Service No. 1, 
the great new river barge shown above, marks a giant step forward 
in LP-Gas progress. 

Certified by the Coast Guard to navigate the waters of the Missis- 
sippi, its tributaries, and even Lake Michigan, the new barge is 
another assurance of continuous supply and speedy delivery to Cities 
Service distributors. 

In addition to superior delivery, Cityes Service today offers distribu- 
tors expert assistance in conversions and technical problems, account- 
ing, credit, new business, routing, labor-management relations, 
collections, expansion, and fleet maintenance. 

For more information, talk with a Cities Service representative 
from the nearest office. 


SERVICE! ... part of our name, part of our business 





3435 Broadway 500 Robert Street 


\t" eee 

Kansas City 11, Missouri St. Paul 1, Minnesota —— 

C { T { F S t RVI E 20 N. Wacker Drive 6611 Euclid Avenue 170 University Ave. 
Chicago 6, Illinois Cleveland 3, Ohio Toronto 1, Canada 

QUALITY PETROLEUM PRODUCTS 
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Weatherhead 
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Progressive dealers everywhere are learning that the Weatherhead 
Package Plan means real purchasing efficiency. And Weatherhead 
delivers quickly, where and when you want them. Just one order. . 
for cylinders, regulators, valves, fittings — complete changeover assem- 
blies from a reliable single source WEATHERHEAD. 

Weatherhead cylinders are of rugged 2-piece construction for maxi- 
mum strength and longer service life. The 21001 extra fast fill cylinder 
valves have easy turning handwheels for more perfect shut-off — more 
positive lift opening. 

... ask about the 551 Regulator merchandising program featuring per- 
sonalized dealer decals FREE OF CHARGE with minimum orders of 250. 


THE WEATHERHEAD COMPANY 


WARRANTY 
PROTECTION ON 
ALL WEATHERHEAD 


LP-GAS PRODUCTS 


Complete Source of LP-Gas Equipment > 














Code symbol and certificate-prece- 
dure to follow to obtain them, and 
welded repair procedure. 

Copies are available at $6.50 per 
copy from Robert Chuse, P. 0. 
Box 91, Leonia, N. J. Single charts 
can be had at $1.00 each. 


General Controls acquires 
automatic valve company 


An agreement by General Con- 
trols Co. to purchase the assets of 
Foster Engineering Co., Union, N. 
J., was announced recently by Wil- 
liam A. Ray, president. 

The purchase is subject to the 
approval of the stockholders of Gen- 
eral Controls. 

Manufacture of regulating equip- 
ment for controlling pressure, tem- 
perature, level and flow of steam, 
gases and liquids, with which Fos- 
ter has been identified since 1879, 
will be consolidated with the Ham- 
mel-Dahl division at Warwick, R. 
I., which was acquired in January 
1958. 

Mr. Ray said a new plant will 
be built at Warwick Industrial 
Park to house operations of Foster, 
which will become a division of 
General Controls after formal ac- 
quisition Feb. 1, 1959. The plant 
is already in the design stage. All 
qualified Foster employees, accord- 
ing to Mr. Ray, will be moved with 
their families from Union to War- 
wick, some 200 miles, at company 
expense. 


Propane-air plant features 
“push-button™ starting 


A new propane-air plant installa- 
tion, which makes possible quick 
change-overs from natural gas to 
propane and back, is now serving 
as a stand-by to supply the city of 
Naugatuck, Conn., in time of 
emergency, with 75,000 cfh of 1400 
Btu, 1.30 sp. gr. substitute gas. The 
equipment was designed and con- 
structed by the Selas Corp. of 
America for the Waterbury South 
Gas Plant of Connecticut Light & 
Power Co. 

The installation automatically 
mixes propane with air in the cor- 
rect proportion and compresses the 
mixture to the required distribu- 
tion pressure. Since the mixture 
can be used in existing gas-burn- 
ing appliances without adjustment, 
it assures an uninterruptible sup- 
ply of fuel to the entire area being 
served, should the utility’s supply 
of natural gas be cut off. 

Exclusive of propane vaporizing 
equipment, the installation is com- 
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|REAT LINE GREATER 
Q/UM Gas HEATERS 


for 1959 


Temco, Inc., manufacturer of more than one 
and one-half million heating appliances, now 
introduces Magic Chef, a name synonymous 
with the best in heater design and engineer- 


ing features for over half a century. 


The result is Magic Chef WONDER WARM, the 
MODEL NO. 8872 gas heater that puts the heat on the floor 
where it’s needed most. This exclusive Magi- 
carpet Heat flows from wall to wall, and floor 


to ceiling. 


It's the big comfort feature that will appeal to 
your customers. And, there's a Magic Chef 
WONDER WARM style for every 
home need. Make sure this 


famous line is well represented 





in your store ahead of the 1959 


heater season! 
MODEL NO. 8820 


MODEL NO, 8871 


Division TEMCO, Inc. 


Wonder Wave tm 
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Diagram of the pro- 
pane-air plant which 
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features “push but- 
ton" starting and 
is now serving as a 





stand-by to supply 
the city of Nauga- 
tuck, Conn., in time 
of emergency. 


BYPASS LINE 





DISTRIBUTION SYSTEM 


prised of a Selas propane diluter, 
which has a ratio control valve for 
convenient and instantaneous vari- 
ation of gas-air mixture, and a spe- 
cial water-cooled compressor. Ac- 
curately machined gas and air 
metering ports in the balanced 
pressure, full floating mixing valve 
provide precise control of gas-air 
ratio, with turndown through a 
range ef 50:1. 

The discharge pressure of the 
system is 29 psig. Compressed gas 


PROPANE 
EVAPORATORS 





Pee. . AFTERCOOLER 00000 


passes through a meter manifold, 


after-cooler, and then into the dis- ° 


tributing system. Mixture is re- 
circulated through by-pass piping 
during periods of reduced demand. 


Clayton equips 28 trucks 
with demonstrator units 


In order to speed the introduc- 
tion of its new Blast-Master steam 
cleaner and Clayton-Sellers heavy 





duty hydraulic jet cleaner units, 
Clayton Manufacturing Co. has 
purchased 28 Model A-120, three 
quarter ton International Harvester 
trucks on which have been mounted 
demonstration units. 

Both the home factory at El 
Monte, Calif., and branch factory 
at Cincinnati, Ohio, are participat- 
ing in this effort to speed delivery 
to nationwide territories. Every 
unit is self-sufficient complete with 
power plants and fuel storage. 

These units will also furnish 
emergency steam cleaning when- 
ever called upon, states J. A. Cort- 
right, vice president of sales. “Fur- 
thermore,” he said, “this service 
will be available to anyone whether 
they use a Clayton unit or not.” 


GAMA publishes new 
industrial gas directory 


A new booklet—listing a wide 
variety of gas equipment for in- 
dustrial uses—has been published 
by the industrial gas equipment di- 
vision of GAMA. 

The publication lists the names 
and addresses of 36 manufacturers 
with brief descriptions of the type 
of industrial gas equipment that 
each company produces. It also 
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BEACON THROW 
> ON YOUR 
a1 PROBLEMS 


| BEACON PETROLEUM COMPANY 


PHONE LUther 5-5553 
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Newest LPG plant in Australia is this one 
recently opened by Gas & Fuel Corp. of 
Victoria, Melbourne. The LPG division has 
600 customers after six months of opera- 
tion, starting with a temporary filling plant 
and graduating to the modern plant pic- 
tured here. Gas & Fuel Corp. officials John 
Shaw and George Barrow gathered informa- 
tion for LPG plant operation following a 
visit to the United States including a stop 
at BUTANE-PROPANE News. 





lists various types of equipment in 
alphabetical order together with the 
names of producers of each type. 

All of the manufacturers are 
subscribers to the division’s Code 
of Ethics which was instituted 
several years ago to insure the 
highest standards of design, con- 
struction, durability, performance 
and safety in industrial gas equip- 
ment. 

Copies ef the booklet are avail- 
able at 50 cents a copy from 
GAMA, 60 E. 42nd St., New York 
Ress: 2s 


Canadian markets open 
with railroad extension 


The completion of the Pacific 
Great Eastern Railway into Prince 
George, in northern British Colum- 
bia, is expected to open up many 
new markets, including those using 
propane. 

The PGE, affectionately known 
as the Prince George Eventually, 


propane produced at the Fort St. 
John and other gas fields in the 
Peace River Block and ship them 
via tank car to markets to the 
south along the PGE. The country 
along the railroad is primarily 
ranching and lumber. 


Eclipse Fuel buys 
Norwalk Valve Co. 


Purchase of Norwalk Valve Co., 
South Norwalk, Conn., is announced 
by A. Campbell Perks, president of 
Eclipse Fuel Engineering Co., 
Rockford, II. 





COLUMBIAN’S “SAFE-T-TWIN’ 
does TWO jobs... 


MASTER-CRAFTED BY 


(OLUMBIAN 


Now you handle both butane and pro- 
pane deliveries better and more easily 
from the Columbian “Safe-T-Twin” 

tank truck unit. Both in heavy, hectic 
city traffic and on “off-the-pavement” 
rural fuel deliveries, the specially de- 
signed, small-diameter (42” I. D.) twin 


tanks with their low center of gravity 
give stable balance, easy maneuver- 
ability and ideal handling. ( Wherever 
you go, Columbian serves you best!) 
Tanks shown above total 1500 gallons 
capacity, but are available in sizes to 
suit your need. 








“SAFE-T-TWIN” SPECIFICATIONS: ASME 1956 Code working pressure of 250 Ibs. Hemispherical 
heads and countersunk relief valves. Tanks manifolded on liquid and vapor and equipped 
with 2” Viking KK 200 Propane pump with mechanical seal. 1/4 
printing counter. Motor driven dual reel. Liquid and vapor hoses serve either tank, ore 
housed in rear cabinet. Complete ICC lighting and wiring. 


Neptune 433 meter with 








WHAT DOES YOUR BUSINESS NEED? 


The “‘Safe-T-Twin” and LP “Advertiser” truck 
tank units are two examples of fast, efficient 
Columbian delivery equipment so important to 
profit in the LP Gas business. Columbian makes 
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custom units yen size—semi-trailer transports 
and delivery truck units—to meet the require- 
ments of your particular business. 


COLUMBIAN LP “ADVERTISER” 
Clean, modern design advertises you as an 


up-to-date distributor. Compact rear rey 


door cabinet houses all controls, fittings 
meter, 150 ft. 3/4” hose on power reel. 
equipped with ICC lights and wirin 
all state and federal requirements cities 
from 1200 to 2500 gal. (Capacities above 2 gal. 
should be on dual-axle trucks. ) 


Pl mn Columbian. Write for specification sheets and quotations, 


or for an engineering estimate on a custom-built unit. Tell us your re- 
quirements. Write or phone. 


®\ COLUMBIAN STEEL TANK COMPANY 
p P. O. Box 4048-C Kansas City, Mo. 


was previously famous for the 
fact that it started nowhere and 
ended nowhere. The southern term- 
inus was extended some years ago 
from Squamish into Vancouver, 
and now with the extension to the 
Canadian National at Prince George 
it provides an important line of 
commerce up the middle of British 
Columbia. 

It will now be possible to tap 
the large supplies of butane and 
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Ribbon cutting ceremonies that climaxed 
dedication of National-U. S$. Radiator 
Corp.'s million dollar engineering center in 
the company's new 8-acre research park at 
Johnstown, Pa., gave President T. B. Focke 
(right) an opportunity to express the com- 
pany's appreciation to Peter M. Sarraiocco, 
National-U. S. executive engineer and sec- 
retary of the management advisory com- 
mittee, who was responsible for getting the 


facility built. 





Included in the purchase were all 
the machinery and the compiete 
product line consisting of : Norwalk 
and Connelly valves, regulators, 
governors, filters, and gauges. 

Machinery, tooling, engineering 
files, and inventory are being moved 
to the main Eclipse plant in Rock- 
ford. Manufacturing and sales ac- 
tivities will be carried on under the 
designation of Norwalk Valve di- 
vision, Eclipse Fuel Engineering. 


c 





Motorola introduces new 
two-way mobile radio unit 


Greater reliability and lower 
power drain result from Motorola’s 
new two-way mobile radio which 
uses more than 20 transistors. The 
mobile unit—half the size of con- 
ventional radios—was unveiled re- 
cently in Los Angeles. 

Savings of from $41 to more than 
$300 per unit are possible due to 
the fact that the unit uses only one- 
third the power required for con- 
ventional models, Motorola officials 
claim. The receiver and power sup- 
ply are fully-transistorized with 
transistors replacing tubes, vibra- 
tors, and the dynamotor. Savings 
result from less fuel, less engine 
wear, less battery use, no need for 
heavy duty generators, and lower 
radio maintenance. 





Lost: 1620 million gal. 
of LPG in BPN office 


Someone in the BUTANE- 
PROPANE News office lost 
1620 million gal. of LPG last 
month. In the article “Un- 
derground Storage Keeps 
Growing,” which appeared on 
page 35 of the December 1958 
issue, total underground 
storage capacity was reported 
at 42,558,000 bbl or 180 mil- 
lion gal. But the 42,558,000 
bbl, which is the right figure, 
actually comes to 1800 million 
gal. 

There must be a lesson in 
all of this somewhere. Be- 
cause a little zero was 
dropped, we lost 1620 million 
gal. of LPG. 

First reader to point out 
the error was J. Woodward 
Martin, L. P. gas sales man- 
ager, Shamrock Oil & Gas 
Corp., Amarillo, Texas. 
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Custom designed by Master Tank & Weld- 
ing, Dallas, Texas, for Grasso Bros. Inc., 
St. Louis, Mo., this blimp measures 77!/4 
in. OD by 38 ft 2!/2 in. OAL, and has an 
8600 water gallon capacity. The unit is 
fabricated of "T-I" steel, the newest de- 
velopment in light weight material for 
pressure vessels. 









ee 





Sa 





RASS-Q-GAS 





NEWS NOTES 


Apex Supply Co., Dallas, has been 
appointed distributor of Rheem 
water heaters, heating and air con- 
ditioning by the Home Products di- 
vision of the Rheem Manufactur- 
ing Co., it is announced by Joe 
Lerer, Apex president. In addition 
to its function of maintaining in- 
ventories for immediate delivery to 
its customers, Apex Supply has 
begun active participation in the 
merchandising programs developed 
and sponsored by Rheem. 





Chambers Built-Ins Inc., Chi- 
cago, has appointed 20 new dis- 
tributors east of the Mississippi to 
handle a complete new line of pack- 
aged built-in kitchen appliances. 


Rheem New Zealand Ltd., wholly- 
owned subsidiary of Rheem Manu- 
facturing Co., will build a plant 
this winter at Wellington, New 
Zealand, A. Lightfoot Walker, 
president, said. 


Pyrofax Gas Corp. has just 
opened a new cylinder filling and 
bulk plant in Kilmarnock, Va., ac- 
cording to Walter A. Naumer, 
president. Mr. Naumer also an- 
nounced the opening of a bulk plant 
in Cokato, Minn., and the addition 
of cylinder filling facilities to the 
existing bulk plant in Lancaster, 
Pa. 


October 1958 shipments of gas 
ranges totaled 215,400 units, the 
largest monthly figure in two years, 
GAMA announces. The total for 
free-standing and built-in models 
was the largest since the 219,100 
in October 1956. It was 10.2 per 
cent above the 195,500 shipped dur- 
ing October of 1957. For the first 
10 months of 1958, the latest figure, 
1,548,700, was down 7.7 per cent 
from the 1,678,500 a year earlier. 
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New York dealers hold 
management course 


“Credit and Collections,” “Bus- 
iness Insurance” and “Manage- 
ment Analysis” were the three 
principal scbjects offered for 
workshop discussion at the third 
annual management course held 
at Cornell University, Ithaca, Oc- 
tober 6-8, under the joint sponsor- 
ship of the New York State School 
of Industrial Relations and the 
New York State LPGA. 

The program was planned with 
the assistance of the educational 
committee of the association, un- 
der the chairmanship of Ralph 
Fisk, of Cobleskill. It was de- 
signed as a workshop to provide 
participants with an opportunity 
to explore, in depth, the three 
problems named above. All of 
those participating, when queried, 
commented that this was the first 
time they had had the opportunity 
of comparing phases of their bus- 
iness with other LPG operators. 

The evaluation of a manage- 
ment analysis survey that was 
commenced last year was offered 
at the final session program. The 
purpose of the survey was to ac- 
cumulate statistical percentages 
so that a given L. P. gas member 
marketer can at any time compare 
his operation with the average 
record in his association group. 
The survey form will be slightly 
changed this year and will again 
be mailed to members for coopera- 
tive reports. 

It is anticipated that this ser- 
vice will develop norms for any 
size or type of operation and will 
give the marketer seeking infor- 
mation a good yardstick to use 
as a management tool. 


R. Clifford Lough elected 
president W. Va. LPGA 


What is the “Outlook for the 
Small L. P. Gas Operator?” This 
arresting query was answered in 
detail recently when Walter H. 
Hoagland, Fisher Governor Co., 
addressed the October 10 conven- 
tion of the West Virginia LPGA 
in Clarksburg. Many examples of 
wise management obtained from 
different companies were cited to 
help guide distributors in their 
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efforts to meet today’s competition 
and the changing conditions of 
the immediate future. 

Following Mr. Hoagland’s talk, 
outgoing President W. M. Morgan 
opened the business meeting and 
conducted the scheduled merchan- 
dising panel on the subjects of 
merchandising, cylinder mainte- 
nance and credit, with Edward 


Withrow, “Magic Chef”; Paul 
Dooper, Pressed Steel Tank Co., 
and Mr. Morgan, respectively, 
handling the topic subjects. 


Newly elected to the presidency 
was R. Clifford Lough, Grafton 
Road Bottle Gas, Morgantown, W. 
Va. He will serve the association 
for the year 1959. 

Charles D. Johnston, Samson 
Co., Clarksburg, was named vice 
president; C. William Faulkner, 
Gas Service Inc., Bluefield, secre- 
tary; and R. L. Daugherty, Daugh- 
erty Propane Co., Mineral Wells, 
treasurer. 





YOU MAKE 
MORE MONEY 


by faster delivery with 


VIKING ip-cas TRUCK PUMPS 


with return-to-tank valve on head 


Return-to-tank 
valve on head 
showing connection 
for piping. 

28, 38 and 

70 GPM Sizes 


Yes, you make more money by using Viking truck pumps because 
you save valuable loading and unloading time. Many fleet owners 
have proved that fact to their own satisfaction and now use Viking Truck 
pumps only. If you'd like information about Viking Pump’s money- 


saving abilities, just ask for it. 


Note these facts: with Vikings you have mechanical seals with O-ring 
gaskets, integral thrust bearings, return-to-tank valve on head, and 
automatic internal pressure lubrication of internal bearing. 


We'll gladly supply complete information. 


Write today for free Catalog HB 
VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. 


In Canada, it's “ROTO-KING" pumps 


SEE OUR FILE IN BUTANE-PROPANE CATALOG 
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e Conversion Parts 
e Meter Components 

e Drills & Drill Cases 

e Testing Thermometers 

e Oven Testing Pyrometers 
e Taps & Reamers 

e GRIPSO Pliers & Wrenches 
e Ratchets & Sockets 

M/W Cylinder Trucks 


f e YEATS Appliance Dollies 


e Dies & Die Holders 

e PAPCO Flaring Tools 

e PAPCO Cutoff Tools 

e GRIFFOAM Leak Detector 








New directors are Robert E. 
Statler, Charles D. Johnston, Don- 
ald W. James, Mrs. Harry Sapp, 
C. Wade Gibson, Bernard E. 
Marrs, W. M. Morgan, Walter 
Hoagland, and John Adams. Di- 
rectors holding over for another 
year are W. H. Wageley, A. D. 
Steven Jr. and Paul P. Winfrey. 

The convention committee was 
co-chairmaned by Cliff Lough and 
Charles Johnston. 


New England group holds 
10th annual meeting 


The 10th annual meeting of the 
LPGA of New England was held 
in Boston October 28. Of princi- 
pal interest was the election of 
officers for the ensuing year. 
Those chosen are: 

President, John D. Stone; vice 
presidents, Alfred Thomas and 
Henry Merrill; secretary, Ray 
Murray; treasurer, W. A. San- 
ford. Directors for even num- 
bered regions: Harvard E. Rey- 
nolds, A. E. Reid, Charles Jack- 
man, Sterling Nelson, Allan 
Sleeper and Joseph Falk. Direc- 
tor-at-large: William F. Holmes. 

The first feature of the program 
was a safety and operations work- 
shop, directed by Ed Johnson, 
with the aid of five experts. Ques- 
tions for the panel were solicited in 
advance and discussions centered 
around safety in general and prob- 
lems pertaining to phases of plant 
operation for cylinder dealers, for 
bulk plants and for combinations 
of both those groups. 

Speakers in order were R. H. 
Mahnke, vice president National 
LPGA, on “News and Views from 
Chicago”; Arthur E. Bone, presi- 
dent of National LPGA, on 
“Larger Profit Growth Ahead,” 
and Prof. John Matthews, Har- 
vard Graduate School of Business 
Administration on “Factors that 
Affect Net Profits.” 


Emmett Nystrom heads 
Minnesota association 


At the October 27-28 fall con- 
vention of the Minnesota LPGA 
in Minneapolis, Emmett Nystrom 
was elected president for the en- 
suing year. He is head of the 
Nystrom Shellane Service Co., 
Worthington, Minn. 

Other officers elected: First 
vice president, Calvin E. Forbes, 
King Gas Co., Osseo; and second 
vice president, Art Peterson, Util- 
ity Gas Co., Gaylord. 





Outgoing president R. C. Schuerman, Min- 
nesota LPGA, conducting the final business 
session at the group's fall convention. 





New directors are Robert Free- 
berg, Miles Hall, H. E. Hansen 
and Andrew J. Tirpak. 

Nearly 200 L. P. gasmen at- 
tended the meeting. Featured 
speakers were Richard Mueller- 
leile, City Service Corp., Chicago; 
and Wayne Field, Hope Chest Co., 
Minneapolis. Classroom style edu- 
cational features included the 
subjects of “Human Relations”; 
“LPG Control Workbook” — Min- 
neapolis Honeywell; “Telephone 
Techniques,” and the “Cost of 
Doing Business,” by Bob Manning, 
Rapid Thermogas Co., Des Moines, 
Towa. 

A television broadcast, from a 
Minneapolis T. V. station, empha- 
sized the modernity of L. P. gas. 
Promotional material for the skit 
was furnished by the LP-Gas 
Council. Lars Larson, Consumer 
Gas Co., was the principal actor. 

R. C. Schuerman was the out- 
going president; Joseph H. Rea- 
gan was convention chairman, and 
Richard J. Werner secretary-trea- 
surer. 


WLGA mid-year meeting 
attracts 100 to L. A. 


Discussions of the new weights 
and measures code and the new 
safety orders for L.P. gas in Cali- 
fornia highlighted the mid-year 
meeting of the Western Liquid 
Gas Association which attracted 
nearly 100 members to the Statler 
Hilton hotel in Los Angeles, No- 
vember 17 and 18. Explanations 
of the new regulations were made 
by A. I. Snyder, supervising engi- 
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neer, California Department of 
Industrial Safety, and Dan Per- 
kins, director of the Division of 
Weights & Measures. Both of 
these men have been touring Cali- 
fornia to present the discussion 
program to WLGA meetings in 
other parts of the state. 

A luncheon meeting preceded 
the regulation discussion on the 
first day of the two-day confab 
while the WLGA Board of Direc- 
tors meeting occupied the second 
day. 

Speakers atthe luncheon in- 
cluded Rudy Munzer, 2nd vice 
president of the LPGA, who dis- 
cussed the national association’s 
activities; John Agbashian, presi- 
dent of the WLGA, who told of 
the California association’s activi- 
ties, and A. L. “Dock” Walters, 
WLGA executive director, who 
outlined a blueprint for WLGA 
action. Roland Usher, American 
Liquid Gas Inc., presided as chair- 
man of the mid-year meeting. 

Among the head table guests 
were W. F. DeVoe, president of 
the National LP-Gas Council, and 
George Schulte, Council director, 
who held an Executive Committee 
meeting of the Council coincident 
with the WLGA meeting. One of 


the outcomes of the Executive 
Committee meeting and of a joint 
meeting of that committee and 
the public relations committee of 
the WLGA is a plan whereby the 
Council will add, as soon as pos- 
sible, a public relations field rep- 
resentative for the West Coast. 
He will be headquartered at the 
WLGA San Francisco office. 

One of the major items on the 
association’s agenda for the 
months ahead is the opening of 
the city of San Francisco to LPG. 
Long the last remaining major 
city which does not allow the sale 
of L.P. gas, San Francisco has— 
through the workings of WLGA— 
invited the industry’s cooperation 
in writing an LPG code. 


Well known writer joins 
LP-Gas Council staff 


The National LP-Gas Council, 
public relations and advertising or- 
ganization for the entire LPG in- 
dustry, has secured the services of 
William E. Ehlscheid as a staff 
writer. 


The appointment is announced 
by W. F. DeVoe, president of the 
Council, who states that Mr. Ehl- 


W. E. Ehischeid 


National Council 


scheid’s association in the imme- 
diate past with the building indus- 
try will make him specially valuable 
to industry effort. 

As technical editor of Practical 
Builder magazine, he has gained 
wide knowledge of design and con- 
struction of restaurants, schools, 
residences and commercial build- 
ings. 


Mississippi dealers elect 
Gresham Jr. its president 


At the annual fall business 
meeting of the Mississippi L.P. 
Gas Dealers Association on No- 
vember 9-10, W. W. Gresham Jr. 
was elected president for 1959. He 
succeeds John A. Grice. 
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“the burner with a brain” 
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No down payment is required when you floor plan Enterprise 
gas ranges. There are no charges of any kind for the first 
90 days. And, only one-half of one per cent on the balance 
outstanding is charged from 90 up to 180 days. 


This generous Enterprise floor plan gives you time to sell at 
the profit you should have. And, you have something extra 
good to sell: non-rust porcelain finish inside and out, one- 
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Ag perati ising all is 
available to help get the Enterprise story to your pros- 
pects. Ask your Enterprise-ing salesman about it. 


Nashville, Tennessee 


to offer so generous 
a floor plan! 


piece all-welded chassis, 
Perfectrol automatic top 
burner, Kitchen-Mated color 
panels. 


... in our 100th year 











PORTRAIT of a 
ae eee 


Seam 


ia Re RED > nee bY Newly elected officers of the Mississippi 
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For the Waldorf Profit Maker Story, write te Dept. | 
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A complete city and well 

water conditioner, Elgin’s new Cabinet 

Model 50 softens water, removes rust and filters 
for sparkling clarity in one automatic operation. 

The Model 50 is easy to install and 
requires minimum maintenance and 
salt attention. A “most wanted” appli- 
ance, easily sold on its looks and 
formance in city and rural areas alike, 
it is a natural tie-in with home 
improvement plans. 

Elgin also produces a sales-mate 
for the Model 50— the economical, 
semi-automatic Model 60 tank- -type 
unit. A 3-year guarantee, plus a 10- 
year warranty, is furnished on both 
units. And Elgin provides you — the 
dealer — with sales stimulating mer- 
chandising aids and demonstrators to 
make your selling job easier and 
more professional. 








Fully Automatic 
Model 50 


Write for Full Resale Facts TODAY! 
Home Appliance Division 


ELGIN SOFTENER CORPORATION 


243 N. Grove St., Elgin, Ilinois 





meeting were Senator John Sten- 
nis, W. H. Swartzendruber, Jack 
Grundfest, William Flauett and 
C. D. Prichard, the last named a 
director of the Liquefied Com- 
pressed Gas Division of the state. 


Indiana men enthusiastic 
over managers’ conference 


The October “Owner and Mana- 
ger Conference” of the Indiana 
LPGA developed so many helpful 
ideas and was so enthusiastically 
approved by those who attended 
that the meeting will become an 
annual affair, according to Sher- 
man McCoy, president of the asso- 
ciation. 

The managers’ conference was 
held under the auspices of Purdue 
University in Lafayette, Ind., with 
Mark E. Ocker, division of adult 
education at Purdue, acting as 
supervisor. It emphasized the “man- 
ager’s responsibility to the em- 
ployees for training, for the estab- 
lishment of proper attitudes, and 
for the establishment of operational 
policy,” according to the program 
covering the two-day session. 

Speakers at the conference were 
Merle M. McClure, D. C. King and 
Floyd Gillis, all of Purdue Univer- 
sit»; G. C. Klippel, Robert B. Green 
and George A. Saas, Indianapolis 
businessmen. 

The planning committee consisted 
of Sherman McCoy, Clifford Staple- 
ton, Phillip R. Hedback, and Jim 
Young, respectively — president, 
vice president, secretary-treasurer, 
and director of the association; 
Merle M. McClure and Mark E. 
Ocker, of Purdue. 


Safety program of Texas 
dealers now paying off 


The long campaign for safety in 
the operation of all branches of the 
liquefied petroleum gas business by 
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Texas dealers has recently had pub- 
lic commendation from Governor 
Price Daniel in the form of a letter 
to Sam Strong, chairman of the 
safety committee of the Texas Bu- 
tane Dealers Association. 

In congratulating the association 
upon the success of its continuing 
programs for safety over the years, 
Governor Daniel emphasized the 
practical fact that the Texas Board 
of Insurance last summer exempted 
haulers of liquefied petroleum gas 
from an advance in insurance rates 
that affected every other major 
class of commercial carriers. 

Insurance company officials have 
pointed out many times in the past 
that the safety education programs 
of the Texas Butane Dealers Asso- 
ciation have been primarily respon- 
sible for the decline in the Texas 
LPG industry’s accident experience. 


Maryland fire fighters 
hold LPG demonstration 


An LPG live fire demonstration, 
sponsored by the Maryland LPGA, 
and in conjunction with the Reese 
Volunteer Fire Co., was held Sept. 
16, 1958, on the Reese, Md., volun- 
teer fire company grounds. Fire- 
men and LPG industry personnel 
from all over the state gathered 
to witness the controlled propane 
fires. There were 360 men regis- 
tered. 


The safety and education com- 
mittee of the association organized 
the demonstration. Harry Foote, 
Sun Oil Co., acted as marshal. The 
program covered controlled liquid 
and vapor fires, and allowed suffi- 
cient time during each phase for 
the firemen to use different pieces 
of apparatus and equipment to ex- 
tinguish the fires. 

Local demonstrations at each of 
the fire companies represented are 
being planned so that every volun- 
teer fireman in the state will have 
the opportunity to see and partici- 
pate in training of the proper 
method of handling L.P. gas fires. 


Harry Rosen will lead 
New Jersey group in ‘59 


The 1958 annual convention of 
the New Jersey LPGA elected 
Harry Rosen to head the organi- 
zation during 1959. The meeting 
was held in Atlantic City October 
14. 

Other officers elected are: First 
vice president, Henry J. Aust; sec- 
ond vice president, Roy G. Rohel; 
secretary - treasurer, Frank C. 


JANUARY, 1959 


Barry. New directors are Jack 
T. Bell, Arthur Benjamin, James 
L. Earhart, Alois Frickel, Murray 
Glass, Louis A. Katz, Marcel Lind- 
enbaum, John J. Long, Harold V. 
Woodhead, Manuel Gale and Ed- 
ward A. Keible. 

“The Time is Now” was the sub- 
ject of an address by F. A. Kaiser, 
Michigan Consolidated Gas Co., 
and E. F. Butler, Maytag Co., 
talked on, “Salesmen Have to be 
Salesmen.” 

“Mrs. America” and Julia 
Meade, gas industry hostess, ap- 
pearing on T. V. program, “Play- 


house 90,” were presented to the 
group. 

The American Gas Association’s 
40th annual convention was in 
session in Atlantic City at the 
same time, and the New Jersey 
LPGA members were invited to 
attend the AGA residential gas 
section meeting and the parade 
of gas progress exhibit. 
~ Selling is a game, the most interesting and 


fascinating game in the world. But it is a 
game where both sides win, not a game in 


which there must be a winner and a loser. 


Gossips talk to you about others, bores talk 
te you about themselves and good conversa- 
tionalists always talk to you about 








dj 4 | DAMAGED? 


It’s easy to replace 


4 vs ROCHESTER Ceederion, 


Merely remove the damaged dial with a 


screwdriver and replace with a new hermetically 


sealed Rochester dial — you lose no gas, even with 


full tanks! This exclusive Rochester Criterion 


feature means extra profit for you. 


Demand Rochester Criterion gauges on your 


next tank order or order direct from factory. 
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ROCHESTER GAUGES, INC. 


OF TEXAS 


2425 CAROLINE @ DALLAS, TEXAS 


SALES OFFICES: DALLAS; ATLANTA; DENVER; CLEVELAND; ROCHESTER; 
PHILADELPHIA; SAN FRANCISCO; LONDON, ONTARIO 





PRODUCTS 


“NOSEY JOE” LEAK 
TESTING KIT 


A positive, easy way to detect 
leaks in LP Gas lines between 
tank and house regulator. 
Adapter fittings, gauge, valve, 
hose fittings and __ instructions 
packed in metal box. 


SERVICEMAN'S TOOLS 
) Imperial Flaring Tool 


Faceted flaring cone main- 
tains full thickness of tube. 
Flares aluminum, brass or 
copper. 


, Pigtail Wrench 

\ Offset style—%/,” and 114”. 
Fits old and new style pig- 
tails. 12 point openings 
cannot slip. 


Flexible Manometer Kit 


Contains all parts for com- 
plete adjusting and testing. 
Accurate as the finest lab- 
oratory U-Tube. 


Gas Kit 


Complete set of Reamers, 

Files, Drills, Wrenches, etc., 
_ in handy metal box—meets 
i every service need. 


Millivoltmeter Kit 
Checks open circuit voltage 
output of #50 and #80 
thermocouples. Leatherette 
case and instructions. 


Safety Flashers 

Small, compact—60 flashes 
per minute. Weatherproof, 
20-ga. case. Standard 6-volt 
battery. 


Send for Fine Complete LP Catalog 


JVHE PRODUCTS Co. 


6240 OGDEN AVE 


BERWYN (Chicago Sub.) ILLINOIS 











WILLIAM A. HAIsT JR., has been 


| appointed president and general 
| manager of the Sprague Meter Co. 


He succeeds F. LESLIE FAIRCHILD 
who has served as president since 
1932 and has been with the com- 
pany for the past 40 years. Mr. 
Fairchild announced his retire- 
ment Oct. 22, 1958. Mr. Haist, a 
former vice president of the De- 
troit Controls division of Ameri- 
can Standard was named president 
of that company and moved to its 
headquarters in Detroit last Feb- 
ruary. 


C. L. Hastings 
Rochester Mfg. 


W. A. Haist Jr. 
Sprague Meter 


CLARK L. HASTINGS has been 
elected president of the Rochester 
Manufacturing Co. He moved up to 
the position from vice president in 
charge of sales and advertising. He 
succeeds Allen H. Ottman, who re- 
signed last April. Mr. Hastings 
joined Rochester in June 1928. He 
worked in plant operations and then 
in sales. 


PHILIP S. HARPER JR. has been 
elected president of Harper-Wyman 
Co. PHILIP S. HARPER SR., retiring 
president and founder of the firm, 
will continue as chairman of the 
board and will also serve as ad- 
visor on product resesarch and 
development. Mr. Harper Jr. joined 
the firm in 1948. In 1950 he was 
made manager of the Princeton, 


| Ill., plant. He became general man- 
| ager of the company in 1954 and a 


year later was elected executive 
vice president. 


NORMAN F. GARRETT has been 
elected vice president and general 
manager for manufacturing of 
Crane Co. He has been general man- 
ager of the company’s Chicago 
manufacturing division since Janu- 
uary 1957. In his new position, he 
will direct the operations of Crane 
Co.’s four plants at Chicago, Chatta- 
nooga, Tenn., Trenton, N. J., and 


Colton, Calif. Mr. Garrett an- 
nounced the appointment of WAL- 
TER KOVALICK as assistant general 
manager of the company’s Chicago 
manufacturing division. Mr. Kova- 
lick joined Crane in November 1957 
as production manager. 


CHARLES A. BOGENRIEF has been 
appointed director of facilities and 
tooling by Robertshaw-Fulton Con- 
trols Co. He will headquarter at the 
firm’s executive office in Richmond, 
Va. He has been head of the indus- 
trial and plant engineering depart- 
ment of the company’s Grayson di- 
vision, Long Beach, Calif., since 
1942. He joined the firm in 1937. 


DONALD E. MILLER has been 
named manager of all tank car and 
truck distribution for Texas Natu- 
ral Gasoline Corp. He has spent the 
last 10 years in the L. P. gas in- 
dustry and during that time has 
had extensive experience with vari- 
ous marketing companies in truck 
and tank car distribution and co- 
ordination of sales and purchases. 
He joined Texas Natural in October 
1958. 


JAMES A. DAYTON has been elect- 
ed as vice president-manufacturing 
of American Meter Co. Prior to 
joining American Meter, he served 
as a director, executive vice presi- 
dent and secretary of Turner & 
Seymour Manufacturing Co., Tor- 
rington, Conn. He was formerly 
associated with American Bosch 
Co., Lux Clock Co., Skinner Motors 
Inc., and Dayton Manufacturing 
Co. 


E. B. Hanmer 
Magic Chef 


J. A. Dayton 


American Meter 


ERNEST B. HANMER has been 
named sales director for the Magic 
Chef division of Dixie Products 
Inc. With Magic Chef for 45 years, 
he was previously southeastern 
regional sales manager. He will op- 
erate from Magic Chef’s sales head- 
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quarters in Franklin, Tenn., until 
Jan. 1, 1959, at which time he will 
be relocated at Cleveland, Tenn. 


WILLIAM S. HOWLAND was re- 
cently appointed eastern manager 
of heating sales for John Wood 
Co.’s heater and tank division. Mr. 
Howland was formerly with Anchor 
Post Co. as a district manager in 
its fluid heat division. When John 
Wood acquired this division three 
years ago, Mr. Howland was ap- 
pointed special field representative. 


Establishment of a new branch 
office in Tyler, Texas, and appoint- 
ment of five managers of company 
field offices is announced by the 
National Cylinder Gas division of 
Chemetron Corp. H. J. MCMURTRY 
has been named manager in Tyler, 
transferring to his new position 
from Oklahoma City where he has 
been in sales work for the past two 
years. Also announced is the ap- 
pointment of ROBERT L. KIRKLAND 
as manager of the division’s district 
office in Shreveport, La., VERNON 
D. PRATER as branch manager in 
Augusta, Ga., EDWARD D. WHIT- 
WORTH as manager of the division’s 
Charlotte, N. C., district office, and 
P. J. CHADWICK as branch manager 
in Knoxville, Tenn. 


RAYMOND W. CUMMINGS was 
elected treasurer of Crouse-Hinds 
Co. He succeeds J. R. Tuttle to the 
post of treasurer, while Mr. Tuttle 
continues as chairman of the board. 
Mr. Cummings has been with the 
company since June 1956, elected 
secretary in April 1958, and serves 
in a dual capacity. 


JACK SEARLS has joined Controls 
Co. of America as manager of field 
sales, heating and air conditioning 
controls. He will be located in the 
Milwaukee office where he will di- 
rect activities of the firm’s OEM 
field sales force. In addition, he will 
manage the gas product line, con- 
centrating immediately on building 
gas control sales. 


BANNASTER B. ROBISON has been 
appointed northwest representative 
for the complete line of Manchester 
Tank & Equipment Co. tanks and 
weed burning equipment in Idaho, 
Oregon, Washington and the Prov- 
ince of British Columbia in Canada. 


RALPH A. MCLAUGHLIN joined 
Beacon Petroleum Co. as traffic 
manager. He has had over 11 years 
of experience in the L. P. gas in- 
dustry. He left Service Petroleum 
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Co. to join Beacon and previous to 
Service Petroleum, he was with 
Anchor Petroleum and Mid-Conti- 
nent. At Beacon, Mr. McLaughlin 
will head the fleet tank car and 
truck transport distribution of 
butane-propane products to markets 
across the nation. 


The Coleman Co. Inc. has di- 
vided its sales organization into 
three marketing divisions accord- 
ing to product classifications and 
type of distribution. The three di- 
visions and their respective general 
managers are Home Heating & Air 


Conditioning, Jess L. Moore Jr.; 
Outing Products, A. O. BEYER, and 
Mobile Home Heating & Air Condi- 
tioning, R. H. Lowe. 


JAMES WOODALL, eastern sales 
engineer for Sprague Meter Co., 
resigned from the company in Oc- 
tober. He joined Sprague on June 
1, 1947, and was sales engineer in 
the southeastern territory until 
January 1949. He then moved to 
Los Angeles serving the company 
as western sales engineer where he 
stayed until 1953, and then re- 
turned to Atlanta. 








BLACKMER 


liquefied gas pumps 


Listed by Underwriters’ 


PERFORMANCE PROVEN 


Blackmer Pumps have earned 
broad customer preference 
through their excellent per- 
formance with records of han- 
dling millions of gallons of 
liquefied gases at amazingly 
low operating and mainte- 
nance costs. 


for OUTSTANDING SERVICE 
in handling BUTANE, 

PROPANE, AMMONIA and 
SIMILAR LIQUEFIED GASES 


OUTSTANDING 
DESIGN FEATURES 


These features account for 
long life in service and low 
maintenance costs experi- 
enced by users of Blackmer 
Liquefied Gas Pumps: 
HEAVY DUTY ANTI-FRICTION 
BEARINGS located on both sides 
of the rotor and completely iso- 
lated from the yee 
CARTRIDGE-TYPE MECHANI- 
CAL SEALS on both sides of the 
rotor to control shaft leakage 
and protect bearings from the 
pumpage. 


SLIDING VANES, which are 
“self-adjusting for wear,” main- 
tain high volumetric efficiency 
over unusually long periods of 
service. 


CYLINDER LINERS which can be 
replaced after severe service to 
restore pump efficiency. 


Each pump is tested before 
shipment to 1250 lbs. hydro- 
static and 300 lbs. gas pressure. 


WRITE FOR BULLETIN 500 


“liquid materials bending’ 





equipment 


ER— 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


See Yellow pages for your local sales representative 
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January 11-12—Arkansas LPGA Méid- 


CALENDAR 


All associations are invited to send in 
dates of their forthcoming meetings for 


Coming events this calendar. 


in the Industry 





January 14—New York State LPGA An- 
1959 nual Convention-——Hotel Van Curler, 


Schenectady, N. Y. 


Winter Meeting — Hotel LaFayette, 
Little Rock, Ark. 


January 26-28—65th Annual Meeting of 
the American Society of Heating and 
Air Conditioning Engineers and the 





E W......and pam Finer 


THE IMPROVE 


FLOAT GAUGE 


for LPG and NH3 


your Biggest Dollar 
Value... because 


o,7 
it Ss TA YLOR-made . ee 

Completely Corrosion-Resistant 

Balanced Twin Counter Weights 

Extra Large Stainless Float 

Moisture-Proof Dial Assembly 

Easy-To-Mount Die-cast Head 

Sturdy Die-cast Gear Fork 

Hi-tensile Aluminum TUBING Float Rod 

MANY MORE NEW AND FINER FEATURES 

WRITE TODAY FOR FULL DETAILS AND PRICES 
Sater 

yecree ESA Tar 
SQUIBB re TAYLOR 
° 
1213 S. AKARD, DALLAS 2545 SUMMER, MEMPHIS 


MEEDER EQUIPMENT CO 
1745 N. EASTERN, 
LOS ANGELES 


ODELL GLASS CO 
1277 HARDEE ST. N. E., 
ATLANTA 








14th International Heating and Air 
Conditioning Exposition under the aus- 
pices of ASHAE—Bellevue-Stratford 
Hotel, Philadelphia, Pa. 


March 8-10—Indiana LPGA Trade Show 
and Convention—Claypool Hotel, In- 
dianapolis, Ind. 


March 15-17—Ohio LPGA Convention 
—Sheraton-Gibson Hotel, Cincinnati, 


Ohio. 


April 1-3—Southeast District LPGA Con- 
vention and Trade Show—Atlanta- 
Biltmore Hotel, Atlanta, Ga. 


April 9-11—Western Liquid Gas Asso- 
ciation Tenth Annual Convention and 
Trade Show—St. Francis Hotel, San 
Francisco, Calif. 


April 12-14—Mississippi LP-Gas Dealers 
Association Annual Convention—Edge- 
water Gulf Hotel, Edgewater Park, 
Miss. 


April 19-20—Kansas LPGA [4th An- 
nual- Convention and Business Meet- 
ing—Allis Hotel, Wichita, Kansas. 


April 20-23—Texas Butane Management 
Institute—Sponsored by the Univer- 
sity of Texas—Fort Clark Guest Ranch, 
near Brackettville, Texas. 


May 3-6—Liquefied Petroleum Gas Asso- 
ciation 28th Annual National Conven- 
tion and Trade Show—Conrad Hilton 
Hotel, Chicago. 


May 19—Maryland LPGA Annual Con- 
vention—Lord Baltimore Hotel, Balfti- 
more, Md. 


June 24-26—Texas Butane Dealers Asso- 
ciation Convention and L. P. Gas 
Market— Adolphus Hotel, Dallas, 
Texas. 


August 9-14—L. P. Gas Conference— 
Sponsored by the Florida LPGA— 
University of Florida, Gainesville, “Fla. 


September 13-15—North Carolina LPGA 
ae Walter Raleigh Hotel, Ralsigh, 
N. C, 


October 12-14— Northeast Regional 
LPGA Convention and Trade Show 
—Sheraton-Park Hotel, Washington, 
0. o. 














“Horror of horrors, we've scheduled LPG 
dealer and electrical appliance conven- 
tions on the same dates!" 
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Low cost LPG dispenser 


Texoil has just introduced a 
small economical LPG dispenser 
for fueling small fleets and for 
industrial users. Not meant for 
use in resale, the unit is complete 
with pump, motor and meter—all 
ready to hook up to a tank. Maxi- 
mum capacity is 40 gpm, mini- 
mum is 8 gpm. Equipped with a 
Veeder- Root register and con- 
cealed totalizer. 

Circle 1 on Readers’ Service Card 


Circuit breaker 


A circuit breaker with a push- 
button re-set feature which puts 
mobile radio systems back on the 
air instantly when main cable 
fuses fail has been announced by 
GE. A company official states that 
the device eliminates the need for 
replacement of fuses on the main 
power lead from a vehicle’s bat- 
tery to the radio set. Designed 
specifically to be used with GE 
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radio equipment, the new circuit 
breaker may be installed on other 
types of communication units with 
minor modification of the mount- 
ing bracket. 

Circle 2 on Readers’ Service Card 


Small vaporizer-regulator 


Beam announces its Model 60 L. 
P. gas vaporizer-regulator. Weigh- 
ing 11% lb, 4 in. in diameter, and 
with a maximum thickness of 3 in., 
it can handle up to 60 hp engines. 
It includes a_ patented built-in 
vacuum lockoff device, and freeze 
plug protection. It has a sturdy 
mounting boss and maintains 
Beam’s principles of no gaskets and 
screws in the water chambers. 

Circle 3 on Readers’ Service Card 


Built-in gas oven 


Welbilt has introduced a built-in 
gas oven. It has been designed to 
integrate the outer frame and has 
the effect of improving and enlarg- 
ing the appearance. A newly-de- 
signed instrument panel, including 


a novel clock arrangement has been 
incorporated into the unit. The 
oven is shipped completely assem- 
bled, ready to be inserted into the 
cabinet and connected. It is avail- 
able in coppertone, pink and yellow 
porcelain enamel and _. brushed 
chrome. 


Circle 4 on Readers’ Service Card 


Winter air conditioners 


Janitrol announces a line of gas- 
fired winter air conditioners. The 
units have an overall height of 4614 
in., making them well suited for in- 
stallation as either high-boys or as 
low-boys, since only 4 ft 8 in. head- 
room is needed for furnace and 
ducts. The models, available with 
80,000 and 100,000 Btu inputs, are 
AGA approved for zero clearance 
at the sides and back, 1 in. from 
top of plenum to ceiling and 6 in. 
front clearance. 

Circle 5 on Readers’ Service Card 


Proportioning pump 


Series 100 controlled capacity 
pumps, just introduced by Ameri- 
can Meter, were designed for mov- 
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ing specific volumes of fluias wher- 
ever low initial cost, design sim- 
plicity, accuracy of control and 
minimum maintenance cost are 
prime requisites. Simplex models 
handle capacities ranging from .65 
gal. per hr to a maximum of 13.10 
gal. at maximum pressure of 1000 
lb per sq in. Duplex models are 
rated at double the capacities of the 
Simplex models. 

Circle 6 on Readers’ Service Card 
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Geared pipe threader 

Ridgid No. 161, 4 to 6 in. geared 
pipe threader has just been an- 
nounced by the Ridge Tool Co. The 
threader is jam-proof for safe 
threading with power drive. There 
are no dies to change. It threads all 
four sizes, 4, 4%, 5 and 6 in. pipe 
or conduit with just one set of dies 


that are cam activated and can’t 
fall out. Size setting is said to be 
fast, easy and positive. 

Circle 7 on Readers’ Service Card 


Self-contained dispensing unit 


A fully equipped, self-contained 
dispensing unit marketed by Bueh- 
ler Tank is mounted on skids and 
equipped with a_ three-quarter 
horsepower motor that delivers up 
to 10 gal. a minute. Other sizes 
installed to customer’s specifica- 
tions. The servicing equipment is 
installed at one end of the tank 
and is equipped with an expanded 
meta] door that can be locked when 
the unit is not in operation. The 
complete unit weighs approximate- 
ly 3750 Ib. It is delivered ready for 
immediate use and needs only to be 
connected to an electrical outlet. 


Circle 8 on Readers’ Service Card 
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BURNERS & FURNACES 





PIPE BURNERS for even heat distribution 


in any capacity. 


NOZZLE BURNERS for all capacities 
up to 144 million BTU’s. 


BENCH TYPE OVEN 
FURNACES for heat 
treating and pre-heating. 
Temperatures to 2000° F. 


for all capacities up 
to 500,000 BTU’s. 


“BUZZER” Burners & Furnaces for Heat Treating, Melting, Soldering 





Infra-red broiler on gas range 


A new principle in gas cooking, 
the MicroRay infra-red broiler, has 
been developed by Pyrofax Gas in 
cooperation with Hardwick Stove. 
Principle advantages are: cutting 
of cooking time up to one-half or 
better; significant lowering of gas 
consumption; cooler cooking; seal- 
ing in of juices and reduction of 
spattering; elimination of preheat- 
ing. The range, which for the first 
time combines gas cooking with 
infra-red heat, has been tested and 
approved by the AGA laboratory. 
The broiler, set on the left side of a 
deluxe “Pyrofax Gas” range, also 
incorporates a rotisserie. 

Circle 9 on Readers’ Service Card 
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Portable heater 


The Model H-2 Agri-Quip “Heat- 
Master” offers a variable Btu out- 
put with the same unit (150,000 to 
500,000 Btu). This eliminates buy- 
ing a different heater for each heat 
requirement. The unit is portable. 
L. P. gas is used as a fuel for both 
the burner and the engine that pro- 
pels the fan. A directional heat 
outlet (6 x 24 in. opening) can be 
adjusted to any position in a com- 
plete circle to allow the operator 
to direct heat “where he wants it.” 
It is highly portable so that one 
man can handle it on a scaffold or 
take it into a basement. 

Circle 10 on Readers’ Service Card 


LPG safe handling film 


A new sound film entitled “Re- 
spect,” which deals with the safe 
handling of L. P. gas, is available 
from Phillips to interested organi- 
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zations as well as distributors. It 
shows how those handling the gas 
should respect it, not fear it. This 
is done by portraying a distribu- 
tor indoctrinating a new employee 
in the properties of the gas and 
showing him the proper, safe and 
economical ways of handling it. 
Circle 11 on Readers’ Service Card 


Lever operated globe vaive 


Ohio Brass has improved its 
UL listed lever operated globe 
valve by adding a hold-open latch 
and redesigning the upper stem 
for greater safety. The latch, 
which is set by finger pressure, 
permits the operator to service a 
tank without having to hand-hold 
the valve open. This valve is made 
so that back pressure gas escapes 
up the hollow stem and out 
through a small port. By rede- 
signing the lever end so that it 
clutches flattened surfaces on the 
stem, the escape port is directed 
away from the operator’s hands 
at all times. 

Circle 12 on Readers’ Service Card 


Gaslite for entrance ways 


The “doorman 400,” a new model 
of gaslite designed for wall mount- 
ing, has been introduced by Arkla 


Air Conditioning Corp. It is as- 
sembled with a bracket attached to 
the bottom for mounting, either 
singly or in pairs. It is equipped 
with a manual by-pass valve and 
pilot light for manual control, like 
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on a kitchen range. An on-off han- 
dle located underneath its mounting 
bracket permits instant relighting. 
This mode] is the smallest in Arkla’s 
line, with an overall height of 1314 
in. and an overall width of 1014 in. 

Circle 13 on Readers’ Service Card 


Fire fighting equipment 
Complete remote control from a 
distant hose site pull box is one of 
several features of the new station- 
ary dry chemical hose line systems 
developed by the Fry-Fyter Co. A 
single pull handle at the hose site 


simultaneously opens the valve, 
pressurizes the tank, and fills the 
system with fire-killing chemical 
powder. Three models are offered 
—150, 300, and 500 lb dry chemical 
capacity—in compact “package”’ de- 
signs requiring a minimum of floor 
space. 

Circle 14 on Readers’ Service Card 


Dry chemical extinguishers 


A family of dry chemical fire ex- 
tinguishers has been announced by 
Ansul Chemical. The feature “fresh 
fill” performance including maxi- 








NOW UNDERWRITERS’ APPROVED 


AT NO EXTRA COST 


MODEL EC-1 
LP-GAS PUMPING UNIT 
Rated Transfer Capacity, 10 GPM 


* Competitive low cost 





* Superior Smith construction 


* Our own patented mechanical shaft seal 


* Built-in strainer 





* Built-in bypass valve 


* Continuous duty motor with switch and overload protection 





* 10 GPM with vapor line, 7 GPM without vapor line, 


75 P.S.|. differential 


* Easiest to install 





* Super-hard gears 


% Rugged, heavy-duty, weight uncrated 100 Ibs. 


Let us help you save money on first cost, installation cost, and 
maintenance, with this fine pump. 


Write: Ss" ITH 


RYan 12293 and RYan 12691 


PRECISION PRODUCTS CO. 
1135 MISSION STREET, SOUTH PASADENA, CALIF. 


Southeastern Distributor: 


Pond-Johnston Inc. Warehouses in Mobile, Ala.; Jacksonville, Fla.; Jackson, Miss. 


Western States Distributor: 


Teeco Products, Inc., 3920 West Burbank Blvd., Burbank, California. 





mum fluidization, absolute gas 
tightness and simpler operation. 
Four models comprise the line: 5, 
10, 20 and 30 lb capacities. The UL 
ratings given the extinguishers are: 
8 B:C, 16 B:C, 20 B:C and 20 B:C 
respectively. They can be obtained 
in Ansul fire equipment red or in 
white for maximum visibility in 
any location. 

Circle 15 on Readers’ Service Card 
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Small cylinder filling pump 


A pump designed especially for 
filling Bernz-O-Matic and other 
small propane and butane cylin- 
ders at high differential pressures, 
has been announced by Corken’s. 
Designated as the “C-9,” it is 
close-coupled with a %4 hp con- 
tinuous duty explosion proof 
motor with built-in starter and 
115/230 voltage changer, single 
phase only. It gets up to 85 psi 
differential pressure in split sec- 
onds. It has a 1% in. inlet and 
1 in. outlet. 

Cirele 16 on Readers’ Service Card 


Automatic tank pressure control 


Clark Manufacturing announces 
its automatic L. P. gas tank pres- 
sure control valve. It supplies vapor 
to the carburetor only at idling 
speed; at speeds above idling, liquid 
fuel is instantly and automatically 
withdrawn from the tank and di- 


rected to the carburetor, regardless 
of tank pressure. Since the liquid 
passage is a»proximately eight 
times the size of the opening of a 
standard tank valve, full fuel sup- 
ply is assured under all operating 
conditions. 

Circle 17 on Readers’ Service Card 





Kitchen-heater gas ranges 


Kitchen heating and modern cook- 
ing are combined in a line of Roper 
kitchen-heater gas ranges. Avail- 
able in both 36 and 40 in. models, 
they incorporate steel heat-exchang- 
ers finished with Dura-Tube high- 
heat resistant porcelain enamel. A 
room thermostat regulates the heat- 
ing function automatically, keeping 
room temperatures comfortably 
uniform. Heater lighting is auto- 
matic. 

Cirele 18 on Readers’ Service Card 


Liquid flowmeter 


An industrial liquid flowmeter is 
announced by Rotron Controls. 
Based on the “vortex-velocity”’ prin- 





Hook-ups . . 


Gas Installation. 


West Coast Division: 
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* Send for full details today. 
General Processing Corporation 
Main Office and Factory: Quincy, Michigan 


10854 E. Central Ave., El Monte, California 


GENERAL L-P GAS TANKS 


20 1b.—40 1b.—60 1b.—100 Ib. Cylinders 


Complete Line of Accessories for Single or Double 
. Regulators—Valves—Racks—etc. 
Everything that is needed for complete Bottle 











ciple of flow measurement, the 
meter totalizes 20 to 220 gpm at 
1500 psi working pressure. The 
meter is non-electrical and extreme- 
ly simple in design with magnetic 
output coupling driving a 7-digit 
number-wheel register thereby 
eliminating any running seal or 
stuffing box. 

Circle 19 on Readers’ Service Card 
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Line filter 


A line filter has been developed 
by American Liquid Gas. It is ma- 
chined brass and has a replaceable 
powdered brass element and Buna- 
N “O” ring seal. It is 1 11/16 in. 
long and has %4 in. NPT inlet and 
outlet. Does not require a mount- 
ing bracket. The two-piece threaded 
body disassembles easily for clean- 
ing or element replacement. 

Circle 20 on Readers’ Service Card 


Counter fryer 


Frymaster Corp.’s counter fryer 
has a lift-out pot for easy cleaning. 
The fryer measures 18 in. in width, 
is 9 in. high and has 40,000 Btu 
input. Capacity is 15 lb of fat. 
Production is stated at 30 lb of 
potatoes per hour. The stainless 
steel cabinet has recessed control 
knobs. 

Circle 21 on Readers’ Service Card 


Two-way repeater station 


A two-way repeater station for 
land-mobile communications sys- 
tems allowing cross-over of fre- 
quency bands is introduced by Allen 
B. Du Mont. The incorporation of 
both the communications channel 
and the relay channel circuitry as 
well as all interlinks in a single 
cabinet will cut space and cabinet 
requirements in half for repeater 
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stations, according to the company. LIKE MONEY IN THE TANK 


The repeater station is designed to 
operate in both directions with any 
combination of two of the three fre- 
quency bands assigned to land- 


mobile communications by the FCC. BR N E R LP GAS 
Circle 22 on Readers’ Service Card 
see oa TRANSFER UNIT 
Built-in pressure regulator SAVES A TANK IN EVERY 20 


A complete line of gas water 
heater controls with built-in pres- 
sure regulator is being offered by 
Robertshaw’s Grayson division. The 
company’s standard Unitrols 110, 
200 and 400 are now available with 
pressure regulator in a completely 
redesigned, all-in-one assembly. The 
“control package” for water heat- 
ers has been reduced to its most 
compact dimensions, according to a 
company official. Integrating the 
pressure regulator within the Uni- 
trol results in savings of about 60 
per cent of the space required in (MODEL LPG 5 & 7%) 
mounting the devices separately. 


Sele 88. on Rontore’ Servier Card Removing and liquefying gas vapors with a Brunner LP Gas 


Transfer Unit can effect considerable savings. 

Tests prove that the “phantom waste tank” that rides with every 
20 can be eliminated and translated into extra tank profits for you. 

Brunner Transfer Units do a double job of removing all liquids 
and gas vapors, an impossibility with ordinary liquid pumps. 

It’s also the efficient and economical way to load tank trailers 
and discharge into storage tank of ultimate consumer. 





, __, REQUIRED READING FOR DISTRIBUTORS, BULK PLANT 
Condensing unit == OPERATORS AND DEALERS 


= <= 
Se 
A 4-ton condensing unit for cen- a \ FREE BROCHURE TELLS HOW YOU CAN EFFECT TRANSFER 
tral residential air conditionin SAVINGS ... PROVIDES RECOVERABLE GALLONAGE 
~s Ke STATISTICS ... DESCRIBES TANK CAR UNLOADING TECHNIQUES 
AND TROUBLE SHOOTING GUIDE 


-\ 
se \ 
systems has been added to the line —_— 

of Lennox. It has been created 
especially for “in-between sized”’ in- 
stallations, gives 49,000 Btuh of 
cooling when remotely connected BRUNNER DIVISION 


with or close-coupled to a_)-ton DUNHAM.BUSH, INC. DUNHAM BUSH 
Landmark evaporator and 51,000 


ve set 











WEST HARTFORD, CONN. 


Btuh with a 5-ton evaporator. Di- 
mensions of the 4-ton unit with 
acoustical hood are 34% in. in 
height, 33 11/16 in. in depth, and BREWSTER, NEW YORK . TORONTO, CANADA . LONDON, ENGLAND 
591% in. in width. 

Cirele 24 on Readers’ Service Card 
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Keep Up with L. P. gas BUTANEP ANE 


Developments Each Month 


Soldering, heating and brazing 


A new line introduced by Linde 
includes open-flame torch stems in 
six sizes and an_ enclosed-flame 
soldering iron stem, all of which fit 
interchangeably on three styles of 
torch handles designed to operate 
in both air-acetylene and L. P. gas 
service. An adjustable pressure 
regulator, melting furnace, and 
double-duty hose assemblies com- 
plete the equipment. 

Cirele 25 on Readers’ Service Card 


by subscribing to 
198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 
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USE HANDY 


SCO 
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BRUSH TOP CANS 
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p ™ 


Sturdily constructed, leakproof, ELLISCO Brush 
Top Cans are specially designed to make it 
easier to apply pipe dope, touch-up paint, leak 
detectors and other liquids. Everyone likes 
these cans because: 

e they save time and trouble, are convenient, 
easy-to-carry, always ready for use. 

e high quality brush won't dry out when not 
in use because it remains immersed in the 
liquid. 

e brushes are firmly attached to screw caps. 


Eleven different ELLISCO Brush Top Cans are in stock 
ready for prompt shipment. Capacities are from 3 oz. 
to 1 qt. Write, wire or call for complete information. 


GEORGE D. ELLIS & SONS, INC. 























4040 N. American St., Phila. 40, Pa. 
3 BAldwin 3-3405 bE 





84 





TRADE LITERATURE 


Safety lamp promotion piece 


A two-color promotional sheet 
fully describing and _ illustrating 
Warren’s Starline Model D-5 plastic 
safety lamp is now available. Listed 
are the many features including the 
water tight seal, as well as dimen- 
sions, colors available and specifica- 
tions. A detailed drawing clearly 
showing all its component parts and 
part numbers is also included. 

Circle 26 on Readers’ Service Card 








Cooking control bulletin 


A field service bulletin has been 
published by Robertshaw describ- 
ing the recently-developed top burn- 
er thermostatic cooking control 
with “flame set” feature. “Flame 
set” allows the homemaker to ad- 
just the flame height to the size and 
type of the cooking utensil, in addi- 
tion to selecting the proper cooking 
temperature. A single dial is used 
to make both settings. The bulletin 
is intended as a complete guide for 
servicing and installing the new 
control. 


Circle 27 on Readers’ Service Card 


Valve literature 


Ohio Brass Co. has available con- 
densed catalog pages covering its 
complete line of bronze, globe, 
angle, check, gate, radiator and spe- 
cialty vaives. Material is so listed 
in the 12 pages that the reader can 
quickly find pressure ratings, rec- 
ommended uses, features, and 
roughing-in dimensions for each 
valve in a wide range of sizes. 
Pages can be requested separately 
or in a set. 


Circle 28 on Readers’ Service Card 





Gasclok power drive data 


Literature describing the Gasclok 
power drive, a completely self- 
contained air or gas powered in- 
strument drive and timing unit, has 
just been issued by American 
Meter. The unit is suited as either 
original or replacement equipment 
with all makes and types of record- 
ing instruments. 

Circle 29 on Readers’ Service Card 





Lift truck cylinder folder 


A six-page folder, describing its 
complete line of L. P. gas lift truck 
cylinders, is available from Linde. 
The folder includes descriptions, 


operating data, and specifications 
for all Linde lift truck cylinders. 
Features and advantages of these 
cylinders are explained in detail. 
Pictures and diagrams are also in- 
cluded. 


Circle 30 on Readers’ Service Card 





Engineering data sheets 


Dura-Vent announces a new 
series of engineering data sheets 
that will be sent regularly to engi- 
neers, inspectors and installers of 
gas heating equipment. These data 
sheets will present problems that 
installers have sent to Dura-Vent at 
various times. The company wel- 
comes any question or problem on 
gas heating and venting. 

Circle 31 on Readers’ Service Card 





Industrial burners folder 


The Iron Fireman series of air- 
ring industrial burners, with built- 
in fuel and air systems, is de- 
scribed in a folder. Detailed cut- 
aways views, diagrams and photo- 
graphs illustrate how the integral 
air register improves combustion 
and reduces installation costs. Di- 
mensions are included. 

Circle 32 on Readers’ Service Card 
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Jor leakproof, 


pressure-tight 


connectio 


SEALING 
COMPOUNDS 


Heat and vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble. Makes all 
assemblies leak-proof 
and pressure-tight. 
Prevents rust, cor- 
rosion, joint seizure. 








BASIC 
BLENDS 


LIQUID WRENCH 


The 





super-penetrating 


rust solvent 


LOOSENS 


rusted bolts, nuts, 
screws, ‘frozen’ parts 
Liquid Wrench works 


fast...yet is absolutely 
safe for all metals and 


alloys. 
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LPG saves Castle & Cooke 
$421 per forklift per year 


JANUARY, 1959 








Here, for the first time anywhere, is the full 
story of the vast savings being made by 
Castle & Cooke Terminals since conversion 
of its entire 59 unit dockside forklift fleet to 
LPG. Figures taken by an industrial engineer 
from official company records show exactly 
how much the huge Hawaiian firm is saving 
on fuel, oil, filters, sparkplugs and overhauls. 
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CHOICE 


Sell the 


vast LP-GAS 


TRACTOR and AUTOMOTIVE 
MARKET with... 


ENSIGN 


the CARBURETION 
ENGINE BUILDERS CHOOSE 








TRACTORS 


“MY ENSIGN DEALER FRANCHISE 


“The Ensign line is the backbone of my 
business. Once a job is installed according 
to Ensign standards, you can forget it. This 
valuable ‘know-how’ is part of the training 
all qualified Ensign dealers receive.”’ 


Ensign is one of the easiest lines of LP-Gas 
carburetion to sell. Wherever LP-Gas is on the move, 
Ensign is there too, in fact, far ahead with new ideas, 
new products and new assemblies for practically 
every make and model of engine. You hear time and 
time again from all sources that there is not another 
product in the carburetion industry that compares with 
Ensign quality, operation and workmanship. 

You will find that the Ensign Carburetor Com- 
pany has made great strides with a new factory to 
meet the demands for its products. It has also in- 
vested large sums of money in new educational ma- 
terials — new sales literature, new service informa- 
tion, and new sales aids. 

Ensign factory trained engineers and distributors 
are equipped with sales tools to help you along. Team 
up with Ensign today. Write the home office at Fuller- 
ton for the latest dealer information. Outline your 
effective working area when making your inquiry. 


(1) BETTER CARBURETION--BETTER PROFITS 
(2) EASY TO SELL, INSTALL AND OPERATE 
(New Sales Aids) 
(3) ENSIGN IS OEM*ON AMERICA’S LEADING 
TRACTORS. 
Your Assurance of Best Equipment 
(4) GET IN LINE WITH ENSIGN TODAY. 
An Installation for Every Engine 


Kensign is the principal OEM (Original Equipment 
Manufacturer,) supplier of LP-Gas carburetion for the 
tractor industry. Become part of the Ensign selling or- 
ganization today. 
NOW, NEW ENSIGN EQUIPMENT 
FOR TRUCKS, PICKUPS, TAXIS, ETC. 


A new under-hood low profile Ensign air cleaner 


carburetor Model 758 is used with Ensign model HL, 
LP-Gas Vaporizer-Regulator, Ensign vacuum switch 
and solenoid for excellent starting, power and econ- 


omy. Request complete data today. 


ENSIGN 


CARBURETOR COMPANY 
1551 E. Orangethorpe, Fullerton, California 
Branch Factory: 2330 W. 58th Street, Chicago, Illinois 


Send for Dealer’s Information 
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The Castle & Cooke story: 
all 59 forklifts on LPG 


By GEORGE B. TUGGLE - Vice President 
Honolulu Gas Co. Ltd. 


ASTLE & COOKE TERMI- 

NALS, Honolulu, Hawaii, 
subsidiary of the huge 107-year- 
old Hawaiian industrial, commer- 
cial, and agricultural giant Castle 
& Cooke Ltd., is saving $421 per 
year on each of 59 forklift trucks 
converted from gasoline to L. P. 
gas. This is no guess. It is a fig- 
ure based on official company rec- 
ords, summarized in a_ report 
made by an outside industrial en- 
gineer. 

Here is the full story. 


The background 


Honolulu is not the world’s 
largest port by a wide margin, but 
with better than 2300 deepwater 
vessels making her a port of call 
annually, she is a substantial one 
and handles thousands of tons of 
cargo every day of the year. Her 
stevedores are well paid by any 
standard, and even if it were 
physically possible for them to 
hand-rassle the daily mountains 
of materials on and off the dock- 
fronts, the cost of such methods 
would be out of this world. In 
company with American activities 
everywhere, she has turned to the 
forklift with its mechanical mus- 


cles to provide the necessary 
speed and economy. 

One of her chief instruments in 
the freight-handling business is a 
servant of long-standing and 
widely-varied usefulness, the firm 
of Castle & Cooke Ltd., which, 
through its subsidiary of Castle & 
Cooke Terminals, moved better 
than 2 million tons of cargo 
across her docks in 1957. The 
history of Castle & Cooke Ltd., 
like that of many and many another 
American firm, makes fascinating 
reading to anyone whose heart- 
strings respond to tales of shaky 
beginnings, determined and honest 
efforts, well-calculated gambles and 
ultimate successes, for it includes 
all of these as well as a record of 
community service both as a com- 
pany and as a group of individu- 
als which justifies its present po- 
sition as a pillar of Hawaiian 
business life. 

Today, in the 107th year of its 
life, Castle & Cooke Ltd. finds it- 
self interested in the varied—and 
for the most part Hawaiian— 
fields of sugar, pineapple, maca- 
damia nuts, tuna, insurance, 
power equipment and stevedoring. 
Today’s stockholders’ equity to- 
tals right at $23 million. 


An LPG-powered forklift is fueled from Castle & Cooke Terminals’ fuel-dispensing truck, 
which makes two trips around the docks each day. The first trip begins at 6 a.m., the 
second at 4 p.m. 
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The stevedoring interest grew 
out of Castle & Cooke’s long as- 
sociation with the Matson Navi- 
gation Co. which began one June 
day in 1907 when Captain William 
Matson came ashore in Honolulu 
looking for an agent. This asso- 
ciation has endured (without 
written agreement until 1929) up 
to the present. In 1936 Matson 
decided that providing its own 
stevedoring and terminal services 
in Honolulu was impractical and 
sold its local operation to Castle 
& Cooke Ltd., which organized 
Castle & Cooke Terminals for the 
purpose. 


The introduction to LPG 


Interest in LPG first arose in 
1951 when Al Hanson, mainte- 
nance superintendent for Castle & 
Cooke Terminals, began studying 
its possibilities. Prior to 1951 
such a study was without point, 
for all LPG up until then had 
been shipped from the Mainland 
in small pressure containers and 
its price was high. In 1951, how- 
ever, an adequate supply at lower 
cost was provided when Pacific 
Refiners Ltd. was incorporated 
and began importing butane dis- 
solved in a blend of asphalt and 
diesel oil. Up to 9 per cent butane 
could be carried in the blend by 
standard tankers, and butane was 
entirely acceptable in a land where 
60 deg. F is bitter cold. 

Al Hanson was moved on to an 
industrial engineering position 
before he could get any test pro- 
gram under way, but his place 
was taken by another man with 
enthusiasm and a critical eye for 
costs, Stan Hornbuckle, who after 
investigation into automotive use 
of LPG on the Mainland, recom- 
mended that it be tried by Castle 
& Cooke Terminals in Honolulu. 


The first conversions 


Working with Red LaFrentz, 
who came from an LPG operation 
in southern Utah to act as Pacific 
Refiners’ superintendent of LPG 
distribution, Castle & Cooke Ter- 
minals made its own conversions 
on three Clark 7000 Ib forklifts 
at the beginning of 1955. 

The conversions were minimal, 
consisting of vaporizers, LPG car- 
buretors, and a heat biock be- 
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TABLE 1. OIL CHANGE COSTS—LPG VS. GASOLINE 


Gasoline Converted 


100 2000 3000 
$1.67 $0.08 


Hours between oi! changes 
Cost of oil change per 100 engine hours 
Savings per 100 engine hours 


LPG 
LPG New Engine & Overhauled 
Engine Conversions 








$0.056 
$1.59 $1.61 





tween the existing manifolds. Two 
of the Clark forklifts were left at 
their original .6.7:1 compression 
ratio; the other boosted to 8.0:1. 

From February 1955, until the 
following June these three fork- 
lifts were watched closely for 
comparative operating results 
and effect upon personnel. They 
had so proved their worth by June 
that it was decided to convert 45 
of Castle & Cooke Terminals’ 6000 
and 7000 lb machines to butane. 

A check with the territoria! fire 
marshal, Coast Guard officials, 
and its own insurance carriers as- 
sured Castle & Cooke Terminals 
that butane was considered as 
safe as gasoline in all locations 
except aboard ship, where its use 
was forbidden to them by the 
Coast Guard. 


The fixed tank decision 


The conversion was to consist 
of a fixed 16 gal. fuel tank, a con- 
verter, an LPG carburetor, a sole- 
noid fuel shutoff, standard mani- 
folds with heat block and stand- 
ard cylinder heads which pro- 
vided a 6.7:1 compression ratio. 
With butane as fuel, a higher 
compression ratio did not provide 
sufficient benefit to offset its first 
cost. 

After much consideration it 
was decided that fixed fuel tanks 
would be filled from a tank truck 
which would also carry gasoline. 
Since the forklifts are spread out 
over a couple of miles of water- 
front it was logical to take the 
fuel to the forklifts rather than 
vice versa, and the bulk problem 
posed by interchangeable tanks 


crossed them out of serious con- 
sideration. 

A further disadvantage in the 
use of interchangeable tanks 
arose from their exchange requir- 
ing substantial effort at a height 
of 4 or 5 ft from the ground. 
Castle & Cooke Terminals did not 
consider such a working practice 
economical. 

Red LaFrentz of Pacific Re- 
finers helped Castle & Cooke 
Terminals lay out an LPG dis- 
pensing unit, consisting of a 500 
gal. tank with pumping and meter- 
ing equipment. This was mounted 
on a special flat-bed truck along 
with a similar unit for gasoline. 
In operation, this truck called 
daily at Pacific Refiners’ (now 
Honolulu Gas Co.’s) loading rack 
and made two trips around the 
docks, one starting at 6:00 a.m. 
and one at 4:00 p.m. Since Pa- 
cific Refiners’ loading rack was 
less than a quarter of a mile away, 
no storage was provided at Castle 
& Cooke Terminal’s base yard. 


The big conversion 


The conversion of the forklift 
engines to the use of LPG was ac- 
complished by Castle & Cooke 
Terminal’s mechanics as equip- 
ment and time allowed. By Jan. 1, 
1956, 42 vehicles had been con- 
verted. Today 59 are in opera- 
tion on LPG. 

No training other than super- 
vision of the first few installations 
was given the mechanics. No dif- 
ficulties were encountered in the 
process except that early carbure- 
tor adjustments, done by sight 
and hearing and “feel” as had 





TABLE 2. OIL CONSUMED BETWEEN CHANGES—LPG VS. GASOLINE 


Gasoline 
All Engines Conversions 


LPG LPG 
Old Engine New Engine & Overhauled 


Engine Conversions 





Quarts of oil consumed per 100 engine hours 5.76 
Cost of make-up oi! per 100 engine hours $1.93 


Saving per 100 engine hours 
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2.88 1.05 
$0.96 $0.34 
$0.97 $1.59 


been the practice with gasoline 
engines, consistently ran on the 
rich side. Stan Hornbuckle con- 


sidered this state of affairs with 
a jaundiced eye and quickly 
bought additional exhaust analyz- 
ers, which are now used for every 
carburetor setting. 


The cost-saving analysis 


By the end of 1957, Castle & 
Cooke Terminals felt that suffi- 
cient experience was at hand to 
provide reliable data and conclu- 
sions on the beneficial (or other- 
wise) results of the program. An 
industrial engineer from Castle & 
Cooke Ltd. (the parent company), 
without prior stevedoring connec- 
tions and presumably free of per- 
sonal bias, was assigned to make 
an analysis. Working entirely 
from official company records he 
produced in February 1958, a re- 
vealing and _ thorough report 
which was pleasing to both Castle 
& Cooke Terminals and the Hono- 
lulu Gas Co., which in the inter- 
vening time had purchased the 
LPG distribution business from 
Pacific Refiners. 

Principal aspects reported upon 
were fuel consumption, oil 
changes, oil consumption between 
changes, oil filter and sparkplug 
life and overhauls, together with 
their costs. 


The saving in fuel cost 


Comparative fuel consumptions 
in gallons per engine hour turned 
out to be: gasoline, 0.941; butane, 
1.121. (Allowing 129,000 Btu per 
gal. for gasoline and 103,000 for 
butane, these consumption rates 
indicate that butane has _ per- 
formed about 5 per cent better 
than gasoline in its energy-con- 
version characteristics. How- 
ever, since the cost of butane was 
less per gallon (almost exactly 
two-thirds that of gasoline at the 
time of the study), the net result 
of using butane was a saving of 
5.9 cents per engine hour. 

The forklift fleet in 1957 aver- 
aged 11.5 hours of operation per 
working day for an average total 
of 2900 hours for the year per ve- 
hicle. The total dollar saving per 
vehicle for fuel alone thereby 
came to 2900 x 5.9 cents = $171.10 
in that year. 
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The Best Known Is Best To Sell—Zenith is the oldest and 
most experienced manufacturer of industrial engine 
carburetors. This experience has been applied to LP- 
Gas Systems to deliver all the advantages of this fuel. 


nil 


Clark, a foremost manufacturer of materials handling 
equipment, now offers a complete line, with capacities 
from 2,000 to 5,000 Ibs. using Zenith LP-Gas Systems. 
Zenith Conversion Units are for all makes and types. 








OUTLINE OF UNUSUAL OPPORTUNITY: 


Zenith* LP-Gas Conversion Systems for materials handling equipment 


offer exceptional profit possibilities ... Here are facts— 


. Materials handling equipment powered by LP-Gas 

has increased tremendously. 

a) Demand last year reached all-time peak—and is 
still growing. 

. Much of this demand is being met by converting 

present units to LP-Gas. 

a) Conversion installations are quick, easy and 
profitable to make. 

Profit is attractive 2 ways: 


a) Zenith conversion units give trouble-free perform- 
ance—keep operators satisfied. 


b) Every unit provides additional fuel customers! 


. Zenith, leading manufacturer of industrial carbure- 
tion for many years, applies this experience to its 
LP-Gas conversion units. 


a) Zenith conversion units are for all makes of lift 
trucks, tractors, and industrial engines. 


Get the complete story. Write us now for information 
on conversion units for materials handling equipment. 
LP-Gas Sales Department, Zenith Carburetor Division, 
696 Hart Avenue, Detroit 14, Michigan. meg. u. 8. pat. on. 


Zenith Carburetor Division yy.4aepad 
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The saving in oil changes 


The most impressive percentage 
improvement showed up in oil con- 
sumed in oil changes. It had been 
standard practice for years to 
change oil in gasoline-driven en- 
gines once every 100 operating 
hours. The oil was always dis- 
colored by gums and solids at 
change time. As engines were 
converted to LPG, however, a new 
era completely at odds with the 
old set in, and long-time me- 
chanics at Castle & Cooke Termi- 
nals—including Stan Hornbuckle 
—had to toss some of their experi- 
ence-based notions out of the win- 
dow. 

Oil change figures from the of- 
ficial records are shown in Table 1. 

The between-change periods of 
2000 and 3000 hours for old-engine 
conversions and new-engine con- 
versions were established from re- 
ports on oil samples from the 
Faber Laboratories in Los An- 
geles. I have in front of me a 
photostatic copy of a Faber report 
on a sample of oil taken from 
Forklift H-64 (a new-engine con- 
version) after 3194 hours of op- 
eration. It is reported as “clean.” 


Its “depositing solids” are report- 
ed at 0.4 per cent and its “sludge 
index” at 0.5 per cent, both at 
about 50 per cent of the values at 


which an oil-filter change is 
recommended by Faber. Its vis- 
cosity is reported at 240 Faber 
seconds, still within the band of 
216-340 seconds for SAE 30 oil 
(which it originally was). It 
would be difficult to justify chang- 
ing such oil on any grounds except 
that it seems against all con- 
science to expect a crankcase lubri- 
cant to serve longer. 

Castle & Cooke Terminals, for 
routine determination of crank- 
case oil condition, uses a blotter 
test. Samples sent out to Faber 
Laboratories were also given the 
blotter test, and by comparing the 
two results it was determined that 
sufficient control was given by 
blotter to serve practical pur- 
poses. The blotter test for the 
oil sample of the Faber report 
mentioned above is pictured else- 
where in this article. 

Another substantial saving was 
made in oil consumed between oil 
changes. Table 2 tells the story. 
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It is noteworthy that old en- 
gines converted to LPG consumed 
only one-half as much oil as the 
average of all (old, overhauled, 
and new) engines operated on 
gasoline. New and overhauled 
engines converted to .PG con- 
sumed between one-fifth and one- 
sixth as much as the average 
gasoline-driven engine. 

The actual savings in dollars 
and cents would depend upon the 
relative numbers of new, overhaul- 
ed and old vehicles. That figure 
is not available to me. separately, 
but here are some that are based 
upon overall averages and express 
the same idea in terms of com- 
parative engine-hours per quart 
of oil added. It must be remem- 
bered that the period 1953-1955 
included three distinct periods, 
(1) 1953-1954, all engines on gaso- 
line, (2) February-June 1955, 
three test machines on LPG and 
42 still on gasoline, (3) July-De- 
cember 1955, the number of ma- 
chines on LPG gradually increas- 
ing from three until by Jan. 1, 
1956, 42 out of 45 had been con- 
verted. In 1957 all machines were 
on LPG. 


Engine-Hours per Quart of 
Make-up Oil 
1953-1955 


The saving in man-hours 


The increase in oil-life has also 
produced an appreciable saving in 
man-hours of labor. Before the 
forklifts were converted to LPG 
it was necessary to have a two- 
man crew going from pier to pier 
changing oil. This procedure re- 
sulted in an expenditure of about 
one man-hour per change, and 
each forklift required a change 
once every ten days to two weeks. 

With LPG as fuel, the oil- 
changes are made at intervals of 
from eight months to a year and 
are made at the shop as part of a 
routine in-shop period. The out- 


side oil-change crew has been 
eliminated and the labor used for 
each change has dropped from one 
man-hour to %, man-hour. The 
saving in wages amounts to $7200 
per year for Castle & Cooke Term- 
inals. 


The saving in filters and plugs 


Smaller but still notable savings 
have been made in oil-filter cart- 
ridges and spark plugs. The cost 
of filter cartridges has dropped 
from $0.80 per 100 engine-hours 
on gasoline to $0.04 on old-engine 
conversions and $0.025 on new 
and overhauled engine conver- 
sions. 

Spark plug costs have decreased 
from $1.20 per 100 engine-hours 
on gasoline to $0.12 on butane. 


The saving in overhaul costs 


The last major point covered in 
Castle & Cooke Terminals’ survey 
is comparative overhaul costs, and 
their figures on that are happily 
indefinite. They know that gaso- 
line-driven engines had to be over- 
hauled every 4500 hours on the 
average, for that is a matter of 
record. It is now only about three 
years since the LPG operation 
was begun in earnest, and suffi- 
cient operating hours (at an aver- 
age of 2700 per year) haven’t yet 
piled up on the new or overhauled 
engine conversions to require a 
subsequent overhauling. Castle & 
Cooke Terminals estimates, how- 
ever, that the average period be- 
tween overhauls will be in excess 
of 10,000 hours. Ata cost of $400 
per overhaul, overhaul costs with 
LPG would thereby run $4.00 per 
100 hours; with gasoline, $8.88. 


The total saving 


We have now discussed Castle 
& Cooke Terminals’ operational 
savings from the use of LPG as 
separate and distinct items. What 
is the cumulative value of these 
savings and will it justify the re- 
quired initial investment? 





TABLE 3. DOLLAR SAVINGS FOR FORKLIFT OPERATION— 


LPG VS. GASOLINE 


Total engine-hours per year (52 forklifts) 
Engine-hours per forklift per year .................-- 


Saving per engine-hour per year using LPG 
Total saving per year (52 forklifts) 


Saving per forklift per year 


$0.1562 
$21,868.00 
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more ton-miles 
for less with 
LP-Gas... 


LP-Gas and Century Carburetion 

offer many money-saving advantages to truck 

fleet operators—lower fuel costs, lower maintenance 
costs, less downtime, and more ton-miles of trouble-free 
operation—and Century combines this economy 

with top performance. 

Century 3C Carburetors are individually designed for each 
make of engine, and they are factory-calibrated and pre-set 
to its performance curve. You get easy starting, perfect 
idling, constant power and speed in all operating conditions. 

Century 3C Carburetion, a product of Borg-Warner, 
employs a metering valve system to provide perfect fuel-air 
mixtures at all throttle settings. Performance is not 
dependent upon delicately adjusted, spring operated 
pressure regulators. That’s why only a tune-up adjustment 
is required when installing a Century — you just set it, 
seal it and forget it. 

Get the facts! Write for booklet titled, “How Truckers 
Save on Fuel, Lubrication and Maintenance?’ 


7 = There is a 3C Century Carburetor for 
LP-GAS CARBURETION every make and model of truck engine. 


Century Gas Equipment 
Export Sales: SinPar Automotive Div., Marvel-Schebler Products Division, Borg-Warner Corp. 
Singer Producis Co. 15 Moore St., New York 4, N.Y. 625 Southside Drive, Decatur, lilinois 
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Castle & Cooke .. . Coast Guard says okay 





In answer to the first question, 
Castle & Cooke Ltd.’s industrial 
engineer’s report (made in Febru- 
ary 1958) is shown in Table 3. It 
covers the period of all-LPG op- 
eration. 


In answer to the second ques- 
tion, the industrial engineer’s re- 
port states that at the rate of sav- 
ing shown in Table 3, the cost of 
converting 52 forklifts and pur- 
chasing a special delivery truck 
to service them would be amor- 
tized in about 18 months of opera- 
tion. 


Money, or the thought of it, has 
predominated in all the forego- 
ing paragraphs. And rightly so. 
For, other things being approxi- 
mately equal, it is money or the 
lack of it at the bottom of the an- 
nual profit and loss statement that 
determines whether we stay in 
business or not. The “other 
things,” however, are of impor- 
tance, and two of them stand out 
in forklift operations around 
closed warehouses stacked with 
valuable goods, namely, exhaust 
fumes and fire hazard. 


The reduction of fumes 


Castle & Cooke Terminals’ ap- 
proach to the fume problem has 
been more practical than scien- 
tific. Out of curiosity rather than 
a sense of fieed, it made one check 
of comparative carbon monoxide 
contents in the exhaust gases of a 
gasoline engine and LPG engine. 
Both engines were well warmed 
up and both were turning over at 
1800 rpm. The percentages of 
CO under these conditions proved 
to be very much alike. Stan Horn- 
buckle admits that the test was 
most inconclusive, but why, he 
asks, should an exhaustive investi- 
gation be made when everyday ob- 
servation around the docks shows 
the LPG machines to be so much 
more preferable. 


When gasoline was the fuel, a 
gunned engine gave off a burst of 
blue smoke of less or greater in- 
tensity depending upon its age. 
These fumes were irritating to the 
eye and nose. A goodly part of a 
forklift’s operating life is spent in 
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reverse gear, and drivers were not 
happy over continually backing 
through irritating exhaust smoke. 

Today, with LPG as engine fod- 
der, this problem has disappeared. 
Whether idling, accelerating, de- 
celerating or running at load 
speeds, the exhausts remain clear, 
and the drivers like the new state 
of affairs. 


The safety factor 


As has been mentioned, Castle 
& Cooke Terminals was assured 
by its insurance carriers, the fire 
marshal, and the Coast Guard that 
for use around the docks and 
warehouses LPG was considered 
no more hazardous than gasoline. 
Stan Hornbuckle says that in spite 
of these assurances he approached 
the conversion with the mixed 
feelings of the average male ap- 
proaching marriage: it was gen- 
erally considered advantageous 
but was still charged with un- 
known potentialities that could 
only be evaluated through his own 
experience. 

Today, Stan is uncertain no 
longer. LPG to his mind is prob- 
ably safer than gasoline. For one 
thing, LPG tanks are rugged pres- 
sure vessels. Gasoline tanks are 
not. Castle & Cooke Terminals 
has experienced accidents in the 
past wherein gasoline tanks have 
ruptured and spilled their con- 
tents. LPG tanks would have been 
dented. Both gasoline and LPG 
can escape through leaks, but 
LPG cannot accumulate except in 
very quiet, enclosed spaces. LPG 
has such a distinctive odor (added, 
of course) that it is quickly spot- 
ted at very low concentrations. 
Castle & Cooke Terminals has had 
no untoward incidents with LPG 
in their three and one half years 
of experience with it. 


The future of LPG 


A promising further step in the 
unitization of freight lies in the 
use of cargo containers. The Mat- 
son Navigation Co. is now testing 
out standard cargo containers, 
approximately 8 x 8 x 20 ft in size, 
between Hawaii and the Mainland. 


For the present, the containers 
are being carried as topside load 
by existing cargo vessels, but will 
move below-decks in specially de- 
signed vessels if they prove adapt- 
ed to large-scale use. In Honolulu 
the containers are set aboard flat- 
cars at shipside and drawn in 
trains to a “container station” op- 
erated by the Oahu Railway & 
Land Co. This container station 
serves as a marshalling area in 
which the containers are removed 
by crane from the flatcars and 
placed aboard special semi-trail- 
ers. Each loaded semi-trailer is 
at once picked up by a special 
yard tractor and spotted in an out- 
going area from where it will be 
taken by commercial tractor to its 
ultimate destination. 

The special yard tractors are be- 
ing provided by Castle & Cooke 
Terminals. To handle their mar- 
shalling duties properly and keep 
pace with the crane, the tractors 
have been designed for power, 
agility and ease of control. A 160 
hp V-8 engine, automatic trans- 
mission, power - brakes, power- 
steering and a _ power-operated 
fifth-wheel enable the driver to 
work rapidly, continuously and 
with a minimum of fatigue. It is 
significant that these yard trac- 
tors, destined for a strenuous 
stop-go, backward-forward, wheel- 
and-turn existence have been 
equipped for burning LPG. 

With LPG performing so well in 
all ways on the waterfront, Castle 
& Cooke Ltd. has been moved to 
consider it for automotive work 
on plantations. Here, however, 
work is seasonal, and the group of 
87 trucks studied proved to have a 
daily average operating time of 
only 1.77 hours over the span of a 
year. This compares with 11.5 
operating hours per day for the 
forklifts during 1957. At 1.77 
hours per day, it was estimated 
that almost 10 years of use would 
be required to pay for the cost of 
conversion plus that of storage 
and delivery equipment. 

For the time being, Castle & 
Cooke Ltd. has tabled the idea of 
plantation use, but feels that a 
change in operating conditions 
could quickly make it feasible, for 
they are convinced that, if given 
half a chance, LPG will pay its 
way. fe 
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Handling operating problems 
of L. P. gas engines 








Clogged filters 


Fuel filters sometimes become 
completely clogged with finely di- 
vided, black, scaly material. This 
is more likely to happen in the 
first few months of service with 
a new unit than at any later time, 
and also is a more prevalent trou- 
ble with tractors and other vehi- 
cles which are used on rough ter- 
rain, where the pitching around 
keeps the fuel in the tank agitated. 
This picks up the rust, and car- 
ries it into the fuel line. 

A least a small amount of rust 
is present in every LPG tank, at 
the time it is delivered. It is in- 
evitable that some corrosion 





PART SIX 


This is the last of six parts 





should occur, following the re- 
quired hydrostatic test, in which 
the tank is filled with water and 
subjected to high hydraulic pres- 
sure to make sure that it does not 
leak, and is capable of holding the 
pressure of the L. P. gas. 

Most tank manufacturers now 
try to minimize this trouble, by 
putting the tanks through a de- 
hydrating oven, or drying them 
out with a blast of heated air. 
Even then, some corrosion occurs 
before the tank is filled with fuel. 

This rust is the principal ingre- 
dient in the solid matter which is 
found in the fuel filters. Corro- 
sion is negligible after the tank 
is placed in service, because of 
the absence of oxygen in the 
closed fuel system, so after the 
preliminary rust is carried out 
with the fuel, there is seldom any 
more trouble. 

The fuel filter has a drain plug 
or cock near the bottom of the 
bowl, through which the accumu- 
lated impurities may be blown 
out. Recommended procedure is to 
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close the fuel valves at the tank, 
open the drain, and allow the fuel 
in the line to blow the sediment 
out. 

Occasionally, a filter will be 


packed so tight with impurities 
that the line pressure will not 
clean it. In these cases it is nec- 
essary to remove the bowl, and 
clean the filter element by hand. 
As is customary with gasoline fil- 
ters, a new gasket should be in- 
stalled between the bow! and the 
filter body. 


Testing for leaks 


Whenever any joint in the fuel 
system is opened and put back 
together, it should be tested to 
make sure that there are no leaks. 





THE 


ORIGINAL 


AIR CLEANER 
ADAPTER 





Often copied but never equaled — 
the J&S ORIGINAL Air Cleaner 
with built-in Adapter leads the 
field. Bolts right on top of dual and 
four-barrel carburetors. Especially 
designed for automotive and truck 
conversions where the gasoline car- 
buretor is retained on the engine. 
Quick, easy installation—no special 
tools required. Available for single, 
dual and 4-barrel carburetors. 


NO MOVING PARTS 


| — and trouble- 
free. Ne moving parts to wear ovt. 
Guaranteed for long service. 


cunts 38.40 


°33.40 


Plus Excise Tax 





SINGLE and DUAL 
CARBURETORS 


NO GOOSENECK 


The thin design of the J&S$ Air 
Cleaner Adapter permits instal- 
lation directly on the carburetors, 
leaving sufficient room under the 
low hoods of today’s modern 
cars. Not necessary to add an ex- 
pensive and awkward gooseneck. 


F Jr 


~ 


NO HOLES 
TO DRILL 


A wrench and screwdriver are 
the only tools required for quick, 
easy installation. The carburetor 
is not taken off or modified in 


Je S CARBURET@™ COMPANY 


LP GAS CARBURETION SINCE 1934 





for long wear 
low vibration 


fast pick-up 


JOHNSON 
VANASIL 
PISTONS 


JOHN DEERE 
| Vanasil or 
Aluminum 
Pistons—jump 
| power output 
as much as 
25% 


MINNEAPOLIS- 
MOLINE 

“U" Vanasil 
Pistons—light- 
weight, yet tough 
as cast iron 








LP conversions of John Deere and 
MM-“U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 
amazingly combines the hardness of 
cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept low... stalling eliminated... 
pick-up increased. 

For John Deere A, G, “50”, “60” 
and “70”... also Minneapolis-Moline 
“U”. Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 


JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
John Deere A, B, D, G 
International H, M, W-9 
Allis-Chalmers W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 
—also International and Chevrolet trucks. 


WRITE for literature and prices. 


JOHNSON 


MACHINE SHOP 
DEPT. B-26 PONTIAC, ILL. 
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Do Not Use A Match Or Open 
Flame To Make This Test. The 
proper—and safe—way is to flood 
the joint with soapy water, and 
watch for the appearance of bub- 
bles. One of these soapy water 
testing kits—a jar of the solution 
and a brush—should be a part of 
the working equipment of every 
field serviceman. 


Closed flow check valve 


One of the most frequent causes 
of lack of fuel at the carburetor is 
the closing of the excess flow check 
valve, which is located inside the 
tank back of the liquid outlet valve. 
Its purpose is to shut off the flow 
of fuel automatically if any dam- 
age should occur that would allow 
fuel to escape through the line at 
a rate materially higher than that 
normally consumed by the engine. 

Opening the liquid fuel valve too 
quickly when the pressure is high 
in the tank, but low in the line 
and regulator, causes this excess 
flow check valve to snap shut. It 
may be opened by closing the liq- 
uid fuel valve, then striking the 
tank (never strike the valve) a 
sharp blow with a mallet, stick, 
hammer, or some other heavy ob- 
ject. The plunger of the excess 
flow valve will fall open with an 
audible click. Normal fuel flow 
through the line may then be ob- 
tained by opening the liquid fuel 
valve just a crack, and waiting a 
minute for the pressure to equalize 
in the line, after which the liquid 
valve may be opened as rapidly as 
the operator desires. 

All owners should be instructed 
in the correct way to open the fuel 
valve, as described above, to pre- 
vent closing the excess flow valve, 
and in the method of opening it if 
it should accidentally become 
closed. 


Regulator freezing 


Lack of fuel at the carburetor, 
accompanied by the rapid frosting 
or icing up of the regulator, may 
occasionally occur, either when a 
new installation is first placed in 
service, or after it has been in use 
for some time. This freezing of 
the regulator comes from only one 
cause—lack of sufficient heat to off- 
set the refrigerating effect of the 
evaporating fuel. 

We are told that the reduction of 


temperature caused by the vapor- 
ization of enough propane to de- 
velop 100 hp is sufficient to lower 
the temperature of a four room 
house ten degrees. In order to 
maintain the same temperature in 
the regulator, it is therefore neces- 
sary to supply enough heat to raise 
the temperature of that same four 
room house ten degrees. That’s a 
lot of heat, and it comes from only 
one source—the engine. That is 
why it is necessary to equip the 
propane engine with a high-tem- 
perature thermostat, and to con- 
nect the water circulation tubes 
to the regulator so there is a posi- 
tive flow of the hottest available 
water—direct from the engine 
head. 

If the freeze-up occurs immedi- 
ately after starting the engine, it 
indicates that there is an “air-lock”’ 
in the vaporizer portion of the 
regulator, or that the water level 
in the radiator is very low. The 
water level in the radiator tank 
must be above the level of the 
regulator, or we can expect contin- 
uous trouble with air-lock in the 
regulator. With water at the prop- 
er level, the air-lock may be broken 
and normal operation restored, by 
disconnecting the water tube at 
the outlet side of the regulator, and 
running the engine until there is 
a normal flow of water coming out 
of the regulator. 

If water fails to flow during the 
above treatment, it indicates stop- 
page in the water circulating sys- 
tem—possibly in the hose, or pos- 
sibly in the regulator housing. The 
hoses in the regulator water cir- 
cuit will eventually develop spongi- 
ness of the inside lining, exactly 
as radiator hoses deteriorate in the 
course of time. For this reason, 
it is advisable to use the best pos- 
sible grade of car heater hose in 
the regulator circuit. It is lined 
with a water-resistant synthetic 
material which has several times 
as long life in this service as gar- 
den hose. 

In regions where alkalai water 
is used in radiators, freeze-ups 
frequently occur from the deposi- 
tion of water-borne solids in the 
regulator housing. Operators in 
these areas should bear in mind 
that they will avoid trouble in both 
their radiators and their propane 
fuel systems, if they will use a 
good radiator water inhibitor con- 
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stantly. In selecting this inhibitor, 
its reaction with any anti-freeze 
compound used in the radiator 
should be known in advance, to 
avoid jelling of the water. The 
safest procedure is use anti-freeze 
and inhibitor produced by the same 
company. 

It should be unnecessary to cau- 
tion against the use of dirty water 
in radiators, yet this happens quite 
frequently, particularly in _irri- 
gated areas, where it is easier to 
scoop up a little ditch water which 
may be “too thick to drink and too 
thin to plow.” Silt seems to have 
an affinity for the water passages 
in the regulator. Choked up regu- 
lators must be disassembled to be 
cleaned thoroughly. 


Oil in fuel passages 


Once in a great while the fuel 
passages in a regulator will accu- 
mulate quantities of heavy, dirty 
looking oil. This trouble is inter- 
mittent as well as infrequent. It 
comes from the presence of com- 
pressor oil in the fuel, and it only 
becomes bothersome about the time 
the compressor with which the 
fuel is liquefied is due for an over- 
haul. Most producers are very 
particular in their maintenance 
work on compressors, so this 
trouble is becoming less frequent. 
The oil causes trouble in the regu- 
lator only after it has accumulated 
in sufficient quantity to alter the 
reactions of the secondary dia- 
phragm, making it sluggish, up- 
setting the idling, and causing ex- 
cess fuel consumption. 

Whenever the regulator is 
mounted higher than the carbure- 
tor, providing a downward slope in 
the fuel tube, so oil settling in the 
fuel tube will drain into the en- 
gine instead of returning to the 
regulator chamber. When the reg- 
ulator is mounted lower than the 
carburetor any oil deposited in this 
way will flow back into the regu- 
lator. Such installation should 
have, as regular maintenance rou- 
tine, the periodic drainage of the 
secondary regulator chamber, or if 
no facilities for drainage have been 
provided, they should be flushed 
out through the dry fuel outlet 
with gasoline, kerosene, or light 
solvent. The residue of this solvent 
should be blown out with com- 
pressed air, being careful not to 
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damage the regulator diaphragm 
by mechanical contact. 

The discussion in this series of 
articles has been intended to cover 
primarily the operating troubles 
which may occur in any propane 
carburetor installation, regardless 
of make. Most of these difficulties 
may be overcome or corrected with- 
out removing the fuel units from 
the engine. As has been apparent, 
the troubleshooter can handle these 
situations with the minimum of 
tools and testing equipment. In 
fact, a good understanding of en- 


gines and ordinary common sense 
are far more important than any- 
thing else. 

For situations requiring the dis- 
assembly of regulators, the manu- 
facturer’s instructions should be 
on hand, and they should be fol- 
lowed carefully to avoid troubles 
which can arise as the result of 
very simple errors. As with gaso- 
line carburetors, the use of factory 
replacement kits is a great aid in 
getting the job done right. The 
adjustments are exacting and the 
tolerances are limited, and the job 








NOW! 


the revolutionary 


new 


MODEL FL-417 


{ Compact, 


Efficient Combination of 


LP-GAS FILTER and 
SOLENOID VALVE 


CHECK THESE 
ADVANTAGES: 


Filter or Solenoid may 
be Disassembled Separ- 
ately 

Sintered Bronze Filtering 
Element Traps Particles 
as small as .001 
Available 6, 12 or 24 
Volt D.C. 

Operates on 9 Watts 





should always be checked against 
specifications, using either the spe- 
cial gauges which some manufac- 
turers provide for their regulators, 
or working to the required dimen- 
sions with a depth gauge and a 
straight-edge. 

The final test that the job has 
been done right is the ability of 
the primary valve to hold the re- 
quired maximum pressure, and the 
ability of both valves to open fol- 
lowing the specified drops in pres- 
sure. The 0-300 lb gauge previous- 
ly mentioned in the list of mini- 
mum equipment is needed for the 
maximum pressure test. For field 
service work, it may be connected 
into the fuel line anywhere ahead 
of the regulator. For a shop set-up, 
it is much more convenient to 
mount it permanently in a com- 
pressed air line supplying pressure 
above 200 psi. 

With the line pressure working 
against the regulator primary 
valve, and the low-reading gauge 
showing the primary outlet pres- 
sure, we can now make the final 
check of regulator performance by 
measuring pressure necessary to 





DON'T RAISE THAT : 
COMPRESSION! . . . install an : 
‘ ELLIS (extra cold) MANIFOLD : 


Leading LPG engineers are sold on the merits of 

‘ Ellis Bu-Power (Extra Cold) Manifolds, These : 
: manifolds give high-compression performance with 
: low-compression reliability. Head gasket, ring : 
: and bearing troubles are minimized 
+ Get the most out of your LP truck with an Ellis : 
+ Dualexhaust Manifold. This latest addition to the ° 
' Ellis line has proven far superior to the so- : 
' called improved 3% x 4’ exhaust systems in test 
‘after test under actual road conditions. 
| By lowering combustion chamber temperatures | 
; and reducing back pressure, Ellis Dualexhaust ; 
| increases horsepower. Used with the Bu-Power 
| Manifold, it gives your truck power that exceeds 
; gasoline horsepower. This is possible only with } 
: an Ellis Manifold. 


‘ ELLIS MANIFOLD CO.| Phone 
' 3134 East Washington Blvd. LUdlow 
Los Angeles 23, California 8-6338 


| In most cities dial information for the 
number of Ellis Manifold Distributor. 


TABLE 4. OPENING PRESSURES FOR SECONDARY REGULATORS 


Make and Model 


Algas—1!500-E and 1500-P 
Algas—880, 1150, and 1290 
Beam 

Cyclone 

Ensign—B 

Ensign—W, R, and S 
Marvel-Schebler (Roadmaster) 
National—!00 and 200 

A. O. Smith (Hughes) 


Opening Pressure, 
inches water column. 





—.4 to —6 

—.2 to —5 

adjust for best idle 
adjust for best idle 
—3/16 

—3/16 to —|/4 
adjust for best idle 
—.3 

—.5 to —2 





open the secondary regulator valve. 
This is done by means of a rubber 
tube connected through a “Y” fit- 
ting to one side of a water mano- 
meter, the tube from the other 
branch of the “Y” going to the 
breather hole on the regulator 
housing. The “positive pressure” 
regulators — Beam, Cyclone, and 
Marvel-Schebler (formerly Road- 
master) should make an audible 
hiss, due to escaping gas or air, 
as soon as the pressure comes up 
into the primary valve. By suck- 
ing on the breather hole through 
the rubber tube, the valve may be 
closed. This is indicated when the 
hissing sound stops. The drop in 
pressure required to close the valve 
is read on the manometer scale. 
This negative pressure exactly off- 
sets the positive pressure from the 
opposite side which caused the 
valve to remain open. Bench set- 
ting should be about —.5 in we. 
Final adjustment with engine run- 
ning should give best idle. 

In all other makes of regulators, 
the secondary valve is normally 
closed when fuel is not being with- 
drawn by the carburetor. The drop 
in pressure on the gas side neces- 
sary to open the valve is deter- 


mined by blowing into the breather 
hole, and reading the manometer 
at the time the hiss is heard. 

The opening pressures for the 
secondary valves in most makes of 
regulators are given in Table 4. 

There is a well known gag about 
the old man who was thankful that 
most of his troubles had never hap- 
pened. That’s the way it is with 
men, and with engines, whether 
they operate on L. P. gas, gasoline, 
or diesel oil. Some men go through 
life with no more serious diseases 
than dandruff and occasional hali- 
tosis, and finally die because their 
mainsprings run down. Others ac- 
quire arthritis, gallstones, ulcers, 
and housemaid’s knee from going 
to the wrong places. 

Engines are individuals, just as 
men are. Their troubles can not be 
successfully treated until the doc- 
tor recognizes them for what they 
are. So, in the preceding months’ 
discussion of L. P. gas engine ail- 
ments, we have skipped lightly over 
the troubles that the gasoline en- 
gine man should recognize because 
they are engine troubles, and have 
tried to give adequate coverage to 
the difficulties which may be un- 
familiar to the serviceman because 
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Here is one of Matson Navigation Co.'s new cargo containers, mounted on its semi-trailer 
and being spotted by one of Castle & Cooke Terminals’ new LPG-powered yard tractors. 
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they originate from the nature of 
the different fuel, or from the 
equipment which is necessary to 
control that fuel. In actual expe- 
rience, the average amount of 
trouble with L. P. gas carburetion 
equipment is considerably less than 
with gasoline carburetion, once the 
man on the job understands the 
units. ® 





Dockery will represent 
Beam in Florida 


Alfred Dockery has been ap- 
pointed southeastern factory ware- 
house representative for Beam 
Products Manufacturing Co.’s new 
warehouse in Florida. 

The warehouse is located at 600 
Plant Ave. P. O. Box 2, Port 
Tampa. 

Mr. Dockery is well acquainted 
with carburetion accounts in this 
area having handled fuel for many 
years, according to Beam. 


Automobile group opposes 
Federal gas tax hike 


Strong opposition to the pro- 
posed increase of 1 to 1% cents in 
the Federal gasoline tax was voiced 
recently by the American Automo- 
bile Association. 

The increase has been recom- 
mended to the White House by 
President Ejisenhower’s economic 
advisors because of looming defi- 
cits in the Highway Trust Fund, 
established to finance the Federal 
portion of the expanded national 
highway program. 

Frederick T. McGuire Jr., presi- 
dent of the AAA, said: “The pro- 
posed increase in the Federal gaso- 
line tax would impose a double 
jeopardy on the nation’s 57 million 
passenger car owners since many 
individual states are considering 
tax increases in order to match 
Federal-aid highway funds. 


Chilton publishes auto 
rebuilding book 


“Automobile Engine Rebuilding 
& Maintenance,” by Harold T. 
Glenn, has been designed specifi- 
cally for vocational educational 
classes for auto mechanics and auto 
machinists. 

This Chilton Co. book is believed 
to be the first to contain specific 
operating instructions for all the 
popular types of repair equipment 
found in shops today. 
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Sell the LPG 


TWANWYW FAMOd AINVAOUKd-INVANE 


Power Market 
... this book 


can help you 
build year-round 
fuel sales with 
LPG conversions! 








PRICE $3.50 
(In California add 4%, sales tax) 
A deluxe edition in handy 
pocket-size, 23 chapters, 334 
pages, completely _ illus- 
trated. 


Your first step in cashing-in on the power market in your 
area is to gain a practical, working knowledge of LPG instal- 
lation, conversion, and servicing. The Butane-Propane Power 
Manual not only shows you how to make conversions, but also 
how to sell them. 


It’s the first authoritative guide ever published for the 
rapidly expanding power market. Basic facts of engines, 
fuel, and power are given in easy-to-understand language 

. everything needed in a practical working manual for 
practical men. 


Plan now to build a steady volume of fuel sales by aggres- 
sively selling LPG conversions to owners of tractors, trucks, 
stationary engines, buses, taxis, and autos. Begin by ordering 
your copy of Butane-Propane Power Manual today! Nearly 
5,000 copies now in use. 


@ ORDER 
YOUR COPY 
TODAY! 


Published by 


Butane-Propane News 
198 S. ALVARADO ST., LOS ANGELES 57 














Safety Hose Nozzles 
1. Long Life 
2. Steel-Ductile lron 


3. Easy to Repair 
4. Safe 


Parkhill Nozzles 

lock on and open fuel 
valves in 3 seconds... . 
On release, automati- 
cally vent away from 
hands. 


Two sizes: Domestic 7” 
Truck 11” overall. 


Write for Information 


PARKHILL-WADE 


2264 Huntington Drive, San Merino, Colif, 
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SITUATIONS WANTED 





BUSINESS OPP. OFFERED—Cont. 





FOR SALE—TRUCKS - TRAILERS - Cont. 





POSITION WANTED: OVER TEN YEARS’ 
experience in domestic bulk, cylinder, and gas 
appliance selling, installation and service. Both 
LPG and natural gas equipment Reply Box 
3, BUTANE-PROPANE News, 198 So. Alva- 
rado St., Los Angeles 57, Calif. 





POSITION WANTED WITH PROGRES- 
SIVE LP-GAS Company. Desire position as 
manager or assistant with growing company. 
Nine years’ experience in service relations, 
sales promotion, and administration. Seek Posi- 
tion offering greater challenge and opportunity. 
Reply Box 4, BUTANE-PROPANE News, 198 
So. Alvarado St., Los Angeles 57, Calif. 





HELP WANTED 





eeTAr. 8 fag matte gpl CED 
SERVIC Large progressive company 
needs aaah experienced LPG Retail Man- 
ager and two Service Men for Central and 
Northern California outlets. Excellent oppor- 
tunity. Send resume and photo to Box 1, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 


AGGRESSIVE SALES REPRESENTATIVES 


IN MIDDLE WEST, NORTH CENTRAL 
AND UTHERN STATES for LPG NH3 
Storage and System sales. Free to travel. ~ 
sales dge of L.P. ys Industry 
helpful. State complete background and sales ex- 
cae in application to: Manager, ‘re & NHS 
ipment Sales Division, 
The J. B. BEAIRD CO., Inc. 
P. O. Box 1115, Shreveport, La. 




















BUSINESS OPPORTUNITIES WANTED 





WANTED TO BUY: PROPANE SLANTS 
Vener Mid-West, also used tanks 100# to 
30, lion size. Reply Box 99, BUTANE. 
PROPANE News, 198 " Alvarado St., Los 
Angeles 57, Calif. 





USED BULK STORAGE PROPANE 
PLANT. Capacity up to 30,000 gallons. Com- 
plete with metering pump for bottling. Please 
state location, condition and terms of sale. 
Write to Industrial Equipment & Testing Co. 
of Canada, 69 Eglinton Ave East, Toronto 
12, Canada, 





BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 





FOR SALE—TWO LP GAS COMPANIES 
in Illinois. Total cash earnings $82,000.00 an- 
nually, Cash earnings after taxes will retire 
purchase price in 6% years. Total gallons 
2,467,277. Equipment and plants are com- 
pletely modern. Down payment for both com- 
eaes $155,000. Can be purchased separately. 

ederated Petroleum, Mel Putnam, 3228 Uni- 
versity, Madison. Wis. 





FOR SALE: L P GAS BUSINESS ON 
FLORIDA West Gulf Coast. Thirty miles 
north of St. Petersburg. On Highway 19. 
Good location in fast growing community. Do- 
ing approximately 50,000 gal. with 6,000 gal. 
storage. Smith pump. wo scales. Two 
trucks. Approximately 380 cylinder customers. 
This is a good sound business with plenty room 
for expansion. Appliance sales good, and fine 
opportunity for plumber and electrician. No 
unfair competition. Reason for selling, retir- 
ing. $16,000 plus inventory and you can lease 
or buy property with terms to suit. If inter- 
ested see it or contact owner, R. W. Hicks, 
Route 1, Box 330, New Port "Richey, Florida. 
Phone 6446. 


100 





OPPORTUNITY for MFG. AGENTS! 


Manufacturer of nationally known 
line of gas and oil space heaters 
offers several attractive openings for 
manufacturer's agents. States avail- 
able: Idaho, ee Colorado, New 
Mexico, Texas, U h, Wyoming, Ken- 
tucky, Indiana, West Virginia, Il- 
| eed ae, Pennsylvania, Alabama, 

aon. Florida, Tennessee, South 
aon ina, New England States, New 
York, New Jersey. rite, giving age, 
experience lines handled, and any 
other pertinent information. 


Reply Box 2, BUTANE-PROPANE NEWS 
198 Se. Alvarado St., Los Angeles 57, Calif. 


FOR SALE — TRUCKS - TRAILERS 


HAUL MORE PROPANE AND LESS 
STEEL! LOAD AND UNLOAD FASTER! 
Save the annual | tax on trucks that 
weigh more than 13,000 Ibs! Users praise the 
Nor-Tex 2500 WG Single Barrel Payload 
Special of 202B X-rayed material and stress 
perce mn vith a is *, — com “4 
equip wit umbing, 

Hose, Hose Reel, Aan Extinguisher and mounted 
on cab-forward truck with 108” cab to axle di 
mension. Increased 7, “ew pump go de- 
liveries to 50 GPM apor manifold permits 
easy simultaneous loading and un ing of 
twin tanks with either compressor or liquid 
pump. These ular, carefully ineered and 
sleek designed or-Tex Single and Twin units 
are produced in four attractive is: The 
“Standar "the “Custom”—the payload ““Spe- 
cial” and the “DeLuxe.” That’s not all! Twin 
units, up to 2000 WG, are mounted on 85” 
cab to axle. Start hauling more gas and less 
steel. Do it profitably and in much less time. 
Phone, wire or write for prices now. NORTH 
TEXAS TANK CO., Denton, Texas. Phone 
DUpont 2-5416. 











USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W.C. Presently in use and 
being laced with larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Bivd., Minne- 
apolis 16, Minnesota. 





FOR SALE: USED PROPANE TRUCKS. 
Late Model units ready to go. 1000 to 1600 
WG. Also New Units in all sizes. Easy 
Terms. WE TRADE. White River Distrib- 
utors, Inc., Ph. 570—Batesville, Ark. 





FOR SALE: USED PROPANE TRANS. 
PORT, 6700 water capacity twin barrel. Per- 
fect condition. New drums and lining, com- 
lete new torsion suspension and good rubber. 
Legal in all Western States. Will finance to 
right party. $4750.00. Utah Colorado Gas 
Company, Box 348, Vernal, Utah. 





FOR SALE: TWO LATE MODEL BUTLER 

single barrel Propane transports, 6608 W.C., 

Reyco tandems, with or without 205 Interna- 

tional tractors. Excellent condition, ready to 

a gas. Write or call Dixie Gas, Inc., Marks, 
iss. 





TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas 








NEW DEALERS 
We are in the retail gas business and can 
help you, as we have helped hundreds of 
— to gs we oa sold delivery 
Easy NEW & USED 
DELIVERY TRUCKS” WE SAVE YOU 


weet Ban B ate —e 





BULK TRUCK — THE BEST FOR THE 
Money. 1800 gallon twin, GMC ag 9 Print- 
O-Meter, Viking Pump. Looks good, 
Pictures on request. ONLY $2950. 00.” Reply 
Box 126, BUTANE. PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 


FOR SALE BED PROPANE DELIVERY 
TRUCKS—Ready for service. 1,200 to 1,800 
W.G. pumneing available. Also New Trucks. 
Write for list of units and prices. McNAMAR 
AND CROWLEY, INC., Box 210, Salem, Illi- 


“WE SAVE YOU MONEY 


BRAND NEW 1959 Chev. 2 
speed axle, 8.25 x 20 tires, 1800 
WG twin propane tank, Viking 
pump, Neptune Printer Meter, 
fire ext., 75’ each filler and va- 
por hoses, ICC lights, piped 
complete with rear cabinet and 
controls, READY TO USE. 
ONLY— 


$636.00 Down and 36 payments 
of $181.45 including interest. 
2000 WG Twin slightly more. 
Other sizes tanks, pumps, me- 


ters, etc., also available. WE 
a IMMEDIATE DELIV- 


White River Distributors, Inc. 


Ph. 570—Batesville, Ark. 

















USED LPG TRANSPORTS 


—RECONDITIONED— 
First Class Condition 


Used 5400 water gallon twin transport, 
10:00 x 22 tires, air brakes, oa 
completely reconditioned, 2654 W 

Used 5600 gallon water capacity es 
Butler LPG transport, 10: $00 x 20 tires, 
wos Wis completely reconditioned, 


Contact—N. A. Carter, Jr. 
Arrow Equipment Company, Inc. 
PO Box 2682 Memphis, Tennessee 








LEASE OR BUY YOUR 
LPG TANK TRUCK? 


New tax law permits you to take addi- 
tional depreciation on new equipment 
BOUGHT. Our cash down & monthly 
payments are LESS than you pay on 
LEASE DEAL. Call us for facts. Buy 
with confidence from— 


WHITE RIVER DISTRIBUTORS 
Ph. 570 — Batesville, Ark. 
All Sizes—Iimmediate Delivery 
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FOR SALE—TRUCKS - TRAILERS - Cont. 


TRINITY BULK TRUCK UNITS 


In Stock — Immediate delivery Twin 
pagel. renee 2450 WG your chassis 
There’s mere cold weather ahead . . 
or wire: RAY REEDY 

TRINITY STEEL CO., INC., 
DALLAS, TEXAS PHONE FL 7-396! 








- call, write 








DELIVERY UNITS: SINGLE OR 
Barrel. Our prices are competitive. 
We invite comparison between the equip- 
nent and price on our units with any com- 
petitive units. We ve we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone. 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 








TRADE WITH A TRADER 
NEW & USED 
BULK TRUCK UNITS 


I’m CRAZY but T’'ll TRADE with 
you on the phone (traveling 
salesmen cost money—I don’t use 
them—PASS THE SAVINGS on 
to you & still make money for my 
wife & kids). Mail me photo of 
used unit you want to trade-in & 
tell me size of new unit you want. 
WHO AM I? 
Preston Grace 


WHITE RIVER DISTRIBUTORS 
Ph. 570 — Batesville, Ark. 


(PS. My TERMS & Interest rates are the LOWEST 
available today). 








IMMEDIATE DELIVERY 


NEW LPG TRANSPORTS 


Reduced Prices 


New twin 6,000 gallon water capacity 
10:00 x 20 12 ply tires, tandem, two 
speed supports, 2654 W.P. 


New 6800 gallon Blimp, 10:00 x 20 
tires, tandem axles, two speed supports, 
A202 Grade B, X-rayed and stress re- 
lieved, 2654 W.P. 

New 7730 gallon Blimp, 10:00 x 20 
tires, tandem, two or geo supports, A202, 
grade B steel, 26 

Contact: N. A. Carter, Jr. 

Arrow Equipment Company, Inc. 

Post Office Box 2682 Memphis, Tenn. 














FOR SALE—TANKS - CYLINDERS 





ANHYDROUS AMMONIA AND LPG. 
TANKS. One twin barrel 6300 gallon. Bal- 
ance single barrels varying from 8150 to 9835 
water gallons. Call or write Petroleum Trans- 
port, Inc., P. O. Box 289, Madison, Wiscon- 
sin. Cherry 9-2139. 


JANUARY, 1959 





FOR SALE—TANKS-CYLS—Cont. 





GOOD USED 100# PRESSED STEEL Tank 
cylinders, 907 tare weight, Rego valves. ~~ 
Box 5, BUTANE-PROPANE News, 198 ’ 
Alvarado St. -» Los Angeles 57, Calif. 





WANTED—MISCELLANEOUS 


WANTED: USED 100 Lb. FRCRAnE Cylin- 
gare, any amount. Blockton Oil Co., Blockton, 
owa. 








FOR RENT or LEASE 








NOW—IMMEDIATE DELIVERY 


250% WP Propane Storage 7. 1000 
*hru 3380 gallon 46” diameter, 2180 thru 

60” diameter, 9050 a 16,800 
£ 84” diameter. Phone, write, wire, 
~~ furnished. 


Ray Reedy, Trinity Steel Company 
Dallas, Texas Phone FPL 7-3961. 








SKID TANKS 
— IN STOCK NOW — 


3000 gallon size built especially rugged for 
ot! field use. Write, wire or phone 














FOR SALE—MISCELLANEOUS 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect RO-5-9229 





FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P.O. Box 396, Beloit, Wisconsin. 





DECALS MADE FOR TRUCKS, EQUIP- 
MENT. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, IIl. 





BAKER ALCOHOL PUMPS. The sure cure 
for Moisture problems. Hydraulically Gotgaet 
to pump alcohol into propane filled que, 8 
must for every LP Gas Dealer. Send $49.95 
for pump complete with fittings. Baker Fagi- 
neering, Malone, N. Y. 


6,000 to 30.008 Sn gs STORAGES for 
rent or Box 1]6, BUTANE 
PROPANE 'N News, Rens So . Alvarado St., Los 
Angeles 57, Calif. 





PROFESSIONAL SERVICES 


INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 


LET MY 30 YEARS OF PRACTICAL “LP” 

experience assure you maximum profits. Equip- 

ment revisions, property evaluations for sales 

or refinancing, and assistance on | suits also 

suppied. loyd F. Campbell ement 

we, 821 Crofton Ave., Webster roves, 
°. 


PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 


























L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 


gia, Kansas, 
New Mexico, Oklahoma and Texas. 
PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. ©. Box 1662 Houston, Texas 











SERVEL GAS REFRIGERATORS 
4 to 8 cu. ft. Used Good Condition 
Some with top freezers 
Send for Prices 
FRED A. BROWN COMPANY 


170 W. Cumberland St., Philadelphia 33, Pa. 
REgent 9-1130 Est’d 1918 








SERVEL GAS REFRIGERATORS 


with Cross-the-Top Freezers 
Model S600A 6 cu. ft. 


Used: Guaranteed in good operating order. 


Excellent condition. Low delivery cost any- 


where. Send for illustrated folder NOW. 


BEACH REFRIGERATOR CO. 
196-11 Northern Blvd. Flushing 58, N. Y. 
Phone FLushing 7-616! 

















EDUCATIONAL SERVICES 








LPG HOME STUDY COURSE 


A practical course of study for men 
engaged in service, installation and 
fuel delivery, and others interested in 
the basic fundamentals of LP-Gas. 
Earle A. Clifford 
INDUSTRY TRAINING SCHOOL 
Route |, Farmington, Maine 














BUSINESS RECORDS 


BUSINESS RECORD FORMS. ALL 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de- 
liveries. 1000 sets (3 ma ii ae s with name. 
address and telephone. By 1000 sets. 
Advise make of meter. EGR E DAY SYS- 
TEMS, Dept. BP WOODSIDE 77, L. 1., N. Y. 


SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with troleum price 
cards, customer reminder Eze-Stik labels, tele- 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Form, Duralu- 
minum ticket holders, Sort-O-Matic Rack, etc. 
Write us for details, no obligation. DEGREE 
DAY gad Dept. BP., WOODSIDE 
77, NEW YORK 
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“These advertisers carry additional information on their 
products in the 1958 Butane-Propane Catalog. 





"ACF Industries, Inc. Third Cover 
*Aluminum & Brass Co. - 
*American Liquid Gas Corp. _ 
*American Meter Co., Inc. 63 
Anchor Petroleum Co. Front Cover 
Anco Mfg. & Supply Co. _ 
Anderson & Forrester _ 


Arps Corporation _ 


Baso, Inc. 
*Bastian-Blessing Co., Inc. 
Beacon Petroleum Co. 
Beaird Co., Inc., The J. B. 
*Beam Products Mfg. Co. 


*Bendix Aviation Corp. 
Zenith Carburetor Div. 


Betts Machine Co. 
Blackmer Pump Co. 

BPN Reprints 

Brake Manufacturers, Inc. 
Brown Stove Works 


Brunner Div., Dunham-Bush Co., Inc. 


*Century Gas Equipment 
Marvel-Schebler Prods. Div. 


Chattanooga Royal Co. 
*Cities Service Oil Co. 
*Columbian Steel Tank Co. 
Corken's Inc. 


Crown Stove Co. 


Dal-Worth Tank Co. 

Davis Engineering Corp. 
Dearborn Stove Co. 

*Delta Tank Mfg. Co. 

Dixon Valve & Coupling Co. 
Drake & Townsend, Inc. 


Dunham-Bush Co., Inc. Brunner Div. 


Elgin Softener Corp. 
Ellis, Geo. D., & Sons 
Ellis Manifold Co. 
Empire Stove Co. 
*Ensign Carburetor Co. 





Fine Products Co. 
*Fisher Governor Co. 
Flint Steel Corp. 
Ford Motor Co. 


*General Gas Light Co. 
General Processing Corp. 


Grayson Controls Div. 
Robertshaw-Fulton Controls Co. 


Griffiths, E. F., Co. 


*Hansen Mfg. Co. 
*Hardwick Stove Co. 


*Hones, Chas. A., Inc. 


J & S Carburetor Co. 
*Johnson Gas Appliance Co. 


Johnson Machine Shop 


Kosangas, Denmark 


*Linde Co., Div. of Union Carbide Corp. 
Locke Stove Co. 

Long Tank Co. 

Lubbock Machine & Supply Co. 


Madden Brass Prods. Co. 
Magic Chef, Inc. 


Marvel-Schebler Prods. Div., Century Gas 
Equip. 


Master Tank & Welding Co. 


Minneapolis-Honeywell Regulator Co. 
Appliance Controls Div. 


Water Heater Controls Div. 
Mississippi Tank Co. 


Motorola Comm. & Electronics, Inc. 


*Neptune Meter Co. 
Norco, Inc. 


*North Texas Tank Co. 


Parkhill-Wade 

*Pasley Mfg. & Dist. Co. 

Peerless Mfg. Div. of Dover Corp. 
Phillips & Buttorff Corp. 

Phillips Petroleum Co. 





Powell Co., The William 
Power Manual 


*Pressed Steel Tank Co. 


Radiator Specialty Co. 
Reznor Mfg. Co. 

Richardson Gasoline Co., Sid 
Ridge Tool Co., The 


Robertshaw-Fulton Controls Co. 
Grayson Controls Div. 


Rochester Gauges, Inc. 
*Rockwell Mfg. Co. 
Gas Products Div. 


Samuel Stamping & E ling Co. 
*Selwyn-Pacific Co. 

Sheffield Bronze Paint Corp. 
Shell Oil Company 

Siegler Heater Co. 

*Sinclair Oil & Gas Co. 

*Smith Precision Products Co. 





*Sprague Meter Co. 
Squibb-Taylor, Inc. 
Suburban Appliance Corp. 


Temco, Inc. 

Texas Company, The 

*Texas Natural Gasoline Corp. 
Trinity Steel Co., Inc. 

Tuloma Gas Products Co. 


*Union Carbide Corp., Linde Co. Div. 


*Viking Pump Co. 


Waldorf Heater Co. 


Wallace, William, Co, 
Metalbestos Div. 


*Warren Petroleum Corp. 
*Weatherhead Co., The 
Western Tank & Steel Corp. 
Whitehead Mfg. Corp., D. W. 


*Zenith Carburetor Div. 
Bendix Aviation Corp. 
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Seer acer ee 





LPG is aclean, neat fuel...and this gleaming, snow-white 
storage installation reflects that quality. These QC f tanks 
look clean and stay clean because we steel-grit-blast them 
before the prime coat of paint. 


The attractive appearance of QC f tanks adds to a com- 
pany’s reputation...and it saves money. The paint you put 
on stays on, and stays good looking, for a long, long time 
without repainting. 


You save on the first painting, too, because they’re ready 
for painting when you get them. No need to weather them 
for a year and then prepare them. 


aCf ~ 


AMERICAN CAR AND FOUNDRY 


DIVISION OF ACF INDUSTRIES, INCORPORATED 
750 THIRD AVENUE, NEW YORK 17, N. Y. 


Ba ate 


per caatien 


5 ARID RRe BER ARGS 





Battle Creek Gas Company, Battle Creek, Michigan 


Last but not least, we steel-grit-blast the inside as well, to 
clean off all the mill scale and minimize your maintenance 
problems! 


Grit-blasted surface is only one of all the AC f features, 
to be sure. Others include stress-relieving...complete 
x-ray inspection of all seams (including manway seams) 
... unique one-piece Flued Manway...prices right in line 
with ordinary tanks...prompt delivery in all sizes of 
tank from 2400 gallons to 74,000 gallons capacity. 


Call your nearest QC Ff sales office: they’ll be glad to give 
you all the information or technical advice you want. 


Storage Tanks for propane, chlorine, 
refrigerant gases—Propane Transports— 
Chemical Transports—Safety Valves. 


SALES OFFICES: New York » Chicago + Cleveland * Washington, D.C. « Philadelphia + San Francisco + St.Louis + Berwick, Pa. * Huntington, W. Va. 





“Rockwell Meters Help Us Hold Accounts 
Receivable To Lower Level” 


E. O. RITTER, Vice President 
aye UNITED PROPANE COMPANY 


Decatur, Illinois 


Mrs. Marjorie Hale, at the bookkeeping machine, 
says "look at the record” to Mr. Ritter. 


E. O. RITTER REPORTS “Our company thinking has 
slanted toward the use of meters on all systems leased 
by the company as well as those that are owned by 
customers where meters can be installed. We believe 
the use of meters has very definitely helped maintain 
our accounts receivable at a lower level than those 
without meters.”’ 

It is much easier for the customer to pay a small 
monthly bill for metered service than to honor a 
big invoice when LP-gas is sold in bulk. 

Lowered accounts receivable is only one good 
reason for switching your operation to Rockwell 
metered service. Others are the savings you can 
enjoy through better scheduling of deliveries and 
the increased storage capacity that meters make 
possible. 

Get facts now. Write Rockwell Manufacturing 
Company, Pittsburgh 8, Pa. 


: C. R. Bennett, Jr., Assistant Vice President, checks 
LP- G A Ss VA =) fe) =) M = - = R Ss a Rockwell metered service. 


ROGKWELL® 





